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FOR ECONOMICAL AND || EFFICIENT LIGHTING 


When low budgets demand high efficieney in maximum seeing conditions with full eve- 


lighting and low first cost and maintenance comfort. Supplied with either medium or 
PI 


the Leader Concentric Ring comes up mogul socket Phe Concentrie Ring can be 





for first consideration. Simple design either surface mounted or suspended from 
harmonizes with almost any architectural hangers. Maintenance is practically nil because 
motif. Utilizing the PS 40 silver bowl inside there are no horizontal surfaces to collect 


frosted lamp this luminaire provides dust and unit is open top and bottom 


RECESSED INCANDESCENT DOWNLIGHTS 


with Holophane Controlens 


RO 894~—Round f 


urchitecturc 


Sold and installed by the better 
electrical dealers and contractors 





LEADER ELECTRIC COMPANY + 3500 North Kedzie Avenue + c 1 Ilinois 
leader Elect Western. 8 ne Hundredth Ave shland f 
Campbe ode itd. 6B 











FIRST —with “ECONOMY DELAY” Renewable Fuses you save 

money every time you have a current “blow”. Simply remove the blown 
link and replace it at the cost of only a few cents with a new, 

ECONOMY DE-LAY” Renewal Link in the same cartridge 


SECOND-—you save because of the short time required to make 
this replacement—and time is money 


THIRD-—you save by reducing “down time” on machines—because an 
inexpensive carton of Economy Fuse Renewal Links kept on hand 





24 hours a day, answers fuse renewal requirements immediately. 


Your Electrical Wholesaler has “ECONOMY DELAY” Renewable 
Fuses and Renewal Links in stock. 





Ask for the Economy Catalog and Price List. 





jt 


QENEWABLE CARTRIDGE Fuses 


© Reg. U. S. Pat. Office 


ECONOMY FUSE AND MEG. CO. 2717 crcenview ave, chicago 14, 1LuINois serssccayss.es 


ELECTRICAL WHOLESALERS—You also save three ways; sove customers, save sales 
save profits, that would otherwise be lost, when you carry adequate stocks of 
“ECONOMY DE-LAY* Renewable Fuses and Renewal Links in all standard sizes 
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100-w 
150-w 


200-w 
p ® 300-500-w 
Specification No. 2 750-1500-w 


—— | 


Specification No. 3 








300-1500-w Gen'l 
Service 
Incandescent 


Sentai No. 4 400-w Mercury 





atest No. 18 





300-1500-w Gen'l 
Service 
Incandescent 


Bombe No. 40 400-w Mercury 








FLUORESCENT 





40-w or 38. 
“Ta0-w, 85-w oF] 
100-w T17 
48" (shield)]| 40-w or 38 
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| 60 








48" 40-w oF 38-w 

4 and 
9 40-w, 85-w or 

60 100-w T17 


48° (shield)|40-w or 38.w 




















Assure You of the Kind of Lighting Performance Needed for... 


Defense Production 


Defense production demands the highest type of lighting 
performance to meet the wide range of seeing tasks, varied 
atmospheric conditions and difficult seeing conditions found 
today, as American Industry shifts into high gear. To meet 
these needs economically and dependably, the emphasis is on 
uninterrupted performance. Therefore it is important to specify 
units that can be depended upon to provide and 
sustain rated light output over years of service. 

Specification of RLM Lighting Units provides 
finest assurance of efficient and uninterrupted light- 
ing performance. The RLM Label is a warranty of 
conformance to minimum standards established by 
the Institute for lighting performance that meets 
most approved modern illuminating practices 

Shown here is a chart, listing the 34 different industrial 
lighting units for which the RLM Standards Institute has 
established specifications covering construction, finish, 
reflector design, ballasts and uniform quality. The In- 
stitute is currently engaged in the development of new 
specifications and revision of present standards in its 
effort to keep abreast of the latest advancements in illum- 


inating engineering. To make certain of lighting performance 
that is aa kind needed for defense production, specify light- 
ing units certified to conform to KLM Standards of Quality. 
FREE RLM SPECIFICATIONS BOOKLET brings you complete de- 
tails on the many essentials of Defense Production Lighting. 
Your copy will be sent free on request to RLM STANDARDS 
INSTITUTE, Suite 817, 326 W. Madison St., Chicago 6, III. 


CONFORMANCE to the ESSENTIALS of DEFENSE PRODUCTION LIGHTING 
is Assured when you specify RLM-LABELED Lighting 
Units: High diffusion with high reflection factor 
Top-quality porcelain-enameled reflectors - Approved 
reflector design - High power factor ballasts - Uniform 
quality of materials and construction - Conformance 
to National Electrical Code 





WHY SPECIFY 
ANYTHING 


BUT THE 


QUIETEST BALLAST 





Every Advance Ballast is made to 
operate at the minimum noise 


level. You can specify Advance 
with confidence for / VERY job. CERTIFIED 


) el 
TRANSFORMER = 


et 
co. que OBeall uy CABLE ADDRESS: 
1122 W. CATALPA AVE., CHICAGO 40, ILL., U.S.A. 
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WITH THESE DESIGN LEADERSHIP FEATURES: By 
? Pe 
‘VV Solderless terminals—fastet wiring connections. sy 
\ bf 
, “On-the-spot”” \nockouts— punched and repressed 4+ 
for easy: clean removal. So 
+ 
y Engineered gutters—generous wiring space S 
for speedy installation and maintenance- = 
y Non-interchangeable pullouts—prevent mix-up if 
of fused circuits on 4 device. 4 
con 
imi 
+—t 
T 4 
t+ 
baad 
boa 
above * Parallel Range and Main with | 
4, 6, or 8 plug fuses- Seporate water heater bs | 
circuit MOY be connected independently ond atl 
sealed for special utility rotes. +t 
Square D's complete line covers l1to ] 
16 circuits for lighting. Pullouts are Parallel Range ond Parallel Range ond 100 ampere main + 
provided for mains, ranges, water Main with 4,6 oF Main with 4, 6 or 8 plug pull-out controls range. , 
heaters and special appliances. Rain- plug fuses and water fuses. Sub-feed connec: water heater OF dryer, } 
‘labl th S heater OF dryer circuit tions allow additional and up to 16 plug fuses- f 
aves eo wit quare —for overage home, cirtvits—the minimum For lorger homes, smo! 
single entrance equipment for commercial buildings, 
rodiont heating jobs- 


tight enclosures 
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the modern home. 
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with Wholesalers Salesman COMING NEXT MONTH 
Member ABC and ABP 
Published monthly by McGraw-Hill Publishing Company, Inc., James H. McGraw @ Selling the ‘52 farm market. This section will 
1860-1948), Founder. Publication Office, 1309 Noble Street, Philadelphia 23, spotlight the farm as a production center and will 
Pa include 
Exe ‘ Off McGr Hill Building, 330 West 
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a copy for special issues. Subscription rates—tLU'nited 
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— @ Analysis of the farmer as an individual and 


products that go through you, such as lighting and 
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Single copies, 35c.; 70 F 
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Brought to you by another great forward step in 





the BullDog program of simplified merchandising 


The basic device principle has now been ex- 
tended to all Pushmatic Electri-Center light- 


ing panelboards up to 42 circuits. 


catalog numbers satisfy all your 


customers’ lighting panel requirements up to 


42 circuits. 





The basic devices are supplied with 4 or 6 r . . : 
PI Now, with panels you can readily provide 
Pushmatics. You sell balance of Pushmatics 

from your stocks, you cut out delay and 

required, from your stocks, and deliver the , , eee ee 
, inconvenience involved in placing individual 
whole panelboard right over the counter! : 
’ orders with the factory, and make new profits 
Now, just 


5 panels replace hundreds of | ona major item you could not carry before. 


NOW FROM YOUR STOCKS... 


5 BOXES , 5 FRONTS >» 5 INTERIORS -> PLUS PUSHMATIC UNITS 


“™ 
. 





26”, 32” and 38” high. Either Flush or surface type Basic Device principle. Four 
All 20” wide; 5'2” deep Packaged separately An- Thermal Magnetic Pushmatics 
Ample knockouts other easy-to-handle item. and fillers supplied with the two 
single-phase interiors six with 
the three 3-phase, 4-wire interiors 


You Get the plus of extra Pushmatic 
unit sales, from your stocks, as re- 
quired to make up circuits needed. You 
can sell up to 36 additional Pusnhmatics 
per panelboard! 
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ELIMINATE HUNDREDS OF CATALOG NUMBERS 
AND LET YOU DELIVER THESE TWO COMPLETE 
PUSHMATIC PANELBOARD LINES OVER THE 
COUNTER 


Single Phase, 3-wire, Solid Neutral 


(P2B-304-28L) 28 circuits Max. Mains 200 amp. 
(P2B-304-40L) 40 circuits Max. Mains 200 amp. 


3 Phase, 4-wire, Solid Neutral 
(P3B-406-21L) 21 circuits Max. Mains 100 amp. 
(P3B-406-30L) 30 circuits Max. Mains 100 amp. 
(P3B-406-42L) 42 circuits Max. Mains 200 amp. 


BULLDOG 


Pushmatic Electri-Center 
Panelboards 


For plants, commercial buildings, 
institutions. 
Underwriters'-approved up to 42 
circuits. 

Meets Federal specifications WP 
131a Class A. 

Push-button switching and auto- 
matic circuit protection. No reset 
position. 

Individual Pushmatic units (Ther- 
mal Magnetic) rated 15, 20, 30, 
40 and 50 Amps; quick-mounting, 
fully interchangeable. 

Code Gauge steel fronts, flush or 
surface type. 

Code Gauge steel boxes with 
ample knockouts in removable 
ends. 

4"-wide gutters for easy wiring. 
Provisions for Main Lugs at top 
or bottom. 

Flexible from every standpoint. 


WRITE FOR DESCRIPTIVE BULLETIN 513 


BULLDOG 


BULLDOG ELECTRIC PRODUCTS COMPANY 
DETROIT 32, MICHIGAN * FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA; BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 


PIONEERS IN FLEXIBLE ELECTRICAL DISTRIBUTION SYSTEMS 








months old and making safety-switch history! 


BULLDOG VACU-BREAK 
MASTER SAFETY SWITCH 


BullDog takes long-needed forward 

step in safety switch simplification! ' MPO RT ANT! 
Now, one great line of BullDog Vacu- 6: 
Break Master Switches fills all safety 

switch applications! These Type A © THIS PLAN OF SIMPLIFICA- 
switches...selling at C prices...are TION 1S APPROVED BY THE 
made possible only by concentrating 
switch production on this one sensi- 
ble, simplified line. Now, you can 
reduce complex, top-heavy, profit- 
eating switch inventories... satisfy 
all requirements with just 38 catalog 
numbers. Slash inventory invest- 
ment, speed up turnover, increase OF CRITICAL MATERIALS. 


NATIONAL ASSOCIATION OF 
ELECTRICAL DISTRIBUTORS, AP- 
PARATUS AND CONTROL COM- 
MITTEE, SINCE IT ENCOURAGES 
NON-DUPLICATION OF PROD- 
UCTS AND THE CONSERVATION 


your profits in safety switches! 


This great safety switch merchandising program 
had to come! § And BullDog pioneered it! Now only 
three months old, it’s already a whacking success 
from coast to coast! And no wonder. 
Now, one great, simplified line of 38 BullDog Master 
Safety Switches ... every one a Type A switch 
. fills every requirement for Types A, C and D 
switches 





A Type A Switch 


at Type C prices! 


@eAll the famous 
BullDog features! 


Vacu-Break principle of circuit rupturing 
Self-aligning Clampmatic Contacts 
Quick-make and quick-break 


Anti-creepage corrugations on switch bases 
and arc chambers 


Solderless cable terminals (wire grips) 
Horsepower-rated 
Silver-surfaced current-carrying parts 


Voidable cover interlock 





Spring-reinforced fuse grips 


¥ : Ample supply of concentric K.O.'s 
Just 38 great Master Vacu-Break Switches replace 


hundreds of Type A, C and D safety switches. Write 
Dept. 453-B for descriptive folder. 


BULLDOG 


BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN © FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD, TORONTO 


THE LEADER IN FLEXIBLE ELECTRICAL DISTRIBUTION 


Generous wiring space in all switches 








Voidable Cover Exclusive Vacu-Break 


Interlock! 


interlock: With interlock pin at Hole 
A, cover cannot be opened unless 
switch is OFF. Cover must be fully 
closed to throw switch ON. 

To void interlock: Simply push inter- 
lock up and insert interlock pin in 
Hole B. Switch can then be thrown 
ON or OFF with cover open or closed. 





Principle! 


Dangerous ares are quickly snuffed 
out by lack of oxygen in BullDog 
exclusive Vacu-Break arcing cham- 
ber. This eliminates excessive arcing 
vhich, in ordinary switches, causes 
burning, pitting and rapid deteriora- 
tion of contacts. Thus, the BullDog 
Vacu-Break chamber materially re- 
duces switch maintenance. 























Are present shortages making it hard 

for you? Are you looking for available 

substitutes? Are your costs excessive? 

You will find the answers to questions CRESCENT SERVICE CABLES 
like these in the Bulletins shown here. Employ 


In many cases not only can you obtain sub- 
stantial savings in initial cost, but due to 
cable construction, installation methods rec- 
ommended, and substitution of non-critical 
materials, you will find that frequently the 
Crescent Wires and Cables described in these 
Bulletins do a better job at lower cost than 
you have previously found possible. 





In addition, you will find much helpful engi- 
neering data for your files. We are glad of 
the opportunity to be of help to you. Bulletins 
shown are: 

No. 453—CRESCENT SERVICE CABLES 

No. 491—CRESCENT IMPERVEX TRENCHWIRE 

No. 492—CRESCENT IMPERVEX TRENCHCABLE 

No. 454—CRESCENT ENDURITE DUAL PURPOSE 





on S08 A 


WIRE & CABLE 
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TYPE YS 


Unflanged junction box 
with cover. Flush or 
Surface mounting. 





TYPE YW 


Weatherproof pull box. 
Complete wit one- 
piece rubber gasket and 
hinged cover surface 
mounting. 





TYPE YE 


Explosive resisting 
junction box designed 
in accordance with 
Underwriter’s Labora- 
tory requirements. 
Cover and flange are 
accurately machined 
and correct bolt spac- 
ing provided. Flush or 
Surface mounting. 





COMPLETE LINE « COMPLETE LINE + COMPLETE boxe COMPLETE LINE 


When you specify O. Z. Cast Iron Boxes for industrial, 
railroad, airport, oil refinery and other heavy-load cir- 
cuits, you specify the best. Cast from close-grained, grey 
iron, these sturdily constructed boxes are accurately 
machined to your requirements and then hot-dip gal- 
vanized to provide maximum corrosion resistance. 

No matter what the operating condition . . . explosion 
resisting, watertight or weatherproof .. . you'll find a 
box to fit the job in O. Z.’s complete line. All boxes can 
be supplied with or without bosses or mounting lugs 
and are drilled for conduit entrances as required. 


For detailed information on O. Z.’s Cast Iron Boxes as 
well as 150 other electrical fittings, write for our catalog. 


CAST IRON BOXES 
SOLDERLESS CONNECTORS 
CONDUIT FITTINGS 

CABLE TERMINATORS 
GROUNDING DEVICES 
POWER CONNECTORS 


Buy 0.2. and you'll see why Engineers say, 








TYPE YF 


Flanged watertight box 
with cover complete 
with rubber gasket. 
Flush or Surface 
mounting. 


"They're OK If They're 0.2.” 


ELECTRICAL 
MANUFACTURING 
COMPANY, INC. 


262 BOND STREET - BROOKLYN 2,N.Y 


ELECTRICAL WHOLESALING—Januvary, 1952 





THERMOSTAT CABLES 
——— 


designers, production men ar.4 


Ol BURNER IGNITION CABLE A More and more— engineers. 


p'irchasing officials have come to 
regard Plasticord and Plasticote 


ay Wires and Cables by Chester as 
TELEPHONE WIRE ee the standard of comparison. This 
Se is because every inch of these 


FIXTURE WIRE ee . . dependable insulated conductors 


s is made to conform to exacting 
si quality controls that ass 1 

' OFFICE and BELL WIRES ; service life, and aiemeahe as 
TT specified by the factory. That’s 
th lectrical » - 
: NEON SIGN CALE SN tems, tock tor the Chena 
=— } i trademark when they’re looking 

for the best! 

re says= 


Our new catalog is a complete guide to 
plastic insulated wire and cable for every 
purpose. Write for a copy of this impor 
tant data compilation for your files today. 


CHESTER cantl CORP 


Ca 3.7 @ Rye «tw VY 08-8 
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LOADS 
ARE 
GROWING 


Curve of 
sales shows the spectre cu- 


kilowatt-hour 


lar growth of electrifica- 
tion since the early years 
of the century 


90 
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BILLIONS OF 
—_—1——___/ KILOWATT-HOURS 
1945 1950 





USERS DEM 


ABSOLUTE 
PROTECTION 


a. Common operation of all contacts prevent 
single phasing 

b. Instant arc quenching assures immediate 
fault interruption 


CONTINUITY 
OF SERVICE 


Quick, visible indication of breaker operating 
position speeds service restoration 


INSTALLATION 


Accessibility and plenty of space for cable 
entrance and connection 


APPLICATION 
FLEXIBILITY 


A full complement of protective and auxiliary 
devices 


VERSATILITY 


Interchangeable and adjustable trip onits 
meet changing load conditions 





1-T-E OFFERS 
INDIVIDUALLY ENCLOSED 


Molded Case 
Circuit Breakers 


Large Air 
Circuit Breakers 


Ratings up to 600 volts a-c, 250 volts d-c; 6000 amperes 
In four enclosure types 


NEMA 1 
NEMA 1-A 
NEMA 3, 4, 5 
NEMA 7 


General Purpose 
Semi-dust-tight 
Water- and dust-tight 
Explosion-proof 


General Purpose 
Dustproof 
Dust-tight 
Wectherproof 








There's a big market- 


Constantly increasing industrial loads and new construction require high- 
capacity circuits. Circuits that control costly capital equipment require 
the type of protection—that only circuit breakers can give. 

Increased production demands continuous operation of equipment 
Outages must be minimized by the swift restoration of service—that only 
circuit breakers can provide. 


for Circuit Breakers - 


Circuit Breakers provide absolute dual protection of equipment through 
predetermined delayed tripping under sustained overloads and instantane- 
ous tripping under short-circuit conditions. 


They sustain production by operating effectively under full rated 
load—they do not trip on harmless momentary overloads. 

They restore service immediately. After serious overloads or short 
circuits, only reclosing is required. And remember, I-T-E breakers are 
trip-free on overload. 





from the complete I-T-E line, 


You can always select the corrgs guit breaker (for 
use in any power _gpel re wrement; 
for any we 

contd 


Enc ohy = 1-T-E Circuit Breaker Co l 
19th and Hamilton Streets, Phila. 30, Pa 


LOW VOLTAGE || enone 


describing I-T-E enclosed air circuit breakers 


AIR on 
CIRCUIT BREAKERS en 


ADDRESS 


city ZONE STATE 











ROYAL Crystal © Near 
tHe Oteginal ciass-toP FUSE 


. and LEADER ever since! 





ROYAL-NOARK Xaveund& CARTRIDGE FUSES 


Never before a renewable fuse so easy to renew 


. so easy to assemble! 


ROYAL-NOARK Lon-Kevewbe CARTRIDGE FUSES 


5 ways better....on the INSIDE.... 


where it counts! 


WRITE FOR CATALOGS 


PLUG FUSES © CARTRIDGE FUSES 
FUSTATS © WIRE © CORD SETS * TROUBLE LITES 
DECORATIVE CHRISTMAS LIGHTING 
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WHEN YOU SPECIFy "ee 


Fleur-O-Lier \ . ‘ 
fixtures are certified 
by Electrical Testing 
Laboratories, Inc., as comply- 
ing with rigid specifications 
covering electrical and 
mechanical construction. 


THESE 4 ADVANTAGES ASSURE filing Satifadion WHEN YOU SPECIFY FLEUR-O-LIER 


FLEUR-O-LIER/y 
Manufacturers me 


. 
Write for your je : -> 2116 Keith Building ° Cleveland 15, Ohio 
ree copy of the ae - 


new booklet . Fle 
giving complete 
details of the 
teur-O-Lier 
Index System 
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BALLASTS 






































\| 
assure a full ul 00% life for fluorescent tubes! 





Tests show that fluorescent lamps last longer when 
used with a CERTIFIED BALLAST than when 


connected with an improperly designed ballast. 


CERTIFIED BALLASTS assure rated light output, quiet 
operation and long, satisfactory service. There’s a 
reason for this. It is... CERTIFIED BALLASTS are 
made to precise specifications, then tested, checked 
and certified by Electrical Testing Laboratories, Inc. 

® Complete information on the types of CERTIFIED 

BALLASTS available from each participating manufacturer 


may be obtained from Electrical Testing Laboratories, Inc., 
East End Avenue at 79th Street, New York, New York. 





o—- Participation in the CERTIFIED BALLAST program is 
CERTIFIED | open to any manufacturer who complies with the requirements 
y of CERTIFIED BALLAST MANUFACTURERS. 


ERTIFIED BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 





2116 KEITH BLDG., CLEVELAND 15, OHIO 
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WHOLESALE 














WE BELIEVE 


WHOLESAL 
are IMPORTANT 


The Wholesaler is the indispensable link that holds together 
the Nation's distribution system .. . he is the supply depot 
that complements the craftsman’s skill . . . through a careful 
selection of brands he builds and mcintains the confidence 
of the Trade — a confidence that is necessary to exist... 
he is the buyer, the seller, the arbiter; the protector of the 
Craft against unethical practices, shoddy quality, and high 
prices ... to the Wholesaler, then, price is important — but 





less important than value which makes friends and keeps 


them. 


Since we serve the Wholesaler exclusively, we shall con- Leck fer this tabel 
tinue to furnish the finest fittings at a competitive price when you buy fit- 
tings. tt is your 
thereby maintaining the reputation for value we have built gvorantee of uni- 
form quality. 
over a quarter-century. 





CONDUIT PIPE PRODUCTS CO.,  GULUMOUD , onro 


Pires ‘Couruinas © PIPE NIPPLES + ELBOWS, RIGID & E.M.T, 
‘RUNNING antl i= peResensexs.. *¢ WALL PLATES 


wie i. ie a 
feo yc i tac ca Se BA pee pies dat 
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It’s a natural... this brand new 


Most smartly designed...easiest 
to install... most adaptable and 
{ | economical accent lighting fix- 
4 tures on the market today. 


They're available now, and give you full 
distributors’ margins 


AMPLEX SPOTS AND FLOODS 
Full range of sizes and bulb ( 


types from 40 to 500 watts 
Premium-built for longest 
life, they're the only com- 


~ plete line of Spots and Floods with 
e td ng p po ig sealed-beam pure silver reflectors 


AMPLEX COLORBEAMS 


Absolutely tops for disploy 
color lighting. Eleven brilliant 
permonent colors; each an in- 
tegral part of the lamp; won't 
fade, chip or crack. Amplock 
bases gucronteed never to loosen 


AMPLEX WEATHERPROOF LAMPS 


Today’s best buy for out 

door lighting use! Spots, ( 

Floods and General Service \. 

Lamps made of special hord 

glass that does away with all failures 


due to climatic conditions 


AMPLEX STREET LIGHTING 
& TRAFFIC SIGNAL LAMPS 


‘ Widely used by municipoli 
AW ties and public utilities. Built 
gi to withstand shocks of traf- 

fic maintain high light 
output. Complete line includes Weather- 
proof Street Lighting Lamps 


AMPLEX HI-BAY REFLECTOR LAMPS 
YOUR CUSTOMERS will really go for this new Amplex Focalite Spot. New R-57 Hi-Bay long-life 
Made of aluminum with a permanent satin finish, Focalite uses Par 38 lamps with pure silver sealed 
. = 9 a _ - beam reflector never need X 
Spot, Flood or Colorbeam Reflector Lamps. It’s the display man’s “handy dashing, Aas A Wen 8 h- 
Andy” for use in window displays, show cases, shadow boxes and ra concentrator and indirect reflector 
. , i" lamps 
wherever else desired. It is instantly adjustable to any angle and main- 


tains its focused position. The trip< 1d base is Hocked and will not scratch. 
AMPLEX “‘HI-HAT" RECESSED FIXTURES 


Other Amplex specialty lighting products that enable you to give cus- 


tomers biggest value for every dollar are shown in column at the right. ing, hatin “TA aatie 
and Swivelites are an ideal 


Designed for recessed mount- 


You'll go out front with the Amplex franchise ... capitalize on aiteatien “elma dau 
today’s fastest-growing line! The Amplex line is advertised plaster rings for concealed anchoring 
nationally. Sales are booming. Get all the facts from Amplex SS See eee on ey ee 
Corporation, Dept. A-1, 111 Water St., Brooklyn 1, New York. 


a AMPLEX INFRA-RED LAMPS 
Industrial Infra-Red Lamps... convert 
90% of the consumed energy into radi- 
ant heat. Full range of sizes and types, 

eS including Moisture- 
proof types that with- 
stand condensation 

ta = and splashing. 


Sealed-Beam Reflector Lamps, Colorbeam Lamps, Spotlites and Floodlites, Industrial 
Infra-Red Heat Lamps, Vibration and Rough Service Lamps, Street Lighting Lomps, 
Traffic Signal Lamps, Incandescent Lamps, Fivorescent Tubes, Display Accessories. 


open bottom 
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PARIS PS 


Terie Wa Way ier Wy ts se 


On the wall oF your oFtice or stock room This Hanger 


.. . picturing the most popular types of boxes and covers 
in STEEL CITY’S COMPLETE LINE, wil! prove helpful 


in making selections that will best meet your needs 


One - or more - of these attractive and informative 
hangers (16"x22") is yours for the asking. 


In electrical boxes and 
covers and conduit 
futnge Address your requests to... 
STEEL CITY LEADS 


IN MEETING heel C ily C | Pres C 


CONTRACTORS’ NEEDS 1227 COLUMBUS AVENUE, PITTSBURGH 33 
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ACCURATE FRICTION TAPE 


FRICTION 
TAPE 


Features the best of material care 
fully fabricated to provide maximum 
mechanical protection. Available in 
Standard and A.S.T.M. grades. 


= 
J 
Bitch sna = 
1 sales : 


E ACCURATE your best buy in 


MORE THAN A QUARTER CENTURY OF TAPE SPECIALIZATION 


Pe 


ACCURATE S 


wiring 
need! 


ACCURATE RUBBER TAPE 


Offers high elasticity, high dielec- 
tric strength and super aging quali- 
ties. Made in both Standard grade 
and A.S.1T.M.— A.A.R. Specification 


TAPES 


ACCURATE PLASTIC TAPE 


Thin caliper plus a combination of 
good mechanical and dielectric 
strengths, Recommended for use 
wherever plastic tape is practical, 


for the electrical industry 


are manufactured to precision standards by 
men who have devoted a lifetime to producing 
tapes of superior quality. Every foot is 
carefully made and constantly inspected to 
assure uniform high quality. The sure way 
to complete tape satisfaction is to specify 
ACCURATE by name — every time. Get all 
the facts on ACCURATE Tape now! Just 
call or write the Accurate Manufacturing 
Company, Garfield, New Jersey, for new 
illustrated literature which includes 
complete specifications and technical data 
covering the entire ACCURATE line of 
quality tapes. There is no obligation. 





Ga 





\ IT PAYS TO GO EXPLORING 


BECAUSE new prospects for T & B fittings are 
turning up everywhere <C> 


“HEY, BALBOA! 
THERE'S A BRAND-NEW 
OCEAN DOWN HERE!I"’ 


Smart distributors are taking a new look at thei 
territories these days—and are finding lots of new 


business way off the beaten path. 


“Laundry Machine Makers Looking for Arms 
Orders.” “Jewelry Industry Wants Defense 
Contracts.” Every newspaper headline like that is 
a tip-off on new prospects for the electrical 
distributor. And. . they are prospects who are 
working on government contracts and sub-contracts 


—jobs that carry a rating! 


SEE THEM AND SELL THEM 

New companies—and old companies doing new 
types of work—want help and need supplies. The 
distributor can give them both! It pays to tell 
them—as T & B is telling them—about 

the T & B line. Particularly about such 

new T & B fittings as the Sta-Kon® Self- 
Insulated Terminals* that do a top-flight 

job of preventing shorts where space 

Is ¢ ramped and service severe, Ne Ww prospec ts 


and new fittings add up to new sales! 


THERE'S A 





REDDY’S Broadening the Horizons for Distributors 


with this powerful program on T & B Self-Insulated Sta-Kons 
HARD-HITTING ADS—Full pages in two colors, sheets to the people you want to reach —open ENGINEERED 
appearing every month in the publications your ing the door for vou when you call PRODUCT 
customers and prospects are reading PUBLICITY — Lots of it, to supplement and for every 
DIRECT MAIL — Sales letters, product folders, data strengthen the story the ads are telling wiring job 


Of course, this whole campaign stresses the fact that Sta-Kon Self-insulated Terminals—like all in the 
T& 8B fittings —are supplied, under the 1 & B Pian, 100% through the T4868 distributor —and we 
ke iy complete T & B 


m n % iv ! 
ean 100% exclusively “a of fittings 
for all 
conductors and 
racewoys. 


THE THOMAS & BETTS CO. — «sini 
20 Butler Sreet Apr rams 


Elizabeth 1, New Jersey 
Thomas & Betts, Ltd., Montreal, P.Q., Canada 


MANUFACTURERS OF ELECTRICAL FITTINGS SINCE 1898 








—— 





Call your local T & B representative for full details on this T & B promotion. Ask him, too, about the services 
of our Field Design Engineers on special requirements 
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This advanced new starter assures maximum fluorescent 
tube performance. It keeps good tubes on the job. . . 
cuts out bad ones, and then resets itself automatically 
when a tube has been replaced. 

Catalogued FS4-NA, this is a new starter in the famous 
Sylvania COP (Cut Out Premium) family. 


Protects ballast . . . Saves maintenance labor 


Your customers will like this new starter because it stops 
annoying flickering and protects their ballasts from over 


SYIVANIA 


- FLUORESCENT TUBES. SIGN TUBING, FIXTURES, WIRING DEVICES; LIGHT BULBS; 
RADIO TUBES; TELEVISION PICTURE TUBES; ELECTRONIC PRODUCTS; ELECTRONIC 


TEST EQUIPMENT; PHOTOLAMPS; TELEVISION SETS 


Meet 
Sylvania’s New 


OBOT (0 


AUTOMATICALLY 
RESETS ITSELF! 


heating. It assures positive, automatic starting of re- 
placed tubes in the simplest and most direct way possible. 
So, stock these ROBOT-COP starters now! Tell all your 
fluorescent lighting customers about them. You'll find 
they are a wonderful “starter” of extra sales of Sylvania 
fixtures and Sylvania long-life tubes. The coupon brings 
you full information. Mail it NOW! 


Sylvania Electric Products Inc. 
Dept. L-3201, 1740 Broadway, New York 19, N. Y. 


Please send me new catalog page describing Syl- 
vania’s ROBOT-COP Starter 


Name 


Street 
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connector 
headquarters 
moves to 


CONNECTICUT 


NORWALK 

we ae 
Expanding Burndy Service to You— 
new home for Burndy executive offices 
engineering, development, and research 
departments; accounting, advertising, 
and sales departments. 


ea exes ta: somsasanenzazs siias ce gai 


Burndy’s new home in Norwalk, Connecticut is the latest expansion 
in our 28-year history of steady progress—from a small beginning to 
our present 5 modern manufacturing plants in New York, California 
and Canada; a warehouse in Stamford, Connecticut; and 34 sales 
(meaning service) agencies throughout the country. 

Burndy’s consistent growth reflects the consistently superior 
performance of Burndy connectors... in joining, terminating, 
clamping, and grounding every variety of wire, cable, tube or bar 
which carries electricity. 


BURNDY 


BURNDY ENGINEERING COMPANY © NORWALK, CONNECTICUT 


January, 1952—ELECTRICAL WHOLESALING 





7 


CORD CONNECTOR 
AND CAP. Brown Bake- 
lite with Armored Cord Grips 


WEATHERPROOF 
FLUSH RECEPTACLE 
Bock or Side Wired 


COMBINATION 
UNIT. Double Pole 
Switch, Receptacle 
ond Warning 
light 





2 WIRE 


GROUNDING 
DEVICES 


15 AMPERES, 125 VOLTS — POLARIZED 


a 


* 


} 


\ 
— j 
DUPLEX CONVEN- 


ENCE OUTLET 
Back or Side Wired. 


THE MOST COMPLETE LINE AVAILABLE! 


Here is sales and profit potential plus business convenience! Eliminate 

your problems of over-lapping stock and inventory. And meet the 
increasing demands of architects and builders for reliability and protection 
in wiring with our new, expanded line of Grounding Type Devices. 


Grounding devices offer unlimited service wherever safety and 
convenience are demanded. These versatile devices are becoming the key 
to modern, safe, wiring — in homes, hospitals, shops, factories, etc. 
Profit-wise, it’s good business to suggest Grounding Type Devices to 

your customers now. 

Our latest, up-to-date iine offers you many exclusive selling ideas that will 
bring quick turn-over and repeat sales. Insure bigger, better business 
Stock and sell with complete confidence in a line built for every need — 

a line that is the most complete available. 


Branches in: BOSTON, CHICAGO, DALLAS, DENVER, DETROIT, LOS 
ANGELES, NEW YORK, PHILADELPKIA, SAN FRANCISCO, SYRACUSE 
In Canada: ARROW-HART & HEGEMAN (CANADA) LTD., MT. DENNIS, TORONTO 
For more information, write today to: 1601 Laurel Street, Hartford 6 Conn. 


ARROW ELECTRIC DIVISION 


WIRING DEVICES ARROW MROW-HART & HEGEMAN ELECTRIC CO. 


ENCLOSED SWITCHES 


HARTFORD 6, CONNECTICUT 


ELECTRIC DIVISION 
nal 
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Your customers 


need a 
SERLTITE 


wherever electrical 
wiring needs the 


best protection — 


American’s {\lexib/e Liquid-Tight Conduit 


ANACONDA American Sealtite Electrical Conduit has spot without special tools. Sealtite’ uses the same 
a core of flexible galvanized steel tubing, covered _ type fittings as standard rigid electrical conduit. Sold 
with a liquid-tight synthetic jacket. It comes in long, through electrical supply houses. We do not make 
random lengths—can be cut and assembled on the _ fittings but furnish bushings and synthetic gaskets. 


‘hl Ja vanaen 


for flexible, liquid-tight electrical conduit — 


stock & E - | I } | lf Z AN ANACONDA PRODUCT 


THE AMERICAN BRASS COMPANY, AMERICAN METAL HOSE BRANCH, WATERBURY 
20, CONNECTICUT. IN CANADA: FAIRBANKS-MORSE COMPANY, LTD. 
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CONDULETS: and rigid conduit 











Magnified view of the hub of 
a Crouse-Hinds CONDULET 
with taper-tapped threads. 





The threads on the conduit bear against 

every thread in the hub. They make and 

maintain an excellent metal to metal contact 

which must be had for the continuous 

— required to make the conduit system 
AFE. 


conduit protect he operator in 








emerven 


| LOW RESISTANCE path to ground 
| through CONDULETS and “rigid 


HIGH RESISTANCE path through 
operator. Electrical current takes 
the low resistance path. 








SERVICE ENTRANCE 
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... the wiring method that 


gives you maximum ET 4 
—— SA } for workers 


vos SeoepasGentetet AND property 


— A low resistance grounding circuit is of vital importance in any electrical 
Tene ER Giramns Condatet system. The combination of rigid conduit and CONDULETS provides the 
: safest installation because this combination assures the permanence of 
= the grounding circuit. In any grounding path, every joint that isn't tight 
in the beginning or loosens from vibration makes a high resistance point. 
Type FS Condulet Such high resistance creates a hazard for workers and can cause disastrous 
. fires. 

All rigid conduit has tapered threads and all CONDULETS (made only 
by Crouse-Hinds) have taper threaded hubs. This combination makes a 
secure joint that is tight in the beginning and stays tight. These joints 
will not loosen from vibration and assure a reliable and permanent low 
resistance path to ground. This SAFETY feature provides maximum pro- 

Type WMK Enclosed tection against personal injury and fire. 
aati iaamaaaa Besides safety, a CONDULET installation gives you these additional 


DULETS and rigid conduit provide the best possible protection against accidental 
damage to the wiring and equipment. Prevents costly shutdowns. 


definite advantages: 
I id MECHANICAL PROTECTION. crouse-Hinds sturdy cast Feraloy CON- 


Type VC Vaportight i FLEXIBILITY. To meet all the diverse requirements of modern electrical 
industrial Lighting Fixture layouts, CONDULETS are made in a wide variety of shapes and sizes with varied 
hub arrangements, including a full line of CONDULETS with detachable hub 


plates. 

Se ECONOMY. The installed cost of Crouse-Hinds CONDULETS and rigid conduit 
compares favorably with other wiring methods. The added advantages make it 
the really economical method that pays dividends over the years. 


@ CORROSION RESISTING. Cast Feraloy CONDULETS give the best pro- 


Tyoe EVA Explosion-Proof “ : : 
. tection wherever moisture, dust, or corrosive atmospheres are present 


industrial Lighting Fixture 
e UNIVERSAL APPLICATION. You can install galvanized CONDULETS 
and galvanized rigid conduit under all atmospheric conditions and in all occu- 
pancies. 
6 QUALIT ¥Y. The trademark CONDULET stands for the highest quality, reliability, 
Type GUAC Explosion-Proof and long life. 


J ti Condulet 
ee ae 2 VARIETY. More than 15,000 items are listed in the CONDULET Catalog, including 
a complete explosion-proof and dust-tight line for use in hazardous locations 


On YOUR next electrical layout, plan to get all the benefits of sturdy cast 
Feraloy CONDULETS and rigid conduit. . . the universal wiring method. 


® conDULET is o coined word 
registered in the U.S. Patent 


mascot iecowins  CROUSE-HINDS COMPAN 
Type EPC Explosion-Proof made only by the Crouse-Hinds R * D Y 
i — S 1,N.Y 
Line Starter yracuse |, N.T. A 

OFFICES: Albuquerque—Birminghom — Boston — Butfalo— Chicago— Cincinnati — Clevelor Nationwide 
Dallas— Denver — ah Houston —Indbanapolis— Kansas City— Los Angeles — M. ake Distribution 

New York— Phil ho — Pittsburgh — Portland, Ore —San Franciscx 

Seattle—St Louis —W. lashington. RESIDENT REPRESENTATIVES Albany Through Electrical 
Atlanta ~ Baltimore—Chazlotte— New Orleans— Richmond Va 9 EIT 
Tyoe GCH Groundulet Safety Crouse-Hinds Company of Canada, Lid. Toronto, Ont 


Circuit Equipment 
CONDULETS - TRAFFIC SIGNALS - AIRPORT LIGHTING - FLOODLIGHTS 
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YOU'LL BOOST SALES with Gedney Fittings 
because they're the best fittings anywhere today... 
malleable iron to prevent breakage, precision - made 
to cut installation time, many items hot dip galvanized 
for longest life. And more than that, the Gedney line 
Is complete and meets every requirement. It is sold 
entirely through wholesalers... backed up by effective 
advertising. Let’s get together for mutual profit! 


GEDNEY FITTINGS FIT! 


wA i Heable iron ings... stop breakage 
® Threads are machined to closest tolerances. 
® Reinforcing ribs for extra strength . . . extra grip. 


*s thed shoulder protects the wire. 











ELECTRIC COMPANY 


as) 


RKO BLDG. - RADIO CITY - NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn. 
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A CONTINUING PROMOTION 








Modernize old 
table lamps this 
easy, low-cost way! 


You'd never thick y you « 
date ik 
yul « 


ould make 


an up te 
abc 

yo u car 
utes and f 


=| 


ye 
- 
| 

All it tokes is a 


Monowatt 
wiring unit 
s new R-40 
;-E bulb gives 

and down 


To step up demand for this 
new 3-way indirect lighting 


Easy, low-cost way to have 
3-way indirect lighting 
in your old table lamps 


a\s.®. 





Doing te ieb is easy. Remove 


wire, pull new wire 


n 3-lite sock- 


old sox 

thre lam} 
et Then slide wire into p 
down lever and it’s sth 9 for use 


Want a free booklet? “How to 
Wire Lamps” gives tips on bringing 
old lamps up to date For booklet, 0 
to learn where you ¢ ~ em 
a-l te” units if not y 


ag, press 


an buy 


where you sh¢ 
watt Dept of 
Hathaway 5t., 


You can put yo 


GENERAL @@ ELECTRIC 


ea idence, 


ur confidence in— 





16-PAGE 
BOOKLET, 


“How to Wire Lamps”, available. 
Tells how to convert old table lamps, 
how to adapt new ones. Converts 
readers into buyers. 
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MORE ADVERTISING SUPPORT 


Ads like these will appear in Better Homes & Ger- 
dens, American Home, Populer Mechanics and 
Popular Science, starting in February. 


(M>nowarr 
IMPROV-A-LITE 
converts table lamps 


for 3-lite bulb 
Approximately $ ] 69 


R-40 
3-LITE BULB 
gives softer, brighter 
indirect light 

$1 1S Plus Tox 


Demand for General Electric’s new R-40 
3-lite bulb and Monowatt Lamp Wiring Kit 
keeps growing. And no wonder! With this 
combination, your customers can quickly 
convert old table lamps into modern, in- 


direct-lighting lamps—at low cost. 


Moreover, continuing promotion by the 
G-E Lamp Division and Monowatt Depart- 
ment is constantly creating demand. Be sure 
you have G-E R-40 bulbs and Improv-A-Lite 
Kits on hand. Take full profit-advantage of 


this advertising and merchandising support. 


OTHER MERCHANDISING HELPS include point-of-sale dis- 
plays, newspaper mots, spot radio suggestions, and envelope 
stuffers. See your Monowatt or G-E Lamp Supplier. Or write 
General Electric, Nela Park, Cleveland 12, 
Ohio; or Monowatt, Providence 7, R. 


Lamp Division, 


Yu can foul your confidence wn 
GENERAL 


ELECTRIC 





EXCLUSIVE UNIT 
ASSEMBLY! 


Never before a vaportight lighting fixture so safe, 
so efficient, so easy to install...so economically 
serviced and maintained! 

Combined in an exclusive “Unit Assembly,” re- 
ceptacle, globe and guard are detachable as a 
single unit instantly, without tools! Re-lamping or 


cleaning becomes safe, swift and simple. One 
trip up the ladder to exchange assemblies, and 
the job's done! 


This outstanding new V-51 line includes 18 
different types of rugged malleable iron bodies 
for pendant, ceiling or bracket mounting. Each 
body takes both 100 Watt or 150-200 Watt “Unit 
Assemblies.” Each body, except bracket types, is 
grooved to mount inet i styles ogra NEW-INSIDE AND our 
different sizes. This complete interchangeability of Sectional View Shows Outstanding New Design 
parts permits the assembling of 256 complete and Operating Principles. 


fixtures, using only 32 basic components. Malleable iron fixture body. 


Connecting block with spring leaf contacts. 
Neoprene rubber ring holds reflector. 
Vaportight gaskets. 

Globe and guard adapter body. 
Shock-absorbing socket. 

Snap-on type guard. 

Vaportight globe. 


Reflector is quickly attached or removed for 
cleaning without tools—thanks to exclusive neo- 
prene rubber ring attachment. Shock-absorb- 
ing socket in “Unit Assembly” permits the 
use of standard lamps where costlier mill- 

type lamps were formerly used. 


ooococeoso 


For full details on this great new fixture, 
write for Bulletin 5-A. 


Sold Through Electrical Wholesalers A 5 & L & ¥ °o Ww 

1734 Wellington Avenue ¢ Chicago 13, Illinois é L * Cc T @ | i 
Brench Offices: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Bivd. « CLEVELAND, 1836 
Euclid Avenve * SAN FRANCISCO, 655 Minna St. © ST. LOUIS, 227 Frisco Bldg. * LOS ANGELES, 
100 N. Santo Fe Ave. * ATLANTA, 724 Boulevard, N. E. © BIRMINGHAM, 429 Brown-Marx Bidg. 


MINNEAPOLIS, 305 Fifth St, S. © PITTSBURGH, 414 Bessemer Bidg. © BALTIMORE, 100 E. Pleasont St. 
BOSTON, 10 High Street * DENVER, 1921 Bicke Street * PHILADELPHIA, 1017 Cherry Street 
CINCINNATI, 626 Broadway * HOUSTON, 709 M. & M. Bidg. © HAVANA, Cube, Malecon No. 9. 

Resident Repr Hi : Bingh Dallas, ind lis, Konsos City, Orlando, 


Milwovkee, New Orleans, Seottie, Portiond, Ore. 
Export Rep ati i | Standard Electric Corp., 67 Broad St. New York 4, N. Y. 

















Washiugtou 
STRAWS 


DISTRACTED LAW-MAKERS e There's almost an air of make-believe about this Con- 
gress. Members are going through the outward motions of weighing crucial issues. Yet 
their thoughts are far from law-making much of the time. 

They face another crisis over economic controls, a request for higher taxes, and a 
full-dress foreign relations debate. But when their feet go up on their desks between 
meetings, they think about Eisenhower, corruption and the nominating conventions 
this summer. 

About controls, there’s general agreement. A new defense production act, with controls 
over prices, wages and materials, will be adopted in time to take the place of the present 
law which expires June 30. But it won't be any stronger than the present one, no matter 
what Truman and the mobilizers ask. Weaker, if anything. 

About taxes, there's also genera! agreement. Truman will ask higher rates, but Congress 
will refuse to vote them. This comes from both houses, and both parties. 

Foreign aid may be cut again. Last year, Congress slashed Truman's request for $8.5 
billion to $7.3 billion. A similar slash may well be in store this time. 

The electrical equipment industry has a direct stake in one development. Several bills 
to make home mortgage money easier to find are expected. One would permit the Vet- 
erans’ Administration to put up its insurance reserves to guarantee mortgages on vet- 
erans’ houses. 

None of this adds up to a session which is going to make history. There's a seronger- 
than-usual election year desire to leave things alone. “Things are tough enough already,” 
one law-maker put it. 


MATERIALS: BETTER AND WORSE e Congress is afraid to go back home and face voters 
this fall without a new defense act on the books, largely maintaining present controls 
But that won't keep down another violent attack on the way scarce materials are being 
allocated. 

Dividing up metals among competing industries is something congressmen keep as 
far away from as possible—except to step in now and then and voice an appeal for a 
home industry. Manly Fleischmann’s DPA and NPA do the dividing. And they're in for 
a new round of troubles. 

Some kinds of steel—sheet and plate, mostly—are going to be relatively plentiful. But 
steel, alloys, aluminum, and nickel are going to remain scarce longer than the planners 
figure on. 

The tip-off came in mobilizer Charles Wilson's fourth quarter report to Truman. Up 
to this report, Wilson was optimistic on when electrical equipment makers and builders 
—for example—would begin to get more scarce materials. He'd pinned his hopes to the 
fourth quarter of this year. This time, Wilson predicted the pinch would extend into 
1953 without a let-up. 

Wilson changed his mind because the peak level of military production is going to be 
maintained longer than he figured. Total output of arms had not been increased when 
Wilson wrote his report. It’s just going to take longer to reach the original mobilization 
goals. If Congress votes to increase the Air Force—as it may—the additional planes will 
be tacked onto the end of production schedules, lengthening out the acute shortages 
even further. 
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MORE ALUMINUM—FOR PLANES ¢ Aluminum points up the problem. The industry 
will bring in 200,000 tons of new capacity the first six months of the year, and 200,000 
the second six months. But except for industries able to use it as a substitute for copper, 
there will be very little of this for non-defense users. The military will get it. 

The steel industry is the other side of the picture. It will bring in 6.5 million tons of 
new capacity in the first six months and 4 million more the second half of the year. Sheet 
and strip capacity is going to far exceed the supply of other materials which go into 
articles like autos and household appliances. That will make it harder than ever for the 
controllers to strike a balance between political pressures on the one hand, and defense 
needs on the other. 

Biggest danger to the electrical equipment industry is that it will get caught in the 
middle. Look what's happening in regard to copper. 


BREAKING THE COPPER DEADLOCK e¢ Mobilizers are finally convinced they have to 
get more copper, even if it means breaking the price line. It’s the only way they see of 
keeping a bad situation from getting worse. 

Here's their problem. Copper supplies for the second quarter are going to be just 
about the same as in the first quarter. But military demand is going to jump 54 million 
lbs., mostly for atomic energy and cartridges. 

They've already cut the electrical equipment industry to the ragged edge. Further cut- 
backs would leave a lot of new buildings standing around empty, waiting for equipment. 
Mobilizers won't take much more copper away from things like autos and refrigerators. 
That leaves one thing to do—get more by paying more. 


SUBSIDIES e First they'll subsidize U. S. producers who can’t make money at the ceiling 
price of 241% cents. They have $30 million for this purpose. It won't increase supplies, 
but it will keep 100,000 tons a year coming from mines which otherwise would have 
to close. 

The next step will be to go into the world market and get some of the copper which 
has been going to industry abroad. There's been no shortage of copper in Europe. Indus- 
tries there have gotten all they need by paying around 50 cents per lb., compared to the 
2714 which U. S. Industries are allowed to pay for foreign copper. 

European nations have some copper limitations going into effect, not because copper 
has been scarce for them, but because they think it might become so. These limitations 
will help hold down the world price, if the U. S. starts shopping around. 


CEILING MAY STAY e There may not be any change in the U. S. price ceilings. They can 
stay where they are. The Government's materials buying office—defense materials pro- 
curement agency—has the power to pay one price and sell at a lower one to industry, 
absorbing the loss. 

At mobilization boss Charles Wilson's press conference, when his newest quarterly 
report was discussed, he said we're going to get more copper. The industry thinks his 
only chance to making good is to start buying abroad. 


POLITICS AND COPPER e The stake of the electrical equipment industry in copper pol- 
icy is a big one. It has become a metal super-charged with politics. Detroit auto manu- 
facturers and the powerful auto workers union are hammering for more. 

They've gotten governors and senators to lead the attack. It makes a powerful combina- 
tion—and Michigan's position as a crucial state in a presidential election year, lends all 
the more punch to their demands. 

If it comes to a test of political power, the electrical equipment business might well 
lose out. It is scattered. It has less vote-appeal. It has never put on a show such as the 
auto industry puts on regularly in Washington—special conferences with top mobilizers 
and powerful labor leaders to explain the industry point of view. 

Metals allocaters know what they're up against. Unofficially, they admit that the only 
way to keep copper going at current rates to essential industries such as electrical equip- 
ment, is to increase the total amount available. Otherwise, they think the military and 
the auto industry would force cut-backs. 


(Washington, D. C—January 8, 1952) 
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APPLETON 


Circuit Breaking 


Plugs and Receptacles 


30, 60 OR 100 AMPERE CAPACITIES * 250 V.D.C., 600 V. A.C 


Durability... ease of wiring ... complete safety! 
You get all three with Appleton Circuit Break- 
ing Plugs and Receptacles! 

Cadmium-plated Malleable Iron Junction 
boxes and highest quality die cast aluminum 
housings on both plugs and receptacles guard 
this equipment against the hard knocks of severe 
service conditions, Complete terminal units 
equipped with solderless connectors in both ' 
plugs and receptacles assure fast, easy wiring. 


Receptacle housings are available in four styles 


—Dust-proof lift-cover, threaded with cap, or 
threaded without cap,and plain. Plugs available 
with or without clamping ring. 


This equipment can be used for reversed serv- 


ice by installing terminal units in opposite 
housings. 












f Appleton Plugs and Receptacles are made in two styles: Style t 
. (as illustrated) is designed for use in installations where core 


rosion is not excessive and where the plug sleeve and the 






gs Path of grounding circuit through plug sleeve and receptacle housing may serve as a safety circuit 
receptacle housing . Style 2 grounding is made through extra pole in Plug and 


Receptacle. This style is recommended where excessive cor- 


2) Complete terminal units in both receptacle and plug are 
removed for wiring by loosening 2 screws on either 
side of receptacle or plug housing ing contact is made first and broken last 


Circuit wires may be installed easily to solderless terminals. APPLETON ELECTRIC COMPANY 


> » y r . » 
Phosphor Bronze springs in plug and receptacle insure 1734 Wellington Avenue * Chicago 13, Illinois 
grounding before poles complete circuit. (In Style 2, 


rosion exists. Grounding pole is made longer so that ground- 








grounding pole is made longer so that grounding cir- 
cuit is made first, broken last.) 


Gasket on clamping nut assures vaportight seal between 
plug and receptacle. A ad @ L + T Oo Aa 
Concealed cord clamp with rubber bushing grips cable 
securely, making plug vaportight. Smooth, easy-to- 
handle aluminum cap covers complete clamping unit - 
BRANCH OFFICES AND RESIDENT REPRESENTATIVES 
Brench Offices: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Bivd. * CLEVELAND, 1836 
Euclid Avenve * SAN FRANCISCO, 655 Minna St. © ST. LOUIS, 227 Frisco Bidg. © LOS ANGELES, 
100 N. Santo Fe Ave. * ATLANTA, 724 Boulevard, N. E. © BIRMINGHAM, 429 Brown-Mors Bid 
MINNEAPOLIS, 305 Fifth St. S. © PITTSBURGH, 414 Bessemer Bidg. * BALTIMORE, 100 E. Pleasont St. 
BOSTON, 10 High Street * DENVER, 1921 Bicke Street © PHILADELPHIA, 1017 Cherry Street 
CINCINNATI, 626 Broodway * HOUSTON, 717 M. & M. Bidg. * HAVANA, Cuba, Molecon No. 9 . 
Resident Representatives: Binghamton, Dalles, indionopolis, Kansos City, Orlendo, 


Milwovkee, New Orleans, Seattle, Portiond, Ore. 
Export Representatives: internctiona! Stonderd Electric Corp, 67 Brood St, New York 4, N. Y. 











NOW THE 60-WATT G-E LAMP 
GETS THE “Q’ COAT 


a. 


Now used for the first time in G-E 60-watt lamps, new General Electric "Q” coat 
softens shadows, lessens glare, yet does not cut light output! 





ie since its introduction over a year ago, the 
new General Electric “Q” coat has been boosting 
G-E lamp sales! First in the 100-watt “White”, then in 
the R-40 and 100-200-300-watt 3-lite lamp. 

Now the 60-watt G-E lamp has it! 

Photo, above, shows why the “Q” coat is a powerful 
sales feature. The “Q coated 60-watt lamp bulb on 50-100- 100-200- 
the right is evenly bright all over; the old 60-watt 150-WATT 300-WATT 
lamp isn’t. The “Q” coat, a special inside finish devel- 3-LITE 3-LITE 
oped by G-E lamp research, spreads the light. As a 
result, amps with the ‘Q”’ coat cause less glare from 
glossy surfaces and create softer shadows. Its clean 
white beauty lasts the life of the lamp. 


It’s another product of General Electric lamp re- These 4 G-E lamps now have the "'Q” coat 
search that makes it pay to sell G-E! 


GENERAL @@ ELECTRIC 
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HOT LINE 


| ARMOR ROD CLAMP 
JUMPER CLAMP 


“Tar | 


’ 
th ey ares SONDED COPPER JUMPER CLAMP 


GROUND ROD 








Top quality products with high strength 


electro-bronze and aluminum alloys bi 
and finest workmanship 
Correctly designed products with large 
factors of safety 
Good discounts to provide EXTRA profits 
for you 
Competitive prices GROUND 
C + Sue i ecdiae POLE BOTTOM ROD 
onsisten roa national advertising 
GROUND PLATE CLAMP 


reaching oll classes of users 





The WEAVER POLICY of selling through 
wholesalers helps you make more sales 


Local representatives in YOUR trade 
area do promotional sales work with 
YOUR CUSTOMERS 


WEAVER PRODUCTS ARE PRODUCED COM- 
PLETELY IN OUR OWN MODERN INTEGRATED 
FOUNDRY AND FACTORY FACILITIES. VISIT HEAVY DUTY 
US WHEN YOU ARE IN ST. LOUIS. CONNECTORS GROUND CLAMP 


J.A. WEAVER 4 


COO UEOE PRO ELERRARET 


2110 HOWARD ST. bd ST. LOUIS 6, MO. 


TELEPHONE CEntral 0881 
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Vanmithed Cambric Cable 


CONDUCTORS: 


Solid 
Stranded 


Extra-flexible 
Annular 
Segmental 


AMERICAN BRAID FINISHES: 


ELECTRICAL WIRE Weatherproof Wax 
AND CABLE Flame and Moisture Resisting 
U.R.C. 
Slow Burning 


OUTER COVERINGS: 


Cotton Braids 

Asbestos Braids 

Lead Sheaths 

Lead and Amerprene (Neoprene) Jackets 


ARMOR FINISHES: 


Flat Steel Tape 
Interlocking Metal Tape 
Steel Wire 
Basket-weave 
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@ When you design a cable installation, you 
usually end up making a choice between vat 


nished cambric, paper or rubber insulation. To 

where to use help you, here's a quick run-down on varnished 
cambric—as compared to rubber and paper 

LOAD CAPACITY AND HEAT RESISTANCE—Here, 


varnished cambric is in between paper and rub 


7 ber insulations. In a 10 KV single conductor 
: cable, maximum recommended copper tempera 
a , tures are 81°C. for varnished cambric, 84 C. tor 
. . 9 e paper, and 70°C. for special grades of rubber 
MOISTURE RESISTANCE—Varnished cambric may 
' ; be used indoors in dry locations without a lead 
; / me. } od sheath while paper must always be protected by 


lead or some other form of moisture seal. Var 








nished cambric should not be used underground 
without a lead sheath, as its moisture resistance 
is not equal to rubber 

EASE OF HANDLING—\V arnished cambric is easier 
to handle, simpler to install than paper, but it 
isn't as flexible as rubber. 

OIL AND GREASE RESISTANCE—V arnished cambric 
may be used in contact with oil or vrease. It is tar 
superior to rubber in this respect and better es 
than Neoprene. Paper insulation must be pro 
tected with a lead sheath in which case the lead 


is of course resistant to oil and grease 


DIELECTRIC STRENGTH—V\ arnished cambric is bet- 
ter than rubber, but not equal to paper 


IN OTHER WORDS, varnished cambric is the in- Perhaps the most common use of varnished 
between insulation for wires and cables. It is not cambric is for general power distribution within 
likely to replace paper for high voltages and manufacturing plants . . . especially in heavy in- 
general power transmission. It can’t equal rub- dustries where large blocks of power are trans- 
ber for flexibility and moisture resistance as mitted for short distances. Varnished cambric 
needed by submarine and buried cables. cables with rubber jackets are often used for 

But for many installations, varnished cambric bridges and other structures that need aerial 
is the only insulation to use. cables. Here, we use rubber because a lead jacket 
For example: If current carrying capacity is would probably be ruined by vibration. 
important, varnished car ‘ric will generally re- If you want to be sure that you're using the 
place rubber. It is frequently used where paper right insulation for your job, get in touch with 
would seem to be the logical choice—because our skilled engineers. For more information, 
write to American Steel & Wire Division, Rocke- 


feller Building, Cleveland 13, Ohio. 


varnished cambric is so easy to install, terminate 


and join. 


S-S American Varnished Cambrie Cables 


UNITED STATE & £2 
ae 
AMERICAN STEEL & WIRE DIVISION, GENERAL OFFICES, CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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BLACKBURN 


Blackburn is Listed 


by Sesereamer | Le Lesngh ; 


th 
CONNECTORS 


Mr. Wholesaler: 


Do you realize that besides the large 
utility field, this item has another 
tremendous market — the Electrical 
Contractor and the Industrial User. The 
complete line from number 10 to 
1,000,000 CM is listed by the Under- 

Tap made in junction bex with writers. 
Blackburn Hi-Strength Connectors 

Don’t overlook a good bet — get your 

share of this profitable business. 


Available for prompt delivery 


JASPER BLACKBURN CORP., 35 Madison St., St. Louis 6, Mo. 
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Grom 
FREIGHT CAR ICING 


Above, track and trolley supplying current to ond 
of two icing machines, shown below, developed 
by Railways Ice Co., and built by Link Belt Co. 
for Denver & Rio Grande Western R.R. 


A freight car iced in fifty seconds! Only a ten second 
interval between cars! That's how trainloads of perishable 
freight are now iced and speeded to market on schedule. 
When this modern icer is on the move, power is supplied 
by Feedrail for twelve motors totaling 179 HP plus 
71. KW for communications, lighting and coded control. 
In telecasting, split-second timing to keep on schedule is 
essential. Feedrail mobility speeds the rearranging of 
studio lighting and provides a dependable, unfaltering 
source of power. 





Jo 
TELECASTING 


positions verti ally 


Feedrail powers and 


heavy TV lights by a flick of a swit 


Industry is always on the move. Product changes demand 
flexible electrical power distribution. Moving Feedrail 
trolley outlets enclosed in overhead tracks roll quickly 
to where power is needed. When major changes are 
required — dismantle, rearrange and remount, reusing 
original units. Add or remove machines, without delay, 
to speed change-overs and work in process. Unit costs 
will decrease in direct ratio to the increased productiom, 
facilities which Feedrail versatility affords. Write for 
literature. 


Sold by leading electrical distributors. 





ANY 


AN 


125 BARCLAY STREET : 
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oo Zaconnes Oholle 


. |FEEDRAIL CORPORATION 


NEW YORK 7, N. Y. 


39 





Sowe Yo -_" 


AS CHAMPION 
SERVES YOU... 


with 


THE GREATEST 


LAMP 
VALUE 


Money can buy! 





CHAMPION LAMP WORKS 


Lynn, Massachusetts 






































—e—- 


“A BOX FOR EVERY NEED” 
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Made under the most exacting require 
ments in the industry, Paramount Friction 
tope can be tightly wrapped — yet can 
be torn readily as required. A margin of 
sofety in this respect is odded to every 
roll of Paramount Friction tape 


In order to assure maximum insulation and 
protection against moisture, friction tape 
should be as free as possible from pin- 
holes. The materials and methods and new 
equipment used in making Paramount Fric 
tion tape assure virtual non-existence of 
pinholes 





Automatically cut with smooth, neat edges 
on Cameron cutting machines. These ma- 
chines wind it on the cores under tension 
This is your insurance against ravelling 


Under controlled temperature and humid- 
ity, Paramount Friction tape is strictly 





tested for permanence of adhesion 





Taken from stock ot regular intervals, Every roll of Paramount Friction tape is 
sample rolls of Paramount Friction tape . . - sold with guaranteed minimum footage 
undergo accelerated aging tests in an - | per roll plus guaranteed weight. You 
electric oven at 212° F. for 16 hours. Thus € . . are left in no doubt about what you are 
you get o gucrantee of maximum aging \ , . getting. And so you know you will cover 
ability bs the largest area most efficiently at the 
lowest cost 








ee. GDual Guarantee 
am Tae @ on Weight 


oF, 7m 3 d Length 
To sum up, Paramount Friction tape, be- XY J <1.) Ca, an engt. 
= = 2" - \ ~ 
a — os f P 1 


sides being mode of finest materials, also 
undergoes rigorous pre-testing at the fac 
tory. Among the rigidly conducted tests 
are those for aging, adhesion and strength 











Manufactured by 


Haartz- Mason, Inc. 


WATERTOWN 72, MASS. 
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TARGER SURFACES 
for the WRENCHES ~ a good-sized 
HEX Top and Bottom 


The men who use connectors appreciate the Connectors, Terminals, Grounding Clamps, and 


better design of the Penn-Union - - especially many more fittings . .°. every one thoroughly 
dependable, mechanically and electrically. Pre- 


quarters, or any unhandy location. ferred by leading users, who have found that 
Better Design is a feature of the entire Penn- “Penn-Union” on a fitting is their best 
Union line, which includes Tees and Taps, Straight guarantee of unfailing service. 


Sold by Leading Wholesalers 
PENN-UNION ELECTRIC CORPORATION, Erie, Pa. 


Canada: Domi , Ltd., 250 Richmond St. west” Teronto 


when they have to make a splice in close 
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"© £0.1085'focder Us 


The new “Lo-Loss” Feeder Bus was designed for the 
transmission of electric current up to 4000 Amperes 
at 600 Volts or less. Ideal for welding and other 


low power factor loads. 


EFFICIENCY —Insulated copper bars mounted on 
close centers provide low reactance, low voltage drop, 


minimum temperature rise. 


TOUGHNESS-+#12 gauge channel frame support- 
ing insulators makes it toughest in the business. Recent 
independent, unbiased tests prove “Lo-Loss” can take 
it—100,000 RMS Amperes at 440 Volts! Details 


on request, 


COMPACTNESS—composite drawings compar- 
ing size of ‘“Lo-Loss” with other busways prove why 
it is ideal for remodeling jobs where space is at a 
premium. 


FLEXIBILITY —can be installed in any position 


with bars in vertical or horizontal position. Readily 


adaptable to industrial or commercial installations. 
Approved for vertical mounting when used for risers. 


INSTALLATION EASE—Factory built, ready for 


installation. 


Write for new Busway Catalog and Sample Specifications 


“Lo-Loss” Feeder Bus with offset to lift 
bus above travelling crane level. 





“Lo-Loss” with parallel runs of 
standard I.F.B. Feeder Bus. 
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1.P.1. Bus showing side 
mounting of plug-in devices. 


Tines¢. 


’nase A 


All bar ends bent outward at 45 
angles to facilitate joining. Vertical 
mounting supports assure perfect 
alignment. 


Full length side view “Lo-Loss" Feeder 
Bus cutaway shows insulator section. 


“Lo-Loss” used 
as a vertical 
riser 


° the fon 








NATIONAL ELECTRIC 
1. P.1. “PLUG-IN” BUS 


“Plug-In” Bus is an enclosed busbar 
system for distributing electrical 
power. Consists of standard 10 ft. 
lengths complete with ells, tees, 
crosses, feed-in and tap-off fittings, 
expansion joints and closers. Plug-in 
openings, staggered on two sides, 
permit insertion of devices convenient 
to equipment, 





EVERYTHING IN WIRING POINTS 





Listed by 


wc Qational Elect fic _ 


Sold through 


leading electrical PROOOCTS COVRPVA a Xe 
wholesalers. 1302 CHAMBER OF COMMERCE BUILDING * PITTSBURGH 19, PA. ‘ 
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AND FOR GOOD REASON. For more than 60 years 
@ has been producing quality products that are serving the 
needs of industry all along the production line — from service 
entrance to machine — electrical products that have been prov- 


en and time-tested to give maximum safety and performance 


If power and light distribution is a problem in your busi- 
ness . if you want products that are modern in design, 
rugged in construction, easy to install, economical to operate, 
and give long-lasting, trouble free service, then do as scores 


of others have done install @@ a// the way 


For complete information about all @ products, contact 
your nearest @@ representative, listed in Sweet's, or write 


to Headquarters 


Frank eldam Glectric Co. 


A typical @ Installation is shown in the photo above 
top left). Features include (7) High Efficiency busduct 
to bring power into the plant from service entrance, a 
7.) dead front Switchboard, and a) Power Plugin to 


carry power to machines 


Our 6lst 


P.O. BOX 357 ST. LOUIS 3, MISSOURI Year 


Makers of BUSDUCT + PANELBOARDS © SWITCHBOARDS © SERVICE 
EQUIPMENT © SAFETY SWITCHES * LOAD CENTERS * QUIKHETER 
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HOW BALLASTS CONTRIBUTE 


TO BETTER FLUORESCENT LIGHTING 


wat 


F - . F | New G-E Book 
* Tells ‘'Flora’s’’ Story 


Meet a young lady you 
should get to know— 
Fluorescent Ballast 
(“Flora” for short). Says 
Flora: 

“If you haven’t met me 
before, that’s because they 
keep me backstage out of é : 
sight and let the lamps S2a20°” 
take all the bows. I don’t 
mind because, as you'll soon see, the lamps couldn’t 
perform at all without my help. 

“My name comes from what I do. My main job is 
to keep fluorescent light steady . . . on an even keel 

. something like the ‘ballast’ in a ship. I stabilize 
the flow of electricity through the lamp .. .” 

And so Flora tells her story in simple, easy-to- 
understand languagé. In addition to explanations of 
fluorescent lighting itself, the booklet contains simple 
explanations of various ballast circuits and the advan- 
tages and disadvantages of each. From the simplest 
resistance ballasting to automatic starters, up through 


two-lamp ballasts, instant-starting lamps, series opera- 
tion with sequence starting and, finally, trigger-start 
ballasts—all are carefully described. 

To find out how good ballasts save you money, and 
why they are vital to fluorescent lighting, fill out the 
coupon and send it in. You'll receive your copy of 
“Fluorescent Ballast Tells Her Story” immediately. 


_ Ao ree ees 


General Electric Co., Sect. A412-95, 
Schenectady 5, New York 


Gentlemen: Please send me FREE copy of your booklet, 
GEA-5731, ‘‘Fivorescent Ballast Tells Her Story."’ 


Name 
Company 


Street 


City State 


a 


GENERAL @@ ELECTRIC 
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Lighting Matutenauce made 
EASIER-QUICKER 
ABOLITE 


DUO-NOVE 


SYSTEM 
speeds up 
reflector 
cleaning 
and maintenance 


Rising maintenance costs require simplified servicing with- 
out sacrificing the sound principles of good lighting. The 
Abolite Duo-Move System encourages regular cleaning habits 
because Duo-Move units can be cleaned and relamped quickly 
and safely without using clumsy ladders. Merely a twist of the 
wrist—reflector and lamp assembly can be removed and serviced; 
a turn and it’s back in position—no interruption to workers—no 
lost time. The Abolite Duo-Move System guarantees maximum 
illumination with minimum service expense ‘“*’rite for the 


Duo-Move story today! 


cial and floodlighting equipment. 


| ystial-loodightng-fitings sockets holders 


The nae ited Co. : ABS Bo Li T E 
3 eae 


| Write for the complete Abolite line of industrial, commer- 


West Lafayette, Ohio U.S.A. G LI AG 
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ITS 
arava CONDUIT 


CENTRAL 


When construction is completed the three modern skyscrapers 





at Pittsburgh's Gateway Center will be equipped from top to 








bottom with Spang Central Conduit—a transformer to pent- 





house installation for power, light and communication. 
Following closely on the erection of the structural frame- 

work, the main electrical arteries of Spang Cenlaco Conduit 

climb from floor to floor. As quickly as bays are completed, 


webs of Spang Central Black Conduit are laid to every outlet 





point. 

The selection of Spang Central Conduit for these Pittsburgh 
office building landmarks is further recognition of Spang 
controlled quality conduit known and used everywhere be- 
cause of its time-proved dependability and workability. 

Wherever conduit is specified for commercial, industrial, or 


residential construction be sure to ask your distributor for 


Spang “Cenlaco”, “Central <", “Central White” and 
“Central EMT.” 


Owners 


The Equitable Life Assurance Society of the United 
States, New York, New York S 4 A he G = C ot A L F A yy T 


General ( ntractor 
Starrett Bros. & Eken, Inc., New York, New York Division of The National Supply Company 
Electrical Contract 


Lord Electric Company lac., New York, Pittsburgh GENERAL SALES OFFICE 
GRANT BUILDING, PITTSBURGH 30,°PA 


District Offices and Sales Representatives 
in Principal Cities 
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SALES 
OPPORTUNITIES 


og) Use this check list in your calls on customers and 
J} prospects to discover the many opportunities that 
\ exist to sell transformers. In manufacturing plants, 
service shops, commercial establishments, wherever 
incoming voltage supply must be reduced, increased 
or regulated there exists a prospect and a sale for 

Acme Electric transformers. 


Investigate these sales opportunities and profit by 
selling Acme Electric transformers. 


v 4 


VOLTAGE 
ADJUSTOR 





COOLED 
Industrial type in . 

sizes from 1/10 ‘ STEP 
KVA to 167 KVA, 
Primary voltages of . D @) Ww N 
240° 480/600 and Designed to permit operation of standard For the manual regulation of 

2400 volts. Supplied 115 volt, 50/60 cycle electrical equipment a high or low voltage condition to the normal 
in Class A and Class B insulation designs. or appliances from a 200/240 volt source voltage required by the electrically operated 
For indoor and outdoor installations. Write of supply. Available in sizes from 85 to equipment. Available in sizes from 150 Watts 
for Bulletin 2000 watts. to 10 KVA. Write for Bulletin VA 180. 


v v 


BREAK- 
DOWN 
TESTER 


A compact, 
portable tes- 
VOLTAGE STABILIZER tr. Meneaty 
FLUORESCENT § adjusted sec- Salita 

An automatic voltage stabilizer to maintain ondary provides voltages of 5 1 50 
a constant potential at all times. Practically LAMP BALLASTS 1500 1750 2000 2500 volts Any questionable 
instantaneous response to voltage fluctuation. For standard, quick-start, slim-line and cold circuit or windings can be tested at U.L. require- 
No moving parts—no adjustments. Quiet cathode tubes. Made to provide high per- ments of double rated voltage, plus 1000. 100% 
in operation. Engineered for dependable formance, quiet, long life service. Write for leakage reactance type unit, permits moment- 
performance. Bulletin Fl 179 ory short circuits without burn-out or damage. 

‘| 


/ SIGNALLING / / 


& CHIME 
TRANSFORMERS 


For application where 
a voltage of 4-8-12-16- OIL 
20 or 24 volts is re- BURNER VOLTROL 
quired an Acme Sign- 
alling or Chime Trans- 

former may be used IGNITION 
for operating bells, 

gongs, horns, sirens, annunciators, relays or 
control systems. Chime transformers are 71/2 
VA to 16 volt secondary. Signalling trans- 
formers from 50 to 750 VA. 











A specialty product, useful in laboratories 
or wherever electrical equipment is designed, 
Heavy duty design for dependable perform- tested, or produced. Provides a stepless 
ance, Available in a variety of mounting control of voltage from 0 to 135 volts. Built 
designs to meet most installations. in portable and panel board mounting types. 











ACME ELECTRIC CORPORATION 


671 WATER ST. CUBA, NEW YORK 
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lackhawk 


ndustries FITTINGS AND FIXTURES 


BLACKHAWK No. 470 CONNECTORS 


Made from special cast alloy. Strong, durable and will not rust. 
Precision finished with full positive threads. Formed steel clamp 
and solid steel locknut with positive locking feature are heavily zinc 
plated. Full length filister head tapered point screws make installa- 
tion quick and easy. No. 470 for “ABC” or flexible conduit. No. 
425 for non-metalic cable. 


BLACKHAWK No. 1426 

CONDUIT ENTRANCE CAPS BLACKHAWK No. 711 
Special high strength, non-cor- SERVICE ENTRANCE 
rosive aluminum alloy. Easy CABLE HEADS 
and positive to position, Filister 
head cap_ holding screws. 
Threads clean and full cut. For cover, Heavy steel cable clamp. 

2, 3, 4, or 5 wire service. Large keyhole for easy attach- 

ment to building. 


Cast alloy body with separate 


BLACKHAWK SNAP-STRAPS BLACKHAWK No. 3626 
epageon 2 . . $TEEL CLAD WIRE HOLDERS 
or rigid or thinwall conduit. 


Exclusive self-holding feature Heavy steel base and supporting strap. 
saves time, eliminates fumbling No, 22 square shoulder screw. All 
and dropping, makes difficult parts hot dip galvanized. Porcelain 
installations easier. Made of has compression strain only. Smooth 
heavy gauge steel, zinc plated rounded surfaces protect wire insula- 
after fabrication. Wide range tion, REA approved. 

of sizes for rigid and thinwall A 
conduit. (Pat. Pending.) > = =" 


4 
1 
BLACKHAWK No. 514 
YARD LIGHTS 








Highest quality porcelain enamel reflector, in- 


dependently mounted, Zinc plated cast iron 
ac aw head and flange, galvanized conduit extension 
Wired with porcelain socket and No, 14 Type 


TW wire. 


° IMMEDIATE DELIVERY FROM ADEQUATE STOCKS TO ELECTRICAL 
VW ahve ab d U AY tr | e AY WHOLESALERS ONLY 


ZZ WRITE FOR FREE CATALOG 


BLACKHAWK INDUSTRIES, DUBUQUE, IOWA 


Entrance Cable Fittings . Staples . Yard Lights . Sill Plates . Locknuts and Bushings . Wire Holders . Coble end 
Conduit Strops . Fluorescent Brockets . Connectors . Box Supports . Conduit Entrance Cops . Grounding Assemblies. 
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Designed 


for Tough, 
Corrosive 
Conditions 








Oil Compar of New Jersey 
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ome Synthinol 
WIRES AND CABLES 


Whenever you are selling or installing plant wir- 
ing, you'll find Rome Synthinol thermoplastic in- 
sulated wires and cables are sure to build your 
reputation for handling quality products. They are 
manufactured to withstand tough, corrosive condi- 
tions like those encountered in the chemical or 
petroleum industries. 

This rugged, polyvinyl chloride type insulation 
has proven its ability to resist acids, moisture, 
abrasions, corrosive fumes, flame, oils and cutting 
solutions. Colors remain permanently clear for 
quick, easy circuit identification. 

What's more, Rome Synthinol assures quick, 
easy, economical installation. Its lubricated surface 
makes it easy to pull. It’s easy to strip, too. And, its 
small diameter, high dielectric strength and excep- 


tional aging characteristics make it ideal for indus- 
trial wiring circuits. 

Rome Synthinol, Type TW small diameter build 
ing wire is approved by the Underwriters’ Labora 
tories for use in wet locations under the rules of the 
National Electrical Code. 

Rome Synthinol Machine Tool and Control Wire 
has been adopted as standard wiring material by 
machine tool manufacturers for extreme durability 
and excellent resistance to heat, oils, acids, alka 
lies, common cutting solvents, etc. Underwriters’ 
Laboratories approved as Type TW, with end use 
approval for 80°C. operation in air; 60° C. where 
exposed to oil and in wet locations. Conforms with 
National Machine Tool Builders’ Assoc. Standards. 


For Steel Mills, Chemical Plants, Oil Refineries 
and Other ‘‘Hot Spots’’ .. . Rome Synthinol 901 
Here's the ideal insulation for the equipment wiring of 
steel mills, chemical plants, oil refineries and other “hot 
spots.” A resin plasticized polyvinyl chloride type of in- 
sulation, Rome Synthinol 901 provides superior service life 
under high operating temperatures. It also offers high re- 
sistance to oils and chemicals. It is Underwriters approved 
for 600 volts at 90° C., when used as an appliance lead wire. 


Copper wire mill products are a Controlled Material under N.P.A 
. USE YOUR CMP ALLOTMENT 


Controlled Materials Plan 


It Costs Less To Buy the Best 


ROME CABLE 
2 oe 


TORRANCE CALIFORWNIA 
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\3 
fom ry , City 


ROME CABLE CORP., Dept. WH-! 
Please send me the Rome Synthinol 
Name 


Company 


Address 





Every Top Management 
Man...In Every Industry 


SHOULD BE ABLE TO ANSWER THESE QUESTIONS ABOUT A 
MOST CRITICAL EMERGENCY IN OUR COUNTRY’S AFFAIRS 


Q. Why 


of importance to me? 


is iron and steel scrap a matter 


A. Steel for our country’s military pro- 
gram and civilian economy is being pro 
duced at the annual rate of 107,000,000 
tons in 1951 . 119,500,000 tons ex- 
pected in 1952. Steel-making capacity 
is being increased now to meet those 


quotas 


What Do I Get 
For My Scrap? 


In addition to being paid for your scrap, 
you remove nuisance inventory from 
your plant—saving valuable floor space. 
Also, you have a better chance of get- 
ting new steel or steel products. But, 
most important—you help alleviate 
a dangerous condition threatening our 
country’s capacity to rearm and satisfy 
civilian requirements at the same time. 


Q. How does scrap figure in the produc- 
tion of steel? 

A. Steel is composed, generally speak- 
ing, 50% of pig iron, 25% of “produc- 
tion” scrap (that is, the scrap which is 
produced as a by-product of steel-mak- 
ing) and 25% of “purchased” scrap. 


Q. Is scrap getting scarce? 


A. Yes. The supply of purchased scrap is 
not increasing fast enough to meet the 
needs of increasing steel production. 


Q. What if the needed scrap isn’t ob- 
tained? 


A. Open-hearth furnaces will not be 


able to operate at capacity. That will 
mean a loss of steel production .. . and 
fewer products made of steel. 


Q. Why not use pig iron instead of 
scrap? 

A. Every ton of scrap conserves ap- 
proximately 2 tons of iron ore, | ton 
of coal, nearly 12 ton of limestone and 
many other vital natural resources—to 
say nothing of the extra transportation 
facilities that would be otherwise re- 
quired. 


Q. How can more scrap be furnished? 
A. By everybody pitching in—as we 
always do in every emergency—and 


searching out all possible sources of 
scrap. 


Q. What are these sources? 


A. Metal-fabricating plants normally 


a 
ieee 
di 


Every pound of idle metal is need- 
ed to keep our steel mills operating 
at top capacity. Sell your idle metal 
to a local scrap dealer right away. 


turn over to scrap dealers the scrap 
left from machining. But there’s not 
enough of this to fill our present enor- 
mous need. So everybody —both in and 
out of the metal-fabricating industries 
—must sell scrap in the form of idle 
metal, 


What Do | Do First? 


Write for free booklet. It tells how to 
set up a Scrap Salvage Program in 
your plant. Thousands of plants are 
cooperating. Do your part now! Ad- 
dress Advertising Council, 25 West 
45th Street, New York 19, N. Y. 

Q. We don’t produce scrap how can 
we help? 

A. Scrap is any kind of iron and steel 
that’s gathering dust—obsolete ma- 
chines or structures, jigs and fixtures, 
pulleys and wheels, chains and track, 
valves and pipe—anything with rust on 
it or dust on it. Non-ferrous s¢ rap 1s 
needed, too 

Q. What do we do with it when we 
find it? 

A. Use your normal channels or get in 


touch with a recognized scrap dealer. 


Yo * 
SCRAPPY SAYS: 


AlO DELSE 
py MORE SAP 





, MORE 


\ TODA. | 
MOKE STEEL 


This advertisement is a contribution, in the national interest, by 


TOMORROW 


McGRAW-HILL PUBLISHING COMPANY, INC. 


330 WEST 42nd STREET NEW YORK 18, N.Y. 
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ELECTRO 


FLUORESCENT 
INDUSTRIALS 





Outstanding ELECTRO quality is proven once 
again! Now ELECTRO joins the select group 
of manufacturers whose fixtures meet the 
high standards of the RLM Institute. On 
every industrial lighting installation where 
superior performance, improved mainte- 
nance and low initial cost is desired, there’s 
an ELECTRO Industrial Fluorescent Fixture 
designed to meet your every requirement... 
every one RLM approved. 


SOLD EXCLUSIVELY BY 
LEADING ELECTRICAL WHOLESALERS 


ELECTRO MANUFACTURING CORPORATION 


2000 FULTON STREET Qe CHICAGO 12, ILLINOIS 
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Commercial 
Fluorescent Lighting 


Mo 70 superb Commerc 
Miore tha uperdb Comme 





| 


8 OATED VOHTING FOR MEBESTEY 


“Dynalite” 


Lighting for industry 


You 


find it easy t pecify for 





Where Quality Counts— 
SPECIFY MITCHELL! 


SEND FOR BOTH 


Mitchell Manufacturing Company, Dept. 1A 
2525 N. Clybourn Ave., Chicago 14, Ill. 


Please send Commer 


MITCHELL 


Manufacturing Company 
Chicago 14, Illinois 


n Canada Mitchell Mig Co. Ltd , 19 Waterman Ave, Toronto 
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for plug fuses. Single throw solid neutral, for plug 
. fuses. Single throw 


For cartridge fuses . . . Type 
O 30 omps., 3 poles, fusible. 


, ’ 
Rointight ee | 
Type D 30 amps., 3 wire, 
solid neutral, for plug fuses 


Raintight for 
cortridge 
fuses 

Type D 

30 amps., 

3 wire, 


nevtral. plug fuses, 30 omps., 2 poles 





Type D 30 omps., 2 poles fusible Type D 30 omps., 3 wire, 


solid { O-Puller Front operated— Type D for 


Two things about the complete and comprehensive 
line of Cutler-Hammer Type D Safety Switches that 
impress electrical contractors and wholesalers most 
are the high quality of manufacture, and the depend- 
ability that keeps customers satisfied. These General 
Purpose Safety Switches that have ready acceptance 
for use with workshop tools, oil burners, stokers, 
laundry appliances, air conditioning and refrigera- 
tion units, feed grinders, compressors, etc., in homes, 
shops, farm and commercial buildings, and service 
entrance use, are built up to a standard of excellence, 
not down to a price. 

Some of the features that mean better performance 
on the job are: ‘“‘Easy-tight”’ wire holes on terminals 
that provide quick, solderless connections; inorganic 
base that will not carbonize or disintegrate, and dis- 
sipates heat from fuse wattage, resulting in cooler 
operation; double faced contacts with wiping, self- 
cleaning action that insure cool, continued perform: .. 
ance; single break action with no needless overload- 
ing of switch mechanism; sturdy shock-resistant 
cases; provision for padlocking in the off position; 
ample concentric knockouts; ample wiring space. 

When experienced electrical men want reliability, 
they insist on Cutler-Hammer Safety Switches, car- 
ried in stock by distributors everywhere. o 

CUTLER-HAMMER, Inc..1327 St. Paul Avenue, 
Milwaukee 1. Wisconsin. 

vat UE AT 


¢ * 


Front operated — 
Type D for cartridge 
For cartridge fuses... fuses, 60 omps 
Type D 60 amps., 3 wire, 3 wire, solid neutral, 
solid nevtral, fusible. 
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BWAY PYLON-LITES 


is y . . *. . . 
"fer amazing possibilities for 


" Boulevard, Business District 


. and Residential Street Lighting 


@ Available with single, dual or 
triple luminaires, producing max- 


imum horizontal light distribution. 


Each luminaire houses 6 fluores- 








cent lamps, creating a line of soft 


white lights—beautiful to behold. 


Just another entering wedge to 
help you land more street lighting 


business. 


Al Complete Line of Etreet Lighting 
Equipment 


ONE PIECE STEEL POLES 
WITH SINGLE OR DOUBLE ARMS 


HINGED STREET LIGHTING POLES 


LUMINAIRES 
for incandescent 
or Mercury Lamps 


o 4861 


REVERE ELECTRIC MANUFACTURING CO. 
6011 BROADWAY - CHICAGO 40, ILL. 


Bs Airport + Sewice Station + Street + Industrial 
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TOVEFFERSON : 


SERIES SEQUENCE 


BALLAST 


254-511 BALLAST—430 MA—118 Volt, 60 Cycle 


WEIGHT . ONLY 


A Meets All Requirements of the Proposed American 


Approved 
b 


CERTIFIED 


vy 
Sgcsace ee toate 
Laboratories, 


Inc 


Standard Association Test Specification C82.1 


For Improved Operation of Two 
96T12 Fluorescent Lamps in Series 


The new Jefferson Ballast for 96T12 Lamps is compact, lighter weight, quiet, and cool 
operating. The unique new design assures longer ballast life, greater lamp life, and better 
all around fixture performance and user satisfaction. POSITIVE STARTING—even at voltages 
CAMP LIFE | as low as 106 Volts—with no detrimental effect to lamp life. 
AND LIGHT ) 
OUTPUT 
y UNIQUE DESIGN INSURES RATED COOL AND HEALTHY 
LAMP LIFE AND LIGHT OUTPUT With full wattage delivered to the 
lamps, the temperature of the Jef- 
ferson Ballast remains low—well 
within the A.S.A. limits for tem- 
perature rise. A cool ballast means 
long healthy ballast life and better 
lamp performance. 


Over 35 years of specialized research 
engineering, and transformer manu- 
facture has resulted in a unique basic 
design which assures maximum light 
output, full rated lamp life, and no 
noticeable variations in brilliancy of 
the two lamps. 


FULL RATED WATTAGE , . 
DELIVERED— LOWER LOSS Some cd NO HUM TO 

Maximum wattage is delivered lA | eas v5| 1 | o 4 BOTHER YOU 
to both lamps, yet ballast oper- /\| wawrs | w wares | 8 : Here again unique design and 
aung temperature 1s held to a > a construction features along with 
minimum. Results are unlimited “| t ‘ traditional Jefferson manufactur- 
ballast life and greater lamp ing skill eliminates audible hum 
brilliance. Efficiency is indicated 
by a wattage loss of only 29 
watts. 

Write for your free copy of Bulletin 551-11 describing 

and illustrating the New Jefferson Series Sequence Ballast. 

’ 


JEFFERSON ELECTRIC COMPANY - Bellwood, illinois 


In Canada: Canadian Jefferson Electric Co., Lid., 384 Pape Ave., Toronto, Ont. 
MEMBER, CERTIFIED BALLAST MANUFACTURERS 
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The new and revolutionary New Jersey Turnpike, shoot- 


ing from the top to the bottom of New Jersey, is more 
than a road-—it is one of the safest, most modern super 
highways ever built. In addition, the New Jersey Turnpike 


is a vital link in our defense strategy providing a non- 
stop avenue for the shipment of defense material. 


It is more than a road in another sense too! Those who 
built it in record time had more to think about than just 
laying cement and macadam. Involved also were seven- 


teen modern toll booths, fifteen restaurants and gas 
stations, five radio buildings, six maintenance buildings 
and five auxilliary buildings. 


For such a highway, the specifications were rigid! The 
electrical raceway, for instance, had to be of the highest 
quality—and it had to be delivered on time. 


Triangle, realizing the importance of the project, rolled 
up its sleeves. One electrical contractor said, ‘If it hadn’‘t 


been for Triangle deliveries, we never could have com- 
pleted our job on time. They broke their backs to get the 
stuff to us." 


That pretty well typifies Triangle. If it can be done, they'll 
do it. 

Chances are, you don’t build roads. But if you have any- 
thing to do with the selection or installation of conduit in 
anything from bungalows to Atom Bomb plants, if will 
pay you to specify Triangle. It is hot-dipped galvanized 
and non-flaking. Of course, it conforms to Federal Spe- 
cification. For top quality you can’t do better. 





wf TURNP] 
“fe oo mal 


Toll Booth No. I, just north of the Delaware Memorial Bridge—Motorists may streak north 
from here at speeds up to 60 miles per hour. Most northerly point is George Washington Bridge, 
the gateway to New England. Other major exits: Bordentown, New Brunswick, Elizabeth, 
Newark, Holland Tunnel and Lincoln Tunnel to New York. 


In addition to the road-bed itself, there are 263 other structures including 5 major bridges, 
26 minor bridges, 194 under and over passes. There are no bill-boards. Restaurants and gas 
stations are of uniform design 
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A TRIANGLE EXTRA, the electrical contractors liked. 
George E. Scholes, right, Vice-President, Emerson-Garden Electric 
Co., New York and Elizabeth, N. J., examines one of the end caps 
which protects the threads of each piece of Triangle Conduit during 
shipment and delivery to the job.’’Very worth while,’’ Mr. Scholes 
said about the caps. ‘Protecting the threads like that saves us from 
cutting and re-threading if the original threads get banged up.” 
With him is Joseph A. Korn, Project Supervisor (Electrical) and Emil 
Fackler, Triangle representative. Major part of electrical work was 
joint project of Emerson-Garden Electric Co. and Lightning Electric 
Service Co., Newark, N. J. 

Toll booth in background is one of seventeen. Each needed 
intricate raceways to help operate its fool-proof system of record- 
ing passage of each car or truck. 


The restaurant's cash register will go here. This picture was 
taken as if looking through the front door into one of the ultra- 
modern restaurants. Above the conduit in the foreground will be the 
foyer and the cash register. To the right will be the main dining 
room and to the left, a long ice cream and quick-lunch counter. The 
greatest percentage of the conduit used on the New Jersey Turn- 
pike was Triangle’s hot-dipped galvanized conduit. It was easy to 
work with. In over one thousand 90° bends on two inch 
conduit, for instance, there was not a single piece that 
flattened or failed in any way. 


> Triangle Conduit for one of the restaurants. Over 120,000 
feet of Triangle Conduit was used underground and in the various 
buildings along the route. In this picture, lengths of four inch con- 
duit are put in place preparatory to pulling in cable and laying the 
transformer mat. 

Each length of this conduit stretches underground and under 
the highway where it meets local utility lines. There are seventeen 
of these combination restaurants and gas stations, each of which 
utilizes Triangle Conduit 


OVER 99% OF THE CONDUIT USED 
IN CONNECTION WITH THE NEW JERSEY TURNPIKE 


was TRIANGLE hot-dipped galvanized! 


THE TRADE MARK OF TOP QUALITY! 


A 
TRIANGLE Se) DU we: eee Le 


NEW BRUNSWICK, NEW JERSEY 
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TRUMBULL 


4 . 


IN SAFETY SWITCHES — Marlin-Rockwell Corporation’s ball bearing factories use 30 
ampere HCI switches as disconnects for high frequency motors used to power internal 
grinders. HCI interior is removable for easy wiring and inspection. No exposed live 
parts when switch is OFF and door open. Underwriters’ Laboratories Approved 


SELL NEW SAFETY SWITCH 


for Multiple Applications 


The initial success of Trumbull’s HCI (High Capacity Interrupter) as a Type 
A safety switch has led to its adoption for use as disconnect in combination 
starters, control centers and switchboards. 

The HCI has many selling points. For example for the first time in a safety 
switch, magnetic repulsion is used to break load quit kly. safely. Double-break 
contacts are projected and withdrawn with piston-like speed and force. The arcs 
repel each other and strike against grid pins, breaking into smaller ares which 
cool rapidly. 

The unique are-quenching action provides safety, lengthens contact life by 
preventing pitting, and gives the switch much greater life expectancy. HCI with- 
stands heavy short circuits without damage. 


Sell HCI wherever a safety switch or component disconnect is needed. 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
PLAINVILLE, CONN. 


ELECTRIC 


¢ 


IN COMBINATION STARTERS — Rug- 
ged, simple construction of HCI is 
perfectly adapted to use as disconnect 


in combination starters. 


IN SWITCHBOARDS AND CONTROL 
CENTERS— Compact 30 and 60 ampere 
HCI switch interiors can be mounted 
in twin switchboard units (100 am- 
pere HCI takes same vertical space), 
saving trough space and providing de- 
pendable short-circuit protection and 
sure ON-OFF handle indication. 
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PYLET 
PRACTICAL DESIGN ; 
FEATURES — A Modern Line of Improved 


a Heavy-Duty Conduit Fittings 


A Full Range of Types and Sizes for Industrial Wiring 


1. FS AND FD PYLETS AND COVERS—1, 2, 3 and 4 gang, 


Accurate, malleable iron castings made ' 

tn Pyie-tletional’s own foundry. Double - square corne: types, take all standard switch and receptacle 
weather-proof protection— first, galvan- plates. 

ized, and then finished with baked spray- 


ed aluminum 2. ROUND BASE PYLETS AND COVERS-—Ideal for Vapor- 
tight junction boxes—Flush and surface mounting. Take stand- 
ard 4-inch outlet box cover; also vaportight fixtures, plug 
receptacles and Flexible fixture hangers. 


3. VAPORTIGHT LIGHTING FIXTURES—With heavy cast 
metal bases, weathertight sealing and sturdy guards. Complete 
line, for 10 to 200 watt lamps, for conduit or wall mounting, 
universal 4 and 5 hub types, two and three gang, handrail and 
outlet box types, also midget fixtures. 


Smooth interiors, round edges and 4. FLEXIBLE FIXTURE HANGER PYLETS — Universal joint 

Ribbed perc eth LP sg agit »- hub allows easy removal of fixture, free swing movement of 
fixture with stop to prevent wire injury, also cushion type for 
protection against vibration. Also rectangular Pylets with 
suspension hanger. 


5. CAST METAL SAFETY SWITCHES AND CIRCUIT 
BREAKER PYLETS—Heavy duty safety switches and fuse 
boxes with or without plug receptacles and circuit breaker 
Pylets with all features for reliable service under severe 
conditions. Safety switches have quick make and break, inter- 
locked cover and weathertight gaskets on both cover and hub 


Strong Domed Covers are od an . . ‘ 
Sede Cover iflat¢ k plates. Available with interlocking plug receptacles. 


gasket seal avy hub sections of 1 = 
Reet prenrer dt COSHH STH HEHEHE HEHEHE HERERO EEE 
it, TAPERED threads 


cross sect 
Refer to your Pylet Catalog 1100 for complete listings includ- 
ing plugs and receptacles — explosion-proof pylets, cord and 
cable grips — flexible conduit couplings — unions — reducers— 
elbows and grip handles — po-table hand lamps. 


THE PYLE-NATIONAL COMPANY 


. 2 NORTH KOSTNER AVENUE, CHICAGO 51, ILLINOIS 
Dowl-pin type self retaining screws pro : - . 
’ : ' t *T OFFICES and REPRESENTATIVES in Prin Cities of the United States | See 
png ak namo i aia ‘es dite EXPORT DEPARTMENT: International Railway Supply Co., 30 Church St, New York SINCE Ih, 
pie ~ stellen agaaagis CANADIAN AGENT. The Holden Co , Ltd, Montreal 


PLUGS and RECEPTACLES * FLOODLIGHTS * TURBO-GENERATORS * LOCOMOTIVE HEADLIGHTS * MULTI-VENT AIR DISTRIBUTION 
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Electrical Wholesale 
Distribution 
For the Month of October 1951 


SALES 


October sales of electrical goods wholesalers 
classes of 


all 
f houses combined, increased 9 per cent over the 
previous month, but dropped | per cent under the October 
os 


) sales level 


Gains over September sales were 


t } 
! 
lasses: full-line 


Indicated 
wholesalers. 9 per cent; wiring supplies 
construction materials distributors, 13 per cent; and 
ppliances and specialties wholesalers, 6 per cent 


\ comparison with October 1950 sales shows 


wholesalers, up 6 per cent 


full-line 
wiring supplies and construction 
materials distributors, up 10 per cent; and 


appliances and 
specialries wholesalers, down 


4 per cent 
Total October sales of all electrical goods 


whi rhe salers 


million, $20 million above Sey 


were estimated at $501 


tember, but $41 million below October 1950 


October Oct 


INVENTORIES a: 


t the end of October 
of electrical goods wholesalers 
decreased 


inventories 
\ ilued at cost 


all classes 

combined > per cent from the September 430 

stock level, but were 88 per cent above the October 1950 
level 

{ comparison with September shows inventory declines 

two classes: full-line wholesalers 


per cent; and ap 
pliances 


per cent. Wiring 


materials distributors 


and specialues wholesalers 
supplies and construction indicated 
no change 

Compared with October 1950, all 


classes particularly 
the full-line group 


reported sizable increases: full-line 
wholesalers, 101 per cent; wiring supplies and construction 
materials distributors, 31 per cent; and appliances and 
specialties wholesalers, 40 per cent 

Ac che current rate of sales, stocks on hand represented 
ipproximately 60 days’ business, 
September 30 level, but 28 days 
October 31, 1950 


days’ supply less than the 


more than reported t 


Business Index: October 


f Commerce. The national 
include the reports from a 
rting group, and the percentages 
exactly with the index positi 





Electrical 


REGIONAL ANALYSIS 


B regions and with all classes of houses combined, in- 

creases over September sales levels were reported by 8 
of the 
indicated by the 


with the 


Mountain 


9 regions greatest gain—2] 
Only the 


per cent 


per cent 
area West South 
Central division showed a decline, | 

Cumulative sales for all regions in the first 10 months 
of 1951 indicated a 9 per cent gain over the corresponding 
period of 1950. The only area reporting a decrease for this 
period was the East South Central division, which dropped 
2 per cent 

Compared with October 1950 levels, sales during October 
1951 were up in 5 regions, unchanged in one and down 
in 3 others. The levels ranged from a 10 per cent gain for 
the Mountain area to a 10 per cent decrease for the West 
North Central division 

All regions showed inventory declines under the previous 
month. These were all within a few percentage points of 
the East South Central area led with a 7 per 


North Mountain 


divisions tagged behind with 3 per cent decreases each 


each other 


cent drop while the East Central and 

Compared with October 1950, regional inventories show- 
ed marked gains, but in this instance the range was wide 
Topping the list was the New England area with a 130 per 
cent The East South 


with a 71 per cent gain 


increase Central region was lowest 


STATES COMPRISING REGIONS 
States Comprising Geographic R New England (1 Me., 
Ve., N. H., Mass., R. 1. Cone Atlantic x. Fa 
N. J., Pa.; East North Central o, Ind., IIL, Mich., Wis 
West North Central (4 Minn “ o., N. D.. S. D.. Neb.. 


66 


Wholesale Distribution 


OCTOBER, 1951 


Figures in this table apply to the 
geographical divisions as outlined and 
numbered in white on map above. 





INVENTORIES 
October 1951 
Compared in % with 
Sept. Oct. 
1951 1950 
+130 
LV 
+ 82 


SALES 
October 1951 
Compared in % with 
Sept. Oct. 
1951 1950 


Trading 
Region 
(See Map) 


WONKHAVILS WN — 
AW SNUTUIWUT 








Kan.; South Atlantic (5)—Del., Md., D. C., Va., W. Va., N. C., 
S. C., Ga., Fla.; East South Central (¢ Ky., Tenn., Ala., Miss.; 
West South Central (7 Ark., La., Okla., Tex.; Mountain (8)- 
Mont., Idaho, Wyo., N. M., Colo., Ariz., Utah, Nev.; Pacific (9 


Wash., Ore., Calif 
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THAT ARE EASIER TO USE- 
SAVE MONEY TOO! 








yy 
- 2 


’ _ WF 


x 
Md 
.* 
+e 
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Easier to use and neater. in 
appearance, Briegel All-Steel 
Indenter Fittings not only make 
stronger connections but also 
make each job more profitable 
Contractors the world over 
recognize their cost cutting 
qualities and the fact that they 
make each wiring job a better 
job. It is only natural that 
Briegel Fittings are the most 
widely used E.M.T. connectors 


and couplings. 


METHOD 
AGH 
CO. 


GALVA,* ILLINOIS 


Cross Section 
Showing 
indentations 








The M. Bf Austin Co., Northbrook, Ill; Clayton Mork & Co, Evanston, Ill; Clifton Conduit Co., Jersey City, N.J 
General Electric Co., Bridgeport Conn; The Steelduct Co., Youngstown, Ohio; Enameled Metals, Pittsburgh, Penn 
, Wagner Malleable Products Co., Decatur, Ill; Kondu Mfg. Co., itd., Preston, Ont 
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all-purpose 


for both 


power 


and light 





Durasheath’s* tough neoprene jacket stubbornly resists electrolysis, 
corrosion, temperature extremes, cutting, abrasion, impact, flame, 


oil, grease, moisture and most soil acids and alkalies. 


Run it overhead, in ducts, or buried underground—or all three 


in one continuous run, 


It's flexible, easy to handle, economical to install; made in single 


or multi-conductor construction. 


You'll do your customers and yourselves a real service by stocking 
and selling this versatile cable. If you want more details, just 

ask vour Anaconda representative. Anac onda Wire & Cable ¢ company, 
25 Broadway, New York 4, New York. 


ark 


the right cable for the job 


WIRE AND CABLE 
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TIMES and TRENDS 


The 1952 Outlook 


1952—Up or down ten per cent. That’s about as close 
as you can get to selecting a figure for the sales volume 
of the electrical wholesaler in 1952. The reason why you 
will find most estimates qualified with an up or down 
factor is the consumer. It is difficult to judge at the pres 
ent time whether or not the consumer will remove the 
padlock from his wallet and spend some of the record 
savings cached away last year 

Looking at the over-all business activity and partic 


ularly at the momentum built up in 1951, it is easy to 
become optimistic. Expanding defense activity and record 
capital expenditures for new plants and equipment sent 
production, employment and personal incomes soaring to 
new record levels last year. The fact that industry, operat 
ing under rigid controls, has been successful in carrying 
out a dual program of producing military and civilian 
goods is another encouraging factor 

Indications are that 1952 will see another upsurge 
industry and business. It is estimated that expenditures 
for new plants and equipment will continue at a record 
rate. Even if the Korean peace negotiations are successful 
the experts point our that the defense program has con 
tracts out or authorized a the armament prograt 
well into 1953 

However, it should be that the boom cha 
istics are found only in capital expenditures for 
ind equipment and defense industries. Although the 
ill business picture is pleasant, the rough spots show up 
| ] ] 


when a close examination is made of individual industries 


ind businesses. Most economists agree that business re 


} 


lated to defense activities will be good, while non-defens« 
lines lag behind last year’s volume. Again, there are two 
if’ factors prevailing: If consumer spending makes a 
recovery in 1952, it could be a banner year. If the govern 
ment authorities were to remove the shackles from non 
defense building, an immediate pick-up would be sect 


During 1951, consumer income rose to an annual rat 


of about $257 billion. But savings also went up at a record 
level. Consumers stocked-up during the waves of scare 
buying following the outbreak of hostilities in Korea. The 
expected shortages never did materialize last year and 
many consumer lines actually experienced a recession. Last 
year might well be referred to as a year of “too muth 
butter 

Whether or not the year will bring further waves of 
inflation 1s debatable Some observers teel that there will 
be an end to inflation if increasing production costs can 
be held in check. There are no serious shortages of goods 
in sight and the public is certainly exercising caution in 
its buying habits 

Using the foregoing information as a background, w 
can the electrical wholesale distributor expect in 1952 
Even if there is a ten per cent decline, it's going to be a 
good year. The inventory problem that plagued whole 
salers in 1951 is in better balance now than at any time 
since last March. If the OPS permits historical markups 
for retailers, it will ease the price-cost squeeze for them 
ind will be reflected in a better showing for distributors 

One of the problems that the distributor faces in 19$2 
oncerns the increased cost of selling and delivering small 
orders and single items as against large orders and the 
full-line of products. The salesman will have to give spe 
cial attention to this problem and strive to reduce che 
number of unprofitable transactions 


will bring a renewed 


The year 19 


interest n sales 
promotion and display techniques as effective rids to the 
tailers. Distributor salesmen will be called upon to do a 
better job of helping retailers set-up, arrange and promote 
their products 
Now, having provided ourselves with many loopholes 
the form of “if” factors, we note that the estimated 
sales volume of the electrical wholesale distributors in 
1951 will probably reach $5.7 billion. Final figures will be 
lable in about six weeks. Our guess for sales volume 


2 in the range of $5.2 billion to § 


EDITOR 


ied 
mew oe we oe oe oe oo Fm 
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A MESSAGE TO AMERICAN 


INDUSTRY ® 


ONE OF A SERIES 


HOW TO HELP BRITAIN 
..,and Ourselves 


The purpose of this editorial is to help Win- 
ston Churchill obtain the aid Britain needs 


(1) to weather her present financial crisis, 


and 
(2) to avoid a chronic recurrence of such 
crises. 
This is not a philanthropic purpose. 
Britain is our staunchest ally in the free 
world’s continuing fight for survival. She can- 
not perform her role effectively if she is 
broke, or if she careens from one financial 
crisis to another. 


Then, too, a nation such as ours — commit- 
ted to private enterprise as a way of economic 
life—has a special interest in helping Winston 
Churchill to help Britain. His administration 
is relatively friendly toward private enter- 
prise. Should he fail, he would be replaced 
promptly by a Socialist government more 
hostile than ever. And that would weaken 
the standing of private enterprise in the free 
world. 


Cause of the Crisis 


It is the drive of the Western World under 
our leadership to rearm against Russian ag- 
gression that has precipitated Britain’s finan- 
cial crisis. It set off a scramble for raw mate- 
rials from which armaments could be made, 
and for many other materials that might be 


short in the event of war. So the prices of the 
things that Britain must import— mostly raw 
materials—have been boosted more than the 
prices of things she can export—mostly fin- 
ished products. That leaves Britain short of 
funds to pay for essential imports. This diffi- 
culty increases as the necessity becomes more 
urgent to divert industrial effort from produc- 
tion for export to production for security. 


The Basic Trouble 


Although Britain’s immediate crisis was 
touched off by the rearmament drive of the 
Western World, her basic affliction is one 
from which she has suffered since the end of 
World War II. Stated in its simplest terms, 
Britain does not produce enough goods to pay 
her own way as one of the family of free 
nations. 


For years this deficiency in home produc- 
tion was made up by income from shipping 
and overseas investment. But Britain had to 
sell a large part of her foreign investments to 
finance her heroic part in World War II. So 
her income from that source has been greatly 
reduced. And, in spite of an increase of about 
a third above prewar in her own production 
of goods and—thanks to a continued “‘auster- 
ity” program —a much larger increase in her 
exports, Britain still is not paying her own 
way. 
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Two Ways to Solvency 


Britain has two ways to restore her sol- 
vency. One is to cut down on what is con- 
sumed—the belt-tightening process. The other 
is to step up British production. 


To surmount the present crisis, Mr. 
Churchill has asked for some cutting down. 
He probably must ask for more. 


Except as a stop-gap expedient, however, 
more cutting down of Britain’s consumption 
is clearly a dangerous course. That would 
further depress a British standard of living 
which, not more than half as high as ours, 
already is too low. Politically such a course 
would grease the skids for Winston Church- 
ill’s administration, even now governing by 
a wafer-thin parliamentary margin. Also, as 
The (London) Economist remarks, the “lazy 
expedient of cutting trade’ would result in 
“hurting other people and forcing them to 
take similar action’’—by cutting the market 
for their products. 


The Only Cure 


The best and, in fact, the only way to help 
cure Britain’s economic ills is to help Britain 
produce more. Here the technical possibilities 
are encouraging. On the average, the British 
industrial worker produces only about 40 
percent as much a year as the American 
worker. That is a British estimate, made by 
Sir Ewart Smith. 


Wider use of better industrial methods and 
modern tools and an infusion of the compet- 
itive incentive into British industry — to re- 
place the cartel and other restrictive practices 
— would go a long way to narrow this wide 
gap in worker productivity. This is the con- 
sensus of experts on both sides of the At- 
lantic. 

Since 1948 the Anglo-American Council 
on Productivity has done much to encourage 
output per man-hour in Britain and to foster 
this doctrine with both labor and manage- 
ment. But much yet remains to be done. 


In the United States it is increasingly sug- 


gested that before we give Britain any more 
economic aid we should insist that everything 
possible be done to exploit the technical pos- 
sibilities of increased production. This em- 
phasis on production is needed. But if we 
Americans were to impose upon the hard- 
pressed British people conditions that could 
be construed as an affront to a friendly and 
sovereign nation, we might well put into the 
hands of a masterful rabble-rouser such as 
Aneurin Bevan, the anti-American leader of 
the Labor Party’s left wing, a campaign issue 
on which to maneuver himself into the Prime 
Ministership. 


Churchili Can Insist 


But Winston Churchill is not so handi- 
capped as we should be in imposing prereq- 
uisites of further aid. As Britain’s own, most 
honored leader he will raise no touchy ques- 
tions as to Anglo-American relations if he 
insists that Britain have firm plans to cure her 
economic ills, plans sharply focussed on ways 
and means of increasing Britain’s industrial 
efficiency. 

By presenting a convincing plan tocure 
Britain’s recurring crises through great- 
er production, Mr. Churchill will greatly 
facilitate the process of getting the aid 
his country must have. He will also re- 
move an increasingly dangerous element 
of dissension in Anglo-American rela- 
tions—the feeling of many Americans 
that more aid to Britain is more money 
down the drain. The way to counter that 
feeling is to come up with a prescription 
for an economic cure, not a request for 
another economic poultice. 


Technically, such a program is entirely 
feasible. It will perhaps be the supreme test 
of Winston Churchill’s statesmanship to make 
it politically feasible as well. 

In the interest of Britain, of the United 


States and of the whole free world, we wish 
him all success. 


McGraw-Hill Publishing Company, Inc. 
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HAZARD/ WATERT 


after 14 years continuous 


Another check on the performance of Hazard 
Watertite Insulation was made possible recently 
when a utility moved a length of cable that had 
been buried nearly 15 years. A section of this 
cable was forwarded to Hazard where the insu- 
lation was subjected to exhaustive physical and 
electrical tests. Result ... still in the prime; 
capable of many more years of reliable service 

14 years is actually no record for Watertite 
Insulation ... it’s engineered for much longer 
life. Over the last twenty years, millions of feet 
of Watertite rubber-insulated cables, in every 
type of installation, have given safe, trouble- 
free service — provided maximum moisture and 
heat resistance at no sacrifice of electrical and 


7) ry 
y, RL 


service underground 


physical properties. 

Watertite Insulation is used in a great many 
Hazard Wires and Cables for power distribution 
systems, control and branch circuits, indoor or 
outdoor feeder systems, mine installations and 
street lighting circuits. Where operating con- 
ditions demand maximum moisture resistance 
and electrical and physical stability, Watertite 
Insulation is recommended. Its high dielectric 
strength and insulation resistance, plus low 
power factor and low mechanical and electrical 
moisture absorption, assure long life under the 
severest service conditions. Write for Bulletin 
H-436. Hazard Insulated Wire Works, Division 
of The Okonite Company, Wilkes-Barre, Pa. 
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Relationship between raw materials and allotments 
to manufacturers. How substitution and redesign 
are affecting electrical products. Page 73 


Roundup of basic markets to which you sell: resi- 
dential, industrial and commercial construction, 
retail, rural, lighting, television. 


Review and outlook of electrical wholesaling in 
dustry's 1951 sales and its 1952 potentials in 
each of the nine geographical regions. 














METALS SLASHED... ‘"' mer durables, which were | , , AND STRETCHED 


is essentia ind less essen 


for everyday h ind 1 
CARVING knife and a cleaver ccordingly mpared to th Irst UBSTITUTE m: 


were used alternately by govern lf of 1950 | rod in many of the ucts you sell 


ment allocators when they « ritical ts as refrigerators ishers and ( And if the storm warnings are corre 
materials out of electrical ric razors got 50 per cent a ich these are but the few stray snowflakes 
duction for the first qua I Ss st 1 3 per cent as much copper and a blizzard 

year. Equipment manufactu f per cent as mu un ’ f he pressure 1 


1 1 , 
slashed severely and major applianc tavewise. allocations for t tele d design inves 


makers hacked in half But tr vision, radio and phonograph grou come in others of y 
housewares producers re lly t re th ame enough to provide for lent in a few tacts an 


1 


the slaughterhouse: they cat ut 00.000 to 700,000 TV sets and 1 per—the metal that 

with hardly more than the bare | 000.000 radio sets. according to gov things electrical 
The electrical equipment divi 1 ernment planners per annually produced 

of the National Production Authority e Housewares Hurt—But "less essen imported is gobbled 

was allocated 8 per cent r tial lectric housewares to@k ;¢ trical industry. Another 

and 14 per cent less al minu than per cent tin copper ind a 2 | consumed by the 

got during the last qua l nt ¢ n aluminum compared to the — building industries. But 

From the lump sums it f V t last q rt of |' | They lost s( ot this year, it 1s estimate 

division parcels out matet t nd ( ( r, second highest ments will accou for 

vidual companies hese allotment ng tl imer durable groups. cent of the uilable copy 

vary, depending u milit te far as t verall business of The catch 

mand: in lines where it ugh, outp { lectrical ma wcturers is con tion, especially mining 

will be increased—an rangement erned, however, these cuts are not as creased rapidly fact 


that means a corresponding t-back rippling as they appear Unlike ment planners think we will t 
, 1, 


for other lines rt! juarter 91 illocations, the if we have as much copper 


e Recalls—Some firms are beu t rst quarter allotn are for civilian as we had 1950. A defic 
so heavily that part of their ad tput | -roducers ; getting O00 tons per year is expected 
allotment for the first quart ein parate allocations for products going eral more years 

recalled. But the d or putting t rm e Squeeze Play—A lot copper 


up a fight for supplemental allotment I General Electric's consequently, will have to be squeeze 


situation 1s much mor if (Continued on following page) (Continued on following page) 
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METALS SLASHED ... (cont.) 


appliance production for the first halt 
of 1952 will be at about 40 per cent 
for the first 


defense production by 


of the rate quarter of 
1951 But 
G.E. thts year will amount to 30 to 
the total 


35 percent of company’s 


capacity. Last year the figure was 20 
to 25 per cent 

in line with the 
the 


The allotments are 


previously forecast reduction in 
amounts of controlled materials avail- 
able for civilian production. But there 
is more than just a glimmer of hope 
NPA estimates that new supplies of 
steel and aluminum will begin to come 
into greater supply in the latter part 
of the year to support civilian pro- 
duction then 

e No Death Sentence—'The allot- 
ments, Fleisch 


mann, NPA administrator, 


according to Manly 
reflect an 
earlier decision not to impose a 
‘death sentence’ upon any product in 
the first quarter of 1952, and to sus- 
tain civilian production and employ- 
ment at the highest possible levels 
compatible with the available mate- 
We recognize that many allot 


level, but it 


rials 


ments are at a very low 


is our judgment based on consultation 


with industry committees that many 


manufacturers will be able to continue 


PRODUCTION of electrical goods is slowing because of 
In general, equipment makers were cut least; TV, radio and 


critical metals 


major appliance producers 


production until improving supplies 
and permit in- 
allotments production 


of aluminum steel 


creased and 

So far, the government allocation 
system has not been extended to in- 
Top 


down a 


clude the electrical wholesaler 
mobilizers turned 
plan that would allocate electrical sup- 


recently 


plies to distributors because they felt 
were not enough severe 
Wire and 


scarce in almost all areas, but other 


that there 


shortages conduit are 
shortages are spotty 
Many 


however, will be setting up their own 


electrical manufacturers, 


a lot more; houseware 


reduced allocations of 


makers, almost to the bone. 


allocation systems. By May, General 
Electric expects to be allocating all 
its appliances and other consumer 
products except television receivers. 
e Big Question—A question that is 
bothering many electrical wholesalers 
is: who will sell copper substitutes? 
They are afraid that aluminum wire 
and copper-coated steel, as they come 
into more general use, will be chan- 
neled to consumers through other dis- 
tributor lines. NPA has been queried 
on this point, but that agency takes 
the tack that this is something each 
electrical wholesaler will have to work 
out for himself. 





.+- AND STRETCHED (cont.) 


out of civilian production. Some non- 
industries even stand to be 
But 
large 


essential 
pinched right out of business 
when it comes to diverting 
quantities of copper, the planners’ eyes 
turn hopefully to the electrical indus 
try. They look upon it as the potential 
major donor because only the elec- 
trical industry can successfully replace 
a large volume of copper 

This 


the open a short time 


view came out into 
Wash 


' 
electrical 


point ot 
ago in 
meeting with 

National Produ 


advised the 


ington. At a 
manufacturers, ction 
Authority 


bined memberships of the low 


othicials com 
volt 
age distribution equipment and bus 
advisory committees to 


way systems 


substitute aluminum, wherever 
sible, for copper 


In short, copper to aluminum is the 


pos 


theme of the substitution story for 
the electrical 
though scarce now, is expected to be- 


come available in rapidly 


industry. Aluminum, 


increasing 


74 


quantities. Output will take a big 
jump during the second half of 1952. 
By the middle of 1953 there should 
be enough aluminum for everybody 
The definite entrance of the Anaconda 
Copper Mining Co. into the alumi- 
num picture isa positive factor in the 
expansion program 

e Would It Pay?—The basic prob- 
lem facing electrical manufacturers is 
a tough one. Will the copper shortage 
last long enough to make a change- 
over to aluminum pay off? This per- 
plexing question is further compli- 
cated by two diametrically opposed 
answers. Government analysts are on 
the side of a long-term copper short- 


age. But copper producers argue that 
in two or three years there will be 


more than enough of the red metal 
In the meantime, hasty shifts to 
aluminum are begetting their own 
special problems. Pencil makers, for 
example, switched from brass to alu- 
minum for their ferrules. But NPA 
could not come up with the aluminum 
they planed on. 
-somewhat different, 


Another case 


involved West- 
the supposed 


but closer to home 
inghouse. Because of 
availability of aluminum, the appli- 
ance division decided to produce an 
iron in two models during the last few 
1951 
num sole plate and the other with a 


months of one with an alumi- 
cast iron sole plate, which was what 
the iron utilized when originally intro- 
duced. But Westinghouse was shortly 
informed that aluminum was ruled 
out—even for the iron’s name plate 
This part 


with 24-karat gold. Such are the sort 


was subsequently plated 


of things electrical equipment manu- 
tacturers have to worry about 

e Technical Problems — Then, of 
course, there are engineering problems 
to ponder—ones that are inherent in 
the switch from one metal to another 
In many cases, the increase in size of 
give 


an aluminum needed to 


conductivity equal to that of a corre- 


part 


sponding copper part will require de- 
sign (example: busbars ) 
And although a volume of aluminum 


times that of cop- 


changes 


equal to about 114 


per is needed to give equal conductiv- 
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FORECAST of a long-term copper shortage is 


Examples 


aluminum. Shifts are fast 


f GE 


coming 


amp 


ity, the total weight of aluminum will 
be only half the weight of the copper 

Enameling of aluminum has not yet 
been successful. Soldering and insula 
tion are additional problems. In cer 
tain corrosive or saline atmospheres, 
aluminum cannot be substituted satis- 
factorily for copper in electrical con- 
ducting devices. Therefore, a total 
substitution cannot be achieved 

One 


has 


electrical manufacturer that 


long studied the problems in- 


volved in making electrical connec 


tions via aluminum—high electrical 


resistance of aluminum oxide and gal- 
vanic corrosion, to name two—be- 


licked 


Burndy Engineering Co., is readying a 


lieves it has them This firm, 
line of aluminum and tin-plated cop- 
per alloy connectors for distribution 
systems and building wire. 

(To clear up misunderstandings re- 
garding aluminum fittings, the Federal 
Supply Service of the General Services 
Administration, at the request of Kil 
lark Electric Mtg Co., 


of aluminum outlet bodies for all 


approved the 
use 
government jobs. ) 

e Taking the Leap Meanwhile 


several other electrical manufacturers 
are moving fast into aluminum 

@ The silvery metal is replacing brass 
for the bases on a large portion of 
General Electric incandescent lamps 


alu- 


minum to be equal to brass in per 


According to G.E., tests reveal 
formance and superior in appearance 
@ Westinghouse and General Electric 
are known to be using some alumi 
num windings to replace copper wire 
in motors 

© One manufacturer figures it may be 
possible to use aluminum for 40 per 
cent of the copper now in industrial 
controls Another 


systems plans to 


have aluminum bus duct in produc 
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aluminum windings in 


forcing manufacturers to turn t 
aluminum bases for a portior 
me Westinghouse and GE. motor 


the near future 


Actually, the use of aluminum by 


entirely 


tion at a date in 


the electrical industry is not 


Many 


aluminum conductors 


new utilities have been using 


for years in al 


most all applications — distribution, 


transmission, in sub-stations and in 


generating stations. So don’t be too sur 
prised if you are selling some alumi 
num wire and cable this year 

a big play as 


Plastics are getting 


substitutes for several metals. This ts 


in addition to the increased demand 


for standard plastic applications by 


the electrical industry. Phenolic mold 
ing plastic, for example, has repiaced 


metal for the bottom housing of a 


public address system, at a saving of 
2) per cent 
e Redesigning Saves — Redesigning 
as much critical materials as possible 
out of electrical products is also chalk- 
ing up some big Savings For instance, 
one air-conditioning equipment man 
ufacturer made the happy discovery 
that aluminum cooling fins could be 
made much thinner without sacrific 
ing performance 
The 
} 


ular, has squeezed 


television industry, in partic- 
a large percentage 
of critical materials out of its products 
DuMont was able half 
gauge of steel used in its TV sets 
Philco 


con 


to cut in the 


Another case in point is the 


receiver chassis, which formerly 
transformer 


alu 


pic 


tained a heavy power 
foc 


straps 


1Ser and 


for 


permanent magnet 
minum the 
ture tube—all of which 
inated by The 


ceiver contains no cobalt, 68 per cent 


mounting 
were elim 
redesigning new re 
less aluminum, 58 per cent less sili 


con steel, 51 per cent less ferrite, 26 
per cent less copper and 15 


nickel 


materials 


per cent 
critical 


2 lbs 


less Total weight of 


saved per set 1S 


And performance tests reporte 
dicated an improvemen 
ous models 

Even the 
electrical | 
for 


| 
Take the be 


nized 
iring 
mers 800-amp. dx 
imple. Formerly 

these pins are now cot 
steel 


critical stainless 


hange, n itiplied by 
year, saves sever il | 
nickel 


In addition to subst 


for scar 


ical materials 


designs 


economically, electr 


sharpening up 
more 
facturers are also switching 
tion methods 
For instance, 
used on some Genera 
ances formerly wa 

Now the 


} 


peecn 


process 
nickel plate has 
the material under 
smooth with 


any bi 


ished 
hardly thing 
plating 

e Wasting Less—S 
for 


and maintaining 


the industry saving 
rials 
clude these requests nged 
standards and fewer 
@ Manufacturers are 


ernment to lower 


ines 

Lov- 

ons On 
hey 

maintain 


growing 


pressing the 
its specificat 
hot-dip galvanizing of conduit 
only way to 


face of 


say it 1s the 
production in the 
zinc shortage 

Na 
that COP 
government 
number af 
types. Af 


Keep whole- 


contractors told the 


@ Electrical 
tional Production Authority 
per could be saved if the 
down on the 


and 


clamped 


building wire cable 


order of this type would 
stock the 


they said 


salers from having to pres 
ent wide variety 
this latter step 


electrical 


In effect, 
taken by several 
for 
Produ 


safety switch liu 


different re 


ts Co 


turers, although 
BullDog Electric 


reduced its 


isons 


recently 


proximately two-thirds. By 
basic interch 


industrial lig 


series of 
for its iting 
vania Electric Product 


down the 1 indiv 

were previously prod 
All of these steps 

an adequate supply 


ucts for you ¢t 


too 


wont see 


the standard 


what, perl Ups 





RESIDENTIAL CONSTRUCTION 


e About |.1 million homes started last year; govern- 
ment estimates '52 total will be under 850,000 


@ Big chunk of this year's housing will be in critical 


defense areas; shortages continue to tighten up 


HAT was thought would be the 


construction scapegoat in 1951 


had turned out to be a fairly 
thriving segment of the building in 
The homebuilders, 


with so 


in fact 
dustry nation s 


even many restrictive road 
blocks deterring their progress, still 
eke about 300,000 


more starts than was predicted last 


managed to out 


January 


A year ago, the homebuilding in 
dustry was faced with Regulation X 
an that 


tightened 


ominous government edict 
credit clamps on 
This, 
thing else, did more to create a pessi 
1951 


That 


private 


Construction more than any 
Mistic prediction that possibly 
Would be a 


Coupled with restrictions on materials 


very lean year 
allocations, especially copper, alumi- 
mum and steel, made the overall pic 
ture 

cloudy 


@ Give 


for residential construction 
one 


Take — The 


Housing Act cleared away some of the 


and Defense 


smoke. It liberalized credit restrictions 
on housing by loosening Regulation X 
and accentuating low-cost dwellings 
But 


more 


the materials shortages became 


acute. The Defense Production 
Authority, beset by scarce supplies, had 
to tighten allocations of metals for all 
kinds of construction. No aluminum 
after that, and 
DPA 


Housing & Home Finance Agency's 


went into housing 


precious little copper had cut 


request for structural steel in the 


fourth quarter by 50 per cent. Copper 
for building materials in the fourth 
quarter also had been cut, and bigger 
cuts are in the offing for 1952. Builders 
then found themselves caught between 
credit 


ot easier restrictions 


lull ot 


the lure 


and the tighter materials 


clamps 


76 


Nevertheless, last year's builders be- 


Vil sturting new homes wea pace 
ahead of the government's tar 


SO00,000 to 850,000 


per cent 
vet tor the year 


houses. For the first ten months of 


1951, new home starts were estimated 
at 942,500. In 1950, during the first ten 
month period, the figure was 1,215,- 
100. The whole 1951 


estimated at l 


total of housing 
about 1.1 


Starts Was 
million as compared with the 
total of close to 1.4 million starts 
e Pro 


the builders are at opposite poles with 


and Con Washington and 


regard to whether residential con- 
struction will fall under the axe. In 
Washington circles, the prospects for 
homebuilding are dampened 
The 
stick doggedly to their original esti 


no more than 850,000 starts in 


pris ate 


by shortages housing officials 


mates 


1952. One research organization, con- 
scious of material shortages, takes a 


dimmer view—600.000 to 700.000 


1952. Builders, on the other 
1951 


starts in 


hand, see starts to match 
levels 


NPA served notice 


to hold the big stick Over! 


that it 1s ready 


the home 


builders if and when they start cut 


ting in on short-supply materials. If 


the builders the same 


1OS 


as in i 


go ahead at 
1 
l 


, NPA will step in and 


rate 


threaten to cancel the present system 


of self-certification. The agency may 
find the construction industry difficult 
to control, especially with demand for 
already stimulated by 


homes, great, 


easier payment policies Allocations 
for industrial and defense-plant con 
struction may work tolerably well, but 
theres a big doubt about controlling 
metal in housebuilding 

indica 


e Schools Favored As an 


tion of what could be expected in the 


} 


residential construction field if fur 


ther bites become larger, private hous 


the new 


DPA 


tons 


ing anything in 
trom 


26,000 


round of steel handouts 
If it 


earlier, it might 


hadn't picked up 
have been in quite 
Schools 
biggest chunk of additional 


building—15,000 


a fx starting Out the new year 


got the 


steel for civilian 


tons, including 1,500 tons of structural 


shapes This will allow 500 starts 


in the first quarter, compared to 300 
in the original allocation. Hospitals 
Zot 


of structurals 


7,500 tons, including 3,500 tons 


enough for 50 starts 


and expansion of some hospitals in 


defense areas 


e Lean Leftovers Another factor 


to consider in this residential con 


struction picture is the amount of 


housing to be assigned to critical 


defense areas. This is the market that 


will carry most of the burden during 


the shortage-beset era that is freely 


predicted for 1952 Up to Decem 
ber 1, the defense mobilizer had cer 


as critical, on recom- 


DPA 


Home Finance Agency has suspended 


tified 96 areas 


mendations from Housing & 
controls for 53,440 housing units in 
78 of And in 56 


Stabilization 


these areas areas, 
Othce of Rent 


imposed rent controls 


the has 

New critical defense areas are being 
certified at a rate of six to ten a week 
It will continue at that speed for a 
month or two. But the total number 
of areas designated won't run up to the 
100 certified for special aid in the 
last war. Nor will the number of pro 
grammed 
total of 225,000 by 


H&HFA talked 


its estimates to 


housing units reach the 


June 30 that 
about in presenting 
last year 


When you 


Congress 
But it will still run high 
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add this number to an estimated 50,000 
to 60,000 Wherry 
Act, you'll see it cuts deeply 
lett 
ment by builders 

e Lenders Wanted — T f 
the government's urgency to see that 


units under the 


into 


what's for unrestricted develop 


point u 


defense housing goes through as 


planned, the RFC announced last Sep 


tember that it would make loans for 


defense housing construction if pri 


vate money isn't available. This, os 


nto 


tensibly, is to push private lenders 
Th 


underwriting such projects. This in 


centive comes on top of the Federal 
National Mortgage Agency's directive 
from Congress to buy up mortgages 
covering defense housing. The FNMA 
kinds of 


single-family 


program covers all defense 


dwelling, such as 


homes, apartments, either owner-0x 
cupied or rental. These activities prob 


ably 


some 


will figure in the financing 
25,000 dwellings next year 


How 


assigned to critical areas in the 


much more housing may be 


last 


half of 1952 is known only by top 
men in the Defense Department 
Othce of Defense 
the H&HFA 
joing much predicting at 


You 


1d VICE 


the 


Mobilization and 
and these 

1 
well 


would then do 


given by the government 
start angling for con 


pre 


ions e first 


to the builders 


tracts in critical defense areas, or 


pare to cut back operat 


alrernative seems the more lucrative 


e Crystal Balling—Estimated electri- 


cal construction (figures adjusted for 


market conditions apparent during the 


for 


will be a 


quarter of 1951 and inflation 


ary pressures that part of 
this year's residential building picture 
about $450 $400 

for 


moderniza 


will coral million 


million for private, $50 mullion 


oral 


tion and repairs, under which 


public residential 


comes 


service replacement, appliance ci 


cuits, rewiring, relighting and repairs 


ind replacements will an 


$426 
On 


million 


the basis of ippraisals 


INDUSTRIAL CONSTRUCTION 


@ Industrial building continues to outpoint all other 


construction categories; annual rate is $3.4 billion 


@ Market for electrical equipment in the plant rising 


as more use of electric power is needed 


and fastest madustrial 


HI 


building 


bigge st 


program history has 


just ended for the year It does 


not StOp with start of the new year 


Ir is still on the rise 


By comparison with other con 


struction categories, industrial building 


was by far the brighest and most 


promising. In the first six months 
I 


alone, it had rolled 


total of $2,3 


npressive 


5 million in contracts 


an all-time record This total was 


310 per cent more than in the same 
period of 1950 and 40 per cent more 


than the total for all 12 months of 


that year 


Although private industrial con 


declined somew! during 
last year 


struction 


down 
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from September to October 
head of 1950 
| 


aeterrent to 


per cent 
it was still 58 per cent 
And 


the only 


ipward trend in industrial 


he growing shortage of 
The tremendous de 
privately-financed industrial 
money 

Man ifactu 


close to $2 billion 


and the ample 
the job filled cl nd 
spent 
Addit 


into equipment 


plant expansion alone 


billions went 


New 


unprece 


e Breaking More Records 


Pong ! { in 


innual rat $3.4 


Nort only that, but t government is 


plants are 
lented billion 
putting as mu into industrial 
building now 


year ago The va figure tor 


is pr interests were 


construction and mainte 


1952 


electrical 
outlook 
They 


sales in 


nance tor shapes up 
a decided 


195? 
19. 


fairly well will have 


effect on your Here's 


the way it looks 


1—Even or better than 1951 dollar 
, 

volume of total electrical construction 

ind 


) 


maintenance activity 


Less than 1951 physical vol 
because of spot shortages of critical 
materials and components 


j—Some increases of a tew per 


cent in electrical construction costs 


over 1951 average 


i—Persistent shortage in wire an 


all products using copper with prob 


ibly some significant turn to alumi 


num toward the latter part of the year, 
or early 


next year 


(It was stressed that the limits al- 
ready placed on critical materials tor 
individual homes appear to be satis- 
factory for good wiring in the smaller 
types of 15,000 sq. ft. and 


which make ) i ot 


homes 
inder 


STATISTICS 


el | 


‘cS » 


st alone $96 million 


Value of 


Ww ill come 


was 
' ' 

ull construction las 
to $340 billion 
§$?1 


close 


billion 


vember'’s figure of 


brought the I1l-month total to $2 
billion 


IY 0. the 


That's $2 billion ahead o 
record 
Nevertheless, the 
felr 


construction 


breaker up to now 
I 


cutbacks ire bein 
ning to be 


financed 


Among the privately 
lines, sndustrial 
only 


November ri 


ind hospitals were the Importan 


itegvories that in 


} 


ead of a year age 


Capital outlays for new plant ind 


equipment in the fourth quarter went 


Here 


d even 


lown slightly 
has change 
towered above 


anne nN ipo 





lag at the closing months of 


Work not done last year will 


ment 
1951 
be carried forward into the next 
And judged on the basis of certificates 
of rapid amortization, work to be done 
this year will top last year’s totals 
Construction spending in 1952 will 
run about $27 billion—around 10 
per cent under last year's $30 billion 
accurate 


if mobilizers guesses are 


They see a 35 per cent jump in indus 


t 
trial construction, to $4 billion, and a 


150 per cent rise in military public 


works, to $ billion 
e Money Isn't Everything—Materi 
will set the construc 


1952 


als, not money 


tion pattern in The controls 


machinery will continue to channel 
scarce metals and components to the 
But the 


controls administrators cannot be com 


projects that are needed first 


pletely clear of political considerations 
Citizens can still put pressure on their 
government. These facts must be con- 
sidered in forecasting materials alloca 
The 


will determine the 


tions for this year program 


allotment volume 


of construction in each category of 
the building business 
In overall dimensions, the estimated 


expenditures are 


future regarded as 
But in individual categories, 
They 


will come partly from new develop- 


sound 


the pattern will show variations 


ments in the defense programs, partly 
from looks 
portance of civilian 
peting with them 

As things shape up now, 


ynstruction—botl 


fresh at the relative im- 


programs com 
industrial 
private and publi 
will go to even higher levels than 
ait year 


he 


struction costs has slowed down 


@ Costs a Factor rise in con 


Costs 


will continue to inch upward for the 


next six months, though, because of 


wage increases It has risen only 


about 1.3 per cent on general con 
struction and 1.6 per cent on building 
work This comes about by al per 
materials and a 


Wage in- 


creases are expected to be still on the 


cent drop in cost of 


t per cent rise in wages 


rise. Nevertheless, the general level 


of construction cost increases should 


be held below 5 per cent 


limit 


The 5 per 


cent includes only wages and 
does 


prices and not take in effects on 


construction selling prices or losses 


in productivity due to shortages, sub 
stitutes, emergency speedups and spe 
cial conditions on individual jobs 
Price and cost controls, though, have 
been more effective on material prices 
rates 


than on wage 
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The market for electrical equip- 
ment in the plant is zooming. With 
the defense production program roll- 
ing, and most civilian industry oper- 
ating at a very high rate, more and 
more plants are being faced with 
the prospects ot setting up new power 
distribution In the case of 
plants that already have large distribu- 
ex- 


systems 


tion this merely means 
panding present facilities 

e More Sub-stations—But to 
plants, more extensive use of elec- 


type of 


systems, 
many 


trical power means a new 


operating equipment. It means that 
they have to go out and buy an in- 
coming sub-station to receive this 
new power at high voltages. Gone are 
hanging on 


their 


the small transformers 
the pole outside the plant. In 
place must be a sub-station with high 
voltage switches, fuses, circuit breakers, 
transformers and metering equipment 


Many 
that require firm power requirements 


plants are using processes 


Power outages not only disrupt pro- 
duction output but may cause heavy 
damage to the products and equip- 
ment. So dual power supplies are 
This 


not only calls for additional duplicate 


being put in wherever possible 


power equipment but also switching 


panels which will insure continual 
service in case of failure of one power 
line 

systems are 
Unit 


are becoming very pop- 


Power distribution 
being expanded in every plant. 
sub-stations 
ular throughout manufacturing plants 
Large amounts of power required to 
run today’s modern equipment cannot 
be transmitted on the old low-voltage 
New plants 
high voltage 


systems formerly in use 
Size at all 
distribution. Old plants have to con- 
New 13,200-volt are 
replacing and 


of any use 


systems 
2300 


This new volt- 


vert 
now common 
4160-volt distribution 
age requires high voltage wiring and 
high voltage switchgear 

e Guess Work Out—Metering is 
becoming very plant 
Meters not only tell how 


important in 
operation 
much power is being used but where 
The old method of 
allocating power charges by estimating 


t is being used 


or just plain guessing is as old fash- 
ioned as the gas lamp. Modern switch- 
gear should have its complement of 
meters and instruments if it is to do 
its job properly, according to today’s 
Too often installing them 
very 


standards 


after the gear is delivered is 


costly, and in some cases, it is im 


pe yssible 


The use of bus duct is increasing, 
although some judgment in its use 
must be Conduit is still 


very much in use. As a rule, plants 


exercised 


doing their own construction like to 
use conduit because many plant elec- 
tricians are not too well acquainted in 
installation of bus duct. One plant 
used square duct instead of conduit to 
good advantage. This type of duct is 
handy where new wires must be pulled 
in, or old wire removed 

e Electronics in Plants—On 
equipment itself, more and more ma- 
tools are going to automatic 
The day of the push-button 
the corner 


the 


chine 
controls 
around 


factory iS just 


Instrumentation and 


for indicating 


control process equip- 


purpe yes on 


ment a must in most indus- 


now 1S 
tries. Still, there is a lot of opposition 
to electronic controls in industry. Some 
say that electronic controls are a 
mystery to most plant people and that 
makers of such equipment are not 
doing enough to overcome this think- 
ing. The builder of such equipment 
should do everything possible to see 
that the user's maintenance people get 
the best possible instructions on the 
equipment being furnished 

There seems to be a definite trend, 
use of d.c 


industry 


toward the 
current. The 
using the so-called packaged units for 
producing d.c. from a.c. power supply 
are using the many advantages that d.c 
adjustable speeds, 


also, greater 


machine tool 


motors offer in 
braking power and smooth accelera- 
tion. For d.c. distribution of larger 
amounts of current, rectifiers are being 
built in all sizes and types to fit the 
customers’ needs. As in the case of 
controls, manufacturers of 
devices should realize that 


will do its 


electronic 
these new 
the 
tended job only as long as it is prop- 


new in- 


equipment 
erly maintained 
Your job in the coming year is to 
sell these equipment lines. Salesman- 
ship should not be confined to the 
industrial 
same 


consumer lines alone. In 
conduct the 


Business, like 


fields you should 
active sales campaign 
the consumer, still has the money to 
invest large sums in plant and equip- 
as operating supplies, 
during But whether the 


companies will want to spend as much 


ment, as well 


the year 
as they have in the past is a different 
the de- 


fense program is likely to slow down, 


question. In a year when 
you will have to give business firms 
good reasons why they should keep on 


spending 
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COMMERCIAL CONSTRUCTION 


e Commercial staggered through 1951; made the 


poorest showing of three major categories 


@ No relief in sight for 1952—down 50%; big market 
this year to be in modernization and relighting 


OMMERCIAL last 
year was in the same fix that in- 
dustrial building found itself in 1949 


—it had the poorest showing of any 


construction 


of the three major classifications 
The poor records of the 1949 indus- 
and 1951 commercial stemmed 
different Other than 
that, the drops parallel each other 


trial 
trom sources. 
Three years ago, manufacturers were 
squeezed between higher wages, higher 
costs and pressure for lower prices. 
They simply wouldn’t build, but 
rather, made existing facilities do in- 
stead Businessmen last year were 
caught between several big squeezes, 
each having a common source—short- 
ages of basic supplies. 
e Timetable of spills—Commercial 
building started out the year as best 
it could with what it had. The foot- 
ing was none too secure, though 
During the latter part of the third 
quarter it had, for the first time, fallen 
behind year-ago marks as government 
curbs were beginning to take hold 
Then closer screening of construction 
applications had cut into private out- 
lays fairly sharply in October. Value of 
private construction then was nearly 5 
per cent below September and 12 per 
cent behind a year ago. Sharpest drop 
was in commercial—39 per cent below 
the previous year. Later, in Decem- 
ber, commercial building, conspicu- 
ously, was running less than half of 
the 1950 rate 

In the fourth quarter, NPA denied 
63 per cent of construction applica- 
tions filed. The Construction Controls 
Division which handles commercial 
construction turned down 2,419 appli- 
cations out of 3,834 received. And of 
those approved, only 298 were allo- 
cated controlled materials. The agency 
allocated only 15 per cent of the steel 
required, and 3.6 per cent of the cop- 
per—and no aluminum 

Relief is not in prospect for 1952's 
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NPA the 
denials then “will equal or exceed that 
of the fourth quarter of 1951 Only 
10,000 tons of structural steel have been 


first quarter says rate of 


allocated for the three-month period 
One official even 
opinion that except for needed pro 


has ventured the 
jects in critical areas, no new starts on 
commercial will be 


allowed for the first quarter of this 


construction 


year 

Our national “guns butter” 
program for the year will support a 
$27-billion 
1952 


and 
construction volume in 
By comparison with 1951, that 
volume will mean a cut of about 10 
per cent below the $30-billion 
for last year. Overall 
won't have to take a big cut 


total 
construction 
When 
you look at single programs in the 
construction framework, the 
picture is very uneven. Some types of 
building are due to increase; others 
to shrink. 
e How Much Longer?—Taking the 
materials situation as an _ indicator, 
1952 will be a difficult year for com- 
mercial construction. Residential con- 
struction—barometer of the 
cial—will take a spill this 
drag building 
Businessmen continue to 
for relaxation and may 
get a helping hand. But there is little 
indication that the policy of all-out 
defense and little for ordinary busi- 
ness will be changed. Housing is ex- 
pected to go down 20 per cent; com- 
mercial down 50 per cent. 
But all is not Even 
commercial construction will be at a 
virtual stalemate this year, 
still a large lighting market in modern- 
ization—bulk of the 1952 commercial 
not 


though, 


commer- 
year and 
commercial with it 
will press 


of controls, 


lost though 


there is 


activity. Under a new order 
adopted, electrical may 
rated MRO repair 
jobs. This will make it easier to get 


maintenance, repair and operating sup 


yet 
contractors 


issue orders for 


plies from distributors. The new rules 
would also raise the present limit of 
$750 on capital equipment on MRO 
rated orders. The question of what the 
new top figure should be is still being 
de bated 

So, businessmen find themselves in 
want to build, but they 


this fix: they 


can't; and the only recourse, if they 


want to increase sales and efficiency, 
is to modernize their existing facilities. 
It's up to the electrical supplies sales- 
man to make sure that this moderniza- 
tion includes a substantial amount of 
relighting 

The dollar commercial 
construction and will 
probably run about $1.6 billion this 
year. This compares with about $2.9 
billion for 1951 

As 1953-54, 


be in store 


volume of 
modernization 


for great things may 
Of 


out 


for construction then 


course, two words always stand 


in any prediction pose today— "barring 


war.” So, “barring war,’ commer- 


cial building may come into its own 


a year or even two years trom now. 


A lessening in commercial construc- 
leave a 


filled 


tion this year will 


field 


favorable 


gaping 


void in the to be when 


conditions are 
e Money and Politics—Apparently 
there is ample money, plus desire to 
build At the beginning of 1951, 
total backlog of future projects in the 
overall construction business was about 
$52. billion fact 


many 


the that 


Despite 


projects came out of this figure 


when they entered the active construc 


tion stage, this total now exceeds $60 
billion—a 16 per cent increase 


Variations in the commercial con 


struction and on the whole 
for 
about only 
backed by 


conditions 


pi ture- 


scene that matter—may come 


through political pressure 


some obvious emergency 


such as dire regional un 


employment. If relief does come this 


year, it will come late 





RETAIL MARKET 


e All elements for a boom in consumer durables pres- 


ent in 1951—only thing absent was the boom 


@ Surplus of inventory in '52 will prove handy in view 


of anticipated cuts in first two quarters 


1s industry had a 


HI consumer LOOK 

virtual depression in 1951 while 
the rest of the country was basking 
under the warmth of a booming 
economy 

This situation was in the nature of 
1 paradox. Expenditures for capital 
voods in heavy industry continued to 


run at a record pace; government 


spending for defense purposes ex- 
panded enormously and the economy 
is a whole reflected the huge stimulus 
provided in these two vital sections of 
the economy Certainly, employment 
Per 


sonal disposable income jumped from 


remained at its highest peak 


$217 billion—an 


$8 billion 


billion to $225 
increase of 
bank 
nally 


over Savings 


deposits increased phenome- 
These went up by $206 million 
in the third quarter, bringing the total 
tc a $20.6 billion Co 


Federal 


record of 
incidentally the Reserve 
Board. 


Jate buying and 


yielding to pressure to stimu 


ease swollen inven 
tories, again relaxed credit restrictions 


Manufacturers 


tions in all fields of 


shot-gunned promo 


the consumer 
durables industry 
for a 


ot consumer goods were 


In other words, all 


the elements continuing boom 


held 
present—but the boom failed to mate 
ri lize 
© Climb to a Fall 


segment of — the 


The distributing 
consumer durable 
goods business last January was riding 
on the crest of an all-time production 

| fall of 1950 


sales wave By the 
scare-buying 


first big 


j 


waves 


emptied dealers’ shelves and created 


widespread shortages. Manufacturers 


then got production rolling again 


spurred on by public demand and the 
threat of possible cutbacks. The sec 
ond war scare-buying epidemic broke 


! 1 


out in early spring of 1951. Then the 


roof caved in. With production still 
full-cile, and dealer 


and manufacturer 


running distrib 


utor inventories 
piling up at an alarming rate, the 


80 


consumer stopped buying aln 


abruptly as he had begun 


People were buying even less on 


credit than in any autumn since the 


war ended. Strikingly, charge accounts 
which are subject to no restrictions ) 
went down by $43 million from Ju 

t of October in 19 
the same period, all consumer cre 
million. A 
earlier, during the buying scare, it 
to $1. billion 
Effects—T} 


materials took 


went up to $22] year 


was up 
© Conservation 
cutbacks of 


raw 


j 


in April and they have been widene 


ind deepened ever since. As of the 
fourth quarter of 1951, these ¢ itbacks 


were in the nature of 50 per cent of 
the previous year's allotments. Further 
definitely scheduled for the 
half of 195. 


There are at 


cuts are 


first 
present no serious 
Predictions are 


serious short 


shortages in any lines 
being freely made that 
ages will crop up by the spring of 
tar-react 


this year which will have 


ing affect on third and fourth quarter 
production 

Another problem to consider is an 
ipward trend on prices. Cost factors 


continue to rise in every phase of the 


business and it will surely apply to 


ours 
© Shortages a Break?—There will 
be heavier carry-overs of last year's 
models on some products like refriger 
than 


irors ir since 


t 
} really 
pe really 


ranges iny \ 


That's nothing to 


With 


uSUry 


these apparent 


faces, they 


Standard major appl 
Inces nove in a comfortable 
way if With cutbacks I 
offing, ey may move a litt 
faste Nobody is predicting 
scare-buying boon 

ishing supply to 

production 

well 


spree 


t 
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new devices, developed 
st-war years, are begin- 
important 


ne far more 


distributing picture than 


Look- 


Sa les ( of 


1 been expected by this time 

some statistics on 
new “gimmicks” 
notable 


that 


roods, the 


be making all the 


what's more, those 


plugs” through planned 
promotions during 1951 registered 


t 
t vorabl nmuctu 
Products like electric blankets, 


imions on the sales 


scales 
lishwashers, dryers, freezers and gar- 
bage disposal units, practically un- 
heard of during the war, scored higher 

ls than their more conven 
tional Counterparts 


e New Market Wealth 


electric dishwasher There 


Take the 
wasn ¢ 
pre-war use to wet a 
886,000 
took ten 


itowel. Yet, about have 


} 


been sold since the war. It 


million electric 


first 


he rate the electric 


lishwasher is going, it may pass the 


illion irk this year. They and the 


brand new electrical products 


present a whole new vista of potential 


t 
ire a big plus to all distribu- 

Ss le smen 
There will be growing market 
1951, tor 


nd farm freezers, and possibly 


tnere Was in 


if, as 

ind community lockers, alse 
food industry is expand- 
7 holdback 


facilities at 


The only has 


ty of freezer 
| level. The indu inter- 
d primarily in quality not quantity, 


has been forced to cut down produc 
this irregularity 


Ne Ww 


lines of the 


on bec se of 
customers 


¢ Bright Prospects 


being led to the 
n ever-increasing 
b 


e Dasic market 1s 


rrowing 


Barring all-out 
ition of the death 
ategories of con 


1 1 
€ Outlook 1s 
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one of contiauing brightness tor the — this year may well be $12-$15 billion 
appliance and radio industry. Con- larger than it was last year. But get 
sumers are going to start off the year ting them to spend the money 
with the money to sustain great pros something else again 

perity in the industries which cater The most important single 

to them. Even when higher taxes are tbout the kind of economic 


taken into account, consumer income into which we 


LIGHTING MARKET 


@ New defense plants and factories converting to de- 


fense production were ‘51's big lighting market 


e Residential lighting market expanding; wiring and 


lighting promotions boost sales 


IGHTING is still the electrical five years ago are now outmoded 
supply salesman’s best ace in the Many wholesalers turned to the 
hole. More and more, he is taking lighting specialist-salesman to _ sell 
lighting off the “supply” shelf and the plant on better lighting methods 
handling it as a “specialty” item ELECTRICAL WHOLESALING, Sep 
merchandising it with as much care tember, 1951). Changes in the source 
and attention as he would give to and uses of light have built the whole 
appliances saling of fixtures into a type of busi 
Although actual totals of sales ind ness that couldn't always be handled 
units will not be available until later properly by the full-line salesman 
this month, estimates are that lamp © Inside and Out—Lighting inside 
and fixture sales for 1951 are among the plant is only one phase of the 
the largest in recent years. With the market. Plant protection, now-a-days a 
gigantic industrial building program must, also calls for outside boundary 
that took place last year, along with a__ lighting of plant property. Plant men 
fair amount of housing and moderni have found that this outside lighting 
zation, it's no wonder that sales are can be used to good advantage be 
predicted to be up sides just the protection it gives. It 
During the past year, demand for is a necessity when operating on a 
more and better lighting was notice three-shift production And with 
ably evident in all phases of construc materials stored out in the yard, trans 
tion and modernization activity. In portation between buildings and gen 
the plant, levels of lighting had to be — eral traffic, mote precise operations 
raised to a degree so much higher can be carried out with greater ease 
than was accepted years ago. In the in well lighted yards and areas 
| 


home, lighting meant more than just In the residential lighting field, che 


setting one fixture here, inother there market 1S expanding yust as fast 
It meant the strategic placing of light Here, too, lighting specialist-salesmen 
ing to achieve a two-fold effect ire needed to sell the job thoroughly 
better illumination and lasting beaury With adequate wiring and residential 
In the office and store, lighting meant lighting promotions at their height 
1 chance to boost employee efficiency last year (and to continue high in 
e Lighting Levels Up—New defense 1952) the market is expected to take 
plants and those factories Converting i sharp turn ipward There is enough 
from peacetime to defense production merchandise available to make the 
have been last year’s big market for whole program for better residential 
lighting installations There is no lighting a success. And the most crit 
doubt that lighting levels are rising ical buyers of all—the builder and the 


all the time. Levels that were adequate homebuyer—are both impressed a 
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there is abundant E-usiness to h 
But you must hustle tor ut your 
in more flattering terms 

salesman is becon 
prosper 


cconomist 


end with the practicability and beauty 
of better lighting in the home ELEC- 
TRICAL WHOLESALIN¢ November, 


© Modernize with Light rospects 

the commercial light y market 

just a rig I f | com 
struction this year will fall below lage 
years levels by 50 per cent This 
means that busine ssmen who want © 
build now will have to 1 he next 
best thing—modernize A sizable 
chunk of this modernization will be 
lighting 

The electrical ippl salesman'$ 
policy with respect t ate wif 
ing these critical 
sarily have to be wartcl ful 
waiting Warchful” ¢ that the 
minimum standards of wiring are not 
liscarded by build i i frantn 
effort to save on s 
plies Waiting’ to 
this rci « 
whether there is going 

irther tightening. Some experts 

using one survey as basis for their 
argument, insist that adequate wiring 
can be safely installed in 65 per cent 
homes | 000 sq ft nad under 
even with present supply shortage 
( ELECTRICAL WHOLESALING, Decen 
ber, 195] Whether ye 


stand or not, theres one th 


of new 


member in i 1 itely 
jeopardize 
is s irely 


1 





RURAL MARKET 


@ Drop in corn production last year may cut back 


livestock numbers in 1953 


@ Net income of farm operators in ‘5! about $15 


billion; 


ARMERS last year grew crops on 
F one of the largest acreages in re- 
cent years, but suffered heavy losses 
because of They 
did ic force 
they have ever had in peacetime. The 
Department of Agriculture said that 


adverse conditions 


with the smallest work 


the total volume was exceeded only 
in 1948 and 1949 

Most disappointing crop was corn 
In its final report of the year, the De- 
partment of Agriculture estimated the 
?.941,423,000 bu 
cline of 147 million from the estimate 
two and 435 million 
Short of the government's goal. The 


figure 


corn crop at a de- 


months ago, 
below the 
@verage of 77.000 bu 

Wheat also dropped 
Production was estimated at 987,474, 
Q00 bu. as compared with a goal of 
1,150,000,000 


well 
? 980.7 


was ten-year 


production 


@ Corn on the Hoof—This sluggish 
Mess in corn production means that 
the nation 
into 
high level of livestock production and 
Must produce 


will have to dip deeply 


corn reserves to maintain the 
1 sharply larger crop 
this year, or cut back livestock num- 
bers in 19 And 
meat in 1952 may be 


consumption of 
larger than last 
year. According to the American 
Meat 


consumer will 1 


Institute, meat for the average 
146 lbs 
year. That's up from an estimated 144 


1951 


n about this 
Ibs. per capita in 

The Department of Agriculture has 
set crop goals 4 per cent above last 
year's. The xe yal is a corn acreage 3 per 


Thar 
but corn is 


cent larger than the year before 
may not sound like much 
an 85-million to 90-million acre crop 
Thus nearly 


4 per cent means pretty 


acres. Three million 
can 120 million bu 


e Feed vs. Meat Prices 


4 million acres 
mean 
Feed is a 
rising farm problem. Corn crops to 
novelty 


talling 3 billion bu. were a 


before the war; now anything less is 


82 


see higher employment and income this year 


alarming. The reasons are clear: rec- 
ord or near-record livestock and poul- 
try numbers, plus the need to furnish 
western Europe with feed and food 
The question is whether we can con- 
tinue to expand livestock and meat 
supplies at reasonable rates to con- 
sumers 

selling 
in Chicago. Hog 


In December, 
around $1.90 a bu 
raisers figured that 100 Ibs. of pork 
should be worth as much as 12 bu. to 
13 bu. of corn. Thus they felt entitled 
to $24 to $26 a cwr. But the best hogs 
$18.50 a cwt 
Even if the price rises this year, the 
ceiling is only $21.50. Neither the 
December prices nor the ceiling is 


corm Was 


were selling around 


enough, the farmer figures 

e Scarce Help, More $$—Farm em- 
ployment has declined by nearly a 
million since the summer. It must be 
approaching the irreducible minimum. 
There 8,035,000 working on 
farms at last summer's peak—and that 
includes some 6 million farm opera- 
tors, not to mention their sons. The 
10.4 million in 


were 


post-war high was 
1947. 

An optimistic note on business in 
1952 is that the Bureau of Agricul- 
tural Economics sees higher employ- 
ment and consumer incomes next year 
as defense productions expand.” The 
bureau expects somewhat larger farm 
income because of heavier marketings 
rather than higher prices 

Even though there were some de- 
clines in prices of farm products last 
rural for factory 
s in fine shape. Washington 
figures that net income of farm oper- 
ators last year should add up to just 
about $15 billion 
($17 billion in 
billion 


year, the market 


goods 


That isn’t a record 
1947) but it’s $214 
1950. And 
forget that this market depends on 


better than don't 
what the farmer is worth as well as 


what he earns. Total agricultural as- 


sets at the of last year were 
placed at $143 billion, rising 13 per 
cent in 12 months. This isn’t all gravy. 


Start 


If these holdings were valued in terms 
of 1940 dollars, the 
would have been only 2 per cent. 

e Tips from Experts—In reaching 
your rural market, it would be well 


rise in assets 


to review what some speakers at the 
Sixth National Farm Electrification 
Conference had to say about the need 
for electricity and electrical products 
on the farm. The speakers struck a 
common note when they urged the 
application of electricity to farm 
equipment as well as to appliances on 
the farm. Here are some of the facts 
e Electricity is as necessary for pro- 
duction of food and fiber as it is in 
any factory which produces essential 
commodities 

e@ Present non-household 
of electricity are heating water, driv- 
ing milk machines, lighting farm out- 
buildings, pumping water, cooling 
milk, heating brooders and pens, dry- 
ing feeds, and for an increasing num- 
ber of farms using pumps for irriga- 


farm uses 


tion or drainage. 
© The longer 
been on the farm, the more use ts 
made of it. By the end of 1951, elec- 
tric service will be available to all but 
about 250,000 occupied farms in the 
nation. Power has been brought to 
about 95 per cent of the presently 
occupied farms, and in only six states 
is service available to less than 85 per 
cent of the occupied farms 

® Challenge to manufacturers 
distributors: Provide reliable 
cost service to farmers; develop low- 
cost, dependable equipment for farm 
operations where electricity can be 
used profitably; furnish help to farm 


electric service has 


and 
low- 


people in selection, installation, care 
and operation of electrical equipment 
® Rural people need television a lot 
more than city people 
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TELEVISION MARKET 


@ 1951 drop due to lack of sales, not supply shortages; 


next year's sales may be determined by opposite 


e Government forecast for '52 set production is be- 


tween 3.5 and 4 million; industry predicts more 


FY after a summer slump in 
public demand for television re- 
ceivers last year, big things are fore- 
cast for this growing television indus- 
try this year and in years to come 
Naturally, these big plans, based upon 
a number of favorable 
depend on materials allocations for 


factors, will 


civilian production 

These favorable factors, all point- 
ing to a greatly expanded TV market, 
had developed during 1951. Some had 
an effect on television sales after the 
bottom fell in June and they 
helped brace up the industry then and 
during the fall and Christmas seasons 


out 


These factors included: 
e End of Credit Curbs—The 


ernment realized that too many con- 


POv- 


sumers were socking away their spend- 
able into bank 
accounts and not enough into retail 
coffers, making for an unhealthy eco- 


income and savings 


nomic situation. Easing of the rules 
gave no more than a mild stimulus to 
lagging sales, but it did help some 

e Extension of facilities—Many dis 
tributors have already made the coast- 
to-coast network expansion a major 
part of their television promotions 
with considerable success. It has al- 
ready stimulated business, and in 1952, 
the more national aspect of programs 
is likely to prove even more impor- 
tant. It is thought, too, that 1952 may 
be a year in which the precise com- 
petitive battle lines of net- 
works really become evident, 
considerable benefit to the entire in- 
dustry and the consumer 

e TV Station Thaw—The govern- 
ment’s freeze on new TV stations will 
probably be lifted some time between 
Feb. 1 and March 1, 1952. Somewhere 
around April 1, the FCC will begin 
granting new station permits. By July, 
some 80 stations will probably have 
been authorized. By mid-1953, these 
80 stations will probably be on the 


various 
with 
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air in full-time operation 

A number of manufacturers are 
known to have in stock transmitters 
suitable for use on existing very-high 
frequency channels, so resumption of 
licensing could bring service to a few 
areas not now served before the end 
of the year, immediately opening up 
virgin receiver markets. Consideration 
of additional VHF channels for cities 
already having some service may be 
lengthy, and will probably delay ma 
jor market expansion until some time 
1952 
stations on the still experimental ultra 


beyond Licensing of television 
high-frequency channels will probably 
begin simultaneously with, or soon 
after, unfreezing of the VHF situa- 
tion. But here the necessity for manu- 
facturing new transmitters will result 
in some service delay 

These first new outlets will go into 
smaller communities, mainly in areas 
with populations of 50,000 and under 
It will result in an estimated potential 
market for about 600,000 sets a year 
after all 80 markets are opened. De- 
creasing sales as existing markets be- 
will release sets to 


come saturated 


these new markets. Production of sets 
to fill this new marker will not start 
to materialize until the fourth quarter 
e Color TV Stoppage—tThe “gentle 
men’s agreement” between the gov- 
ernment and color TV set makers to 
postpone commercial production took 
many off the hook, especially those 
embroiled in the controversy between 
the CBS and RCA color systems. Bet 
ter than that, it reduced the disturb 
ance of the still 
black-and-white market 

e Mid-year Slump—American fami 
lies bought approximately 5 
television receivers in 1951. This fig 
ure is about 2.5 million under 1950's 
totals, but it was still better than had 


lightly saturated 


million 


been expected. During the second 


quarter slump, the entire industry's 


June were at figure 
than one 


in March 
400,000 


leading manufacturer's sales 


Later, it leveled off at about 


sets a month, which was the 


industry's capacity under restrictions 


the of critical materials 


While the 


to a lack of sales rather 


on use 
1951 drop was due more 
than ss ircity 


idooK may 


just the opposite, 


of materials, this years o 
be determined by 
A sharp drop in factory output ts ine 
There is a very real possibil 
IV receivers will be 
in short supply as early as this month, 
e Tubes Hit Hardest The big 
shortage problem is copper, 
Copper 
gove 


evitable 


ity that quality 


metals 


steel, aluminum and _ nickel 
production is considerably under 
ernment expectations, and it is doubt 
ful if TV can get even 
their original allotments. The cutback 


on steel is equally serious. Steel even 


set makers 


where 
uluminurt 
is rationed at 48 per cent of the rate 
for the first half of 1950. Nickel is ia 


ube 


had to serve as a substitute pose 


sible for aluminum, because 


such short supply that the indus- 
try will be rations 
from now until some help is offered, 

Taking all this into account, the 
RCA Victor Market Research Depart- 
industry 
1.8 million TV receivers 


this 


living on short 


ment has estimated that the 


can turn out 
first six months of 
second half 


many shortage problems at 


during the 


year. During the witl 


least par 
tially solved, the production capacity 
will increase, and from July to Janu 
ary the industry will produce 3 million 
more units 

The government forecasts between 
3.5 million and 4 million sets for 
1952. * 


ing that many factors could 


s figure was qualified by say 


estimate, as, tor example 
and conservation of 1 


versly, the shortage 
component 


seriously 








Sales and Inventories of Full-line 
Oct. 1950 — Sept. 1951 
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@ Poll of electrical wholesalers shows 


split on sales prospects 


@ Majority expects decline, but one- 
third looks for increase during ‘52 


CLEAR ma 


wholesalers 


ot 


sales 


jority electrical 
in the 
first half of this year to fall slightly 


below 1951 


expects 


levels, but a strong per 


centage feels otherwise A nation 
wide sampling of their opinion re 
veals 


® Some 58 per cent believes sales of 
electrical goods will dec rease 

® A little over 33 per cent 
Sales will increase 

® Under 9 per 


sales will 


is of the 


level 


cent opinion 
remain in 1952's first 


six months 
for an 


Asked 


in general for all 


business 


ot 


as compared 


estimate 


ot 1952 


with 1951, 63 per cent said business 


would be down, 20 per cent expects 


thinks 
r dur- 


no change, and 17 per cent 


business in general will be berte 


ing this year. Estimates of the increase 


run as high as per cent 


Commenting on an expected decline 


in business in general and sales of 


electrical goods, the wholesalers came 
p with these opinions 


ot 


dec rease busine SS 


@ “Scarcity materials will tend to 
e “We believe the potential for busi 
ness increase is possible but this, of 
course, would depend entirely upon 
our ability to secure merchandise from 


our sources of supply in the East 


84 


Electrical Wholesalers (ait regions combined ) 


15.9% 


EAST 
NORTH 
CENTRAL 


| 
| 
Dota: Dept. of Commerce ] ATLANTIC 


Sept 





June July 


Aug 


155% 
134% 
83% 88% 


MIDDLE PACIFIC 


How the Regions Shared Sales of 
Full-line Electrical Wholesalers 
Oct. 1950 —Sept. 1951 


Data: Dept. of Commerce 


61% 


e | 


WEST weW EAST 
SOUTH ENGLAND SOUTH 
CENTRAL CENTRAL 


31% 


SOUTH WEST MOUNTAIN 
ATLANTIC NORTH 


CENTRAL 








activities in all 


° lependent world 


Ipon 
political and military situation 


Almost 45 of 


salers polled said they increased 


per cent the whole- 
their 


1951 No change 


ww 


10 


sales statts durit 
by 


cent 


was less 


j 


decreased 


made per cent, and 
than 9 per said they 


their sales stafts during the year 


In estimating the percentage of their 


customers in defense work, either as 


prime contractors subcontractors 


or 


ranged fron 


The 


1¢ wholesalers’ answers 


none to per cent iveraye 


wholesaler, the poll revealed, has 14.9 
per cent of his « 


work 


© Activities 


istomers in defense 


Expand —A_ fact of 


prime significance to the electrical 


distributor in 1952. is that each 


region is ¢ its economic 


xpanding 
None 


Indic. 


activities 
A clear 


CCONOMIC 


is standing stull 
ot 


activities Can be 


tion expanding 
found in a 
De 


secur 


oint survey made recently by the 


partment of Con and the 


ties and Exchange Commission. The 


survey showed outlays 


for new plant would 


probably reac 141 
for 


with outlays in 


h a peak of SIl 


000,000 This compares 


1950 of only $7,491 
OOO OOO 


As ares 


@ Trends point to expanding economic 


nine regions 


e Increasing population and growing 
wealth create new markets in U. S. 


| to believe 


tis only natura 


production will greatly in 


These new plants will also 


re production workers, and it 


is primarily an increase in the labor 


force which helps to increase per 
capita income 


Some trends, as reported recently 
of 


increases in 


by the Department Commerce 


indicate other economic 

ICTIVITIES 

@ New orders to n 

climbed well above 

Both ira 1 non 
j 


tne 1d 


anufacturers have 


normal levels 
durable goods 
In Octo 
SOl, 


vance 


orders totaled 413 


QO0.000 his figure compares witl 


in October, 1950 


that dropped for 


S> $49 000 000 


© Wholesale 


Six onths 


just abo 


prices 


before September have 


now leveled off 


@ Business inventories are now con- 


siderably better balanced and appear 


in line with current 


1dly ncreasing 


popula 


id expanding economic actly 


regions, new markets are 


created. To exploit 
successfully, it ts 


] 


electrical wholesaler 


ap- 


ethods of selling 


initiate new 
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NEW ENGLAND 


rr a a . ae 


Sales of Full-line Electrical Wholesalers 


e New trend sends construction surg- 


ing ahead in U. S.'s oldest industrial 


section 


e Contracts awarded last year go up 
some 24°/, over previous year 

@ Region's industries changing: tex- 
tiles, apparel and leather products giv- 
ing way to machinery and metals 


e Electrical wholesaler's monthly sales 


average is $184,030 


HERE'S a new trend 
land. While the 
stocked 
surging ahead with new construction 
The 
tionally in its increase of 


region is Ove! 


with obsolete plants if Is 


region now ranks third na 


construction 
contracts. During the first 11 months 


of 1951, 


region increased 


contracts awarded in the 
4 per cent over the 
same period in 1950. This rise is only 
East North Central and 
Middle 


per cent 


greater in the 
South Atlantic regions. The 
Atlantic region dropped 
Pacific 


9 per cent 


and the region increased only 
e Trend Reversed—This is a reversal 
of a trend that has been going on in 
New 
New 


stituted 


Engiand for the last 20 years 


construction in the con 


region 
Lt 


per cent of the S 


in 1929, 6 per cent in 1939, and 


1949 it was down to 5 per cent 


Reason for the upswing in 
struction is partly due to the 
amortization certificates and other aids 
About 


9O per cent of the certificates of neces 


from the Federal government 
towal { 
facili 
certificates 


$212,428,- 


sity for construction are going 
expansion of finished prod 
ties. Up to September 20 
of necessity issued totaled 
053, with Connecticut getting the 
largest share 


New 


is not accidental 


England's new lease on life 


Leaders of the oldest 


industrial section in the nation have 


long been aware that it must attract 


New 
England Council and individual state 


new industry to survive The 


agencies have done much 


vate capital to work 
corporations have been sta 
Maine and New Hampshire to 
Other 


region are now taking up the idea 


new industry states 
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in New Eng- ge Industries Changing 


1939 = 100% 


———E———EEE 


Oct Nov Dec 





ot r industries are chang 


region's 
ww. As a result of wartime and post 
war developments, the fastest-growing 


industries are those making durable 
ich as metals and metal prod- 
, 


and nondurable goods like petro 


j t 


and chemical products. Textiles 


ipparel and leather products industries 


n 1939 accounted for 45 per 
turing 
employment 


cent of 


e regions total manufac pro 


duction worker They 
represented only 34 per cent in 194 
le 


ind have continued to decrease 


The aircraft industry 


ncreasingly in portant 
Aircraft 1s 
spending $30 million for new plants 


Kaman 


million plant at 


economy Unite 


ons 


n Connecticut. The Aircraft 


Co also plans a $2 
Bloomfield, Conn. Other aircraft com 


panies are increasing payrolls Pratt & 
Whitney expects to add 6,000 workers 
next few OOO 
man payroll at East Hartford 
North 


ry when its new plant 
Standard 


in the montns to its 
It will 
need 5.000 
Febru: 

idy Hamilton 


men at Haven in 
there 
Ww ill 


¢ 


States comprising New England region: 
Maine 
Vermont 
Rhode 


New Hampshire 
Massachusetts 


Island Connecticut 


Oct, 1950 — Sept. 1951 


Dote Dept of Commerce 


une July ug ep 


electric il 


New 


salers 


England's whole 


gross sales during the 


month period ending in September 


AvVeTARe 
were $184,030 monthly. The region's 
full-line electrical wholesalers last year 
did 6.1 per cent of the national total 
for full-line electrical wholesaling. All 


sold 


9 per cent of the national total, down 


electrical wholesalers combined 


0.2 from the year before 


Of the nine regions, New England 


ranks fourth in per capita income 


Averaging $1,554 yearly, per capita 


income tends to be higher in the 


region because a larger percentage of 


the population is in the labor force 
PO} 


The Department of Commerce re- 


ported that all six showed a 


1950 


states 


gain in per capita income in 
Per capita income in Connecticut was 
$1,766; Maine, $1,161; New Hamp 
Vermont, $1,184; Massa 
Rhode Island, $1,561 


Average weekly gross earnings of pre 


shire, $1,282 


chusetts, $1,600 


luctive workers in manufacturing in 
August 
$3 trom 


lustries in New England as of 


imounted to $56.75 up over 


the year before 
were 29,562 


n New 


the first eight months of 1951. As in 


here urban dwellings 


authorized England during 


all the nine regions of the nation 


New England showed a decrease in 
the number of dwellings authorized 
Ihe 1950 figure was 36,713 dwellings 
Valuation of urban dwellings author 

| $261,178,000 The 


ized Was 
tor 1950 $285.196.000 


hgure 
was Among 
the areas designated as critical defense 

New and 
housing has been programmed 
National 
Assn. are Presque Isle-Limestone, Me 
Hartford and New Lon 


housing areas in England 
where 
by the Federal Mortgage 
Bridgeport, 


fon, Conn 





MIDDLE ATLANTIC 


@ Region corners 23.2°/, of country's 


electrical wholesaling business 
e Average gross sales by distributors 
amount to $326,899 monthly 
e States in Middle Atlantic transact 


greatest volume of wholesale, retail 


trade 





e Per capita income in three states is 


still highest in the nation 


IDDLE Adlantic electrical whole 
M salers increased sharply during 
1951 the share of business they did 
the October, 1950, to 


1" 
nationally. In 


September, 19 period, their sales 


represent » per cent of the na- 
During the same period 


Middle Atlantic 


the 


tional total 


the previous year, 


wholesalers’ share of national 


total was 20.1 

Full-line electrical wholesalers, how- 
ever, only accounted for 16.0 per cent 
national total for full-liners. 
Midd = Ar- 


lantic electrical wholesalers were high 


ot the 


Average gross sales by 


est of the nine regions, totaling $326, 
This 

than the 

$249,429 


899 per wholesaler figure is 


considerably higher national 


monthly average of 


The share of the nation’s total in 


come received by each of these three 
ites has materially 


large st leclined 


stuill ranks 


lead 


The region 


since 1929 


first nationally, but the has been 


Per capita income payments 
New York; 


_ 


and $1,523 in 


lessene i 
in 1950 


S1L.O89 in 


were $1,864 in 
New 


wccording to the Depart 


Jersey 

Pennsylvan 

ot Cor 
Is High —Wag 


national 


ment merce 
e Pay 
than the the 


Middle Aclantic 


workers are 


average 
Most 


in high-pay 


region 
concentrated 
Although 


the past 20 


industries the wages are 


high, during years indi- 


vidual incomes from current employ 


ment did not rise 


national average growth rate The 


relatively large proportion of — the 


population in the labor force in the 
Middle Aclantic 


count for 


regions per Capita income 


region helps to ac 


the above-average ranking 
of the 

The region is still one of the rich- 
and turns 


est regions of the country 


| 
| 
| 1939 = 100% 
eukcotune 


t NOw 


out a huge flow of goods and services 
innually. It is the most densely popu- 
lated of all 
only 38 per cent of its land to agri- 


the regions. It devotes 
culture, and specializes in dairy prod- 
Manufac- 
turing payrolls constitute one-quarter 
of the total income of the region. Of 
New Jersey alone 
relative total 


ucts, poultry and vegetables 


the three states, 


increased its share of 
manufacturing employment 


1947 


national 
1929 to 


declined 


from The other two 


e Industry Divided — Employment 
in the region is almost equally divided 
the durable and nondurable 
It has nearly six- 


between 
goods industries 
tenths of the nation’s entire apparel 
industry and slightly over half of its 
instrument industries. It also has large 
shares of the primary metals, electrical 
machinery, chemicals, printing and 
publishing, stone, clay and glass and 
leather industries. Gross earnings of 
productive workers in manufacturing 
industries averaged $64.83 weekly in 
LOS1, as $60.27 the 


preceding year. Three other regions 


August, against 
rank higher in gross earnings of pro- 
ductive workers 


Trade ranks second only to manu- 


States comprising Middle Atantic region: 
New York New Jersey 


Pennsylvania 
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ne July Aug Sept 


facturing in the region. It is relatively 


more important as a source of income 
in the region than in any other, with 
the exception of the Pacific region 
And the Middle Atlantic region trans- 
acts the greatest volume of wholesale 
trade combined in the 
New York is 
center as well as its 
Wholesale 
greater contribution to 
the Middle Atlantic region than any- 


Prominence 


and retail 


country the nation’s 


trade financial 


center trade makes a 


the income of 
where else in the nation 
of trade payrolls in the region help 
to account for the unusually high per 
le—espe- 


bec ause trade 
has an 


capita income, 
cially the wholesale branch 
above average pay scale. In whole- 
sale trade, the Middle Atlantic region 
pay scale is the highest, with its retail 
pay rate topped only by the Pacific 
region 

e Fewer Dwellings—Total number 
of urban dwellings authorized in the 
Middle Atlantic the first 
eight months of last year came to 68,- 
004. In 1950, during the first eight 
months, 98,966 dwellings were author- 
dwellings 
1950 valu- 


region in 


the 
The 
ation was $754,696,000 


ized Valuation of 
totaled $600,579,000 


are 
located in the Dix, 
New Jersey; Star Lake, Sampson Air 
Force Base, New York; Bristol-Mor- 
risville, Indiantown Gap, Allentown- 


Critical defense housing areas 


region at Fort 


Bethlehem, Pennsylvania 
Average monthly sales during the 


October, 1950, to September, 1951, 


period full-line electrical 


a sales peak in 


showed 
wholesalers reached 
March higher than the previous peak 
in December. Sales declined steadily 
from March to August, and then 
jumped sharply in September 
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EAST NORTH CENTRAL ' 


@ Even larger lump of national electrical 


wholesaling dollar taken by region 
@ Share is upped from 20.8°%/, to 21.0°/, 
e Sales average $256,770 per distribu- 


tor monthly 


e Defense output rises as several areas 


report labor shortages 


e Per capita income payments are top- 


ped only by two other regions 


N even bigger slice of the national 
A electrical wholesaling dollar was 
taken by the East North Central re- 
gion last year than the year before. It 
upped its share from 20.8 to 21.0 
per cent in the 12-month period end- 
ing September 30 

The region's share of the national 
electrical wholesaling dollar is second 
only to the Middle Atlantic region 
It is expected, however, that coming 
years will slowly bring the region's 
national share more into line with the 
national average. The trend is toward 
a lessening of economic differences 
among the regions, and the national 
share of the East North Central re- 
gion’s electrical wholesalers may be- 
come less pronounced as other regions 
increase their shares 

Full-line electrical distributors cor- 
nered an even bigger share of the na- 
tional electrical dollar last year, mak- 
ing 23.3 per cent of all sales made by 
full-liners in the U. S 

Electrical wholesalers in the region 
ranked third nationally in average 
Sales came to $256,770 per 
above the 
average of $249,429 monthly 
e Economy Well Balanced—The 
East North Central is the country’s 
largest commodity-producing region 


sales 


wholesaler—well national 


It is also the largest producer of both 
agricultural and industrial products 
Ohio, leading industrial state in the 
Illinois 
is second in the region, with Michigan 
Manufacturing is im- 
portant in every state in the region 
Having a well-balanced economy, the 
region's industries are supported by 
an endless flow of raw materials from 
Its chief 


region, is third in the nation. 


a close third 


its mines, forests and farms. 
nonfuel minerals are iron, lead, heavy 
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Oct. Nov. Dec 


clay products, stone, sand and gravel 
Wisconsin and 
Michigan 


From 
the Upper 
come a large portion of the nation’s 


domestic 


iron mines in 


Peninsula of 


iron ore output. Its produc 
The 
agricultural output of the region con 


tion of fuels is relatively small 
sists roughly of three-fourths livestock 
and livestock products and one-fourth 
crops 

e Defense Output Up—Employment 
throughout 1951 
steady in the East North Central 


remained 
De- 
fense output rose, and labor shortages 


generally 


showed up only ina tew areas, such as 
the Rock Island-Moline area and In 
dianapolis. Chicago also experienced 
some tightness in the labor market 
Detroit was an exception. Unemploy 
ment there numbered 100,000 at one 
point during the year. Reason for this 
was partially accounted for by the 30 
per cent decrease in parts producers 
volume and the auto slowdown. Akron 
was also weak 

Strongest industries throughout the 
region were steel, machinery, metal 
fabricating, foundries, power machin 
The 


electronics industry finally got going 


ery, and defense work generally 


States comprising East North Central 
region: 
Ohio 


Illinois 


Indiana 
Michigan 
Wisconsin 


Feb Mor Apr Moy June July Aug Sept 


orders 


the ftarr ipment i- 


on detense 
makers and 
dustry 

ve work- 
n the 
region as ot 
August, 1951. Per pay- 
ments during 1950 were topped only 
Middle Arlantic Pacific 
Average per capita income 
for the $1,559, and the 
breakdown for the individual states 
in the region showed the following 
Indiana, $1,451; 
Michi 
Wisconsin, $1,431. 
While mang 
facturing constitutes the major sourée 
pay- 
rolls represent the second largest seg- 
larger even than 
stores in the 
largest 
merchagai- 
Per capita 


retail sales are estimated at 9 per cent 


Gross earnings ot prod ct 
ers in manufacturing industries 
averaged $69.07 weekly 
capita income 
by the and 
regions 
region was 


incomes 
Ohio, $1 S82 


per capita 
Illinois, $1,752 
gan, $1,583; 
e Retail Sales High 


and 


of income in the region, trade 
income 


Rerail 


one of the 


ment of 


farm immcome 


region distribute 


single shares of the retail 


dise of the United States 
above the national average 

Another first for the region during 
1951 was the number of urban dwell 


ings authorized in the first eight 
months. Leading all other regions, the 
North Central had 80,380 urban 
dwellings authorized. For the 
r 120,909 


Valuation 


was estimat 


East 
same 
period the previous yea 


dwellings were authorized 
of the dwellings in 1951 
ed at $787,222,000. Valuation in 1950 
was put at $1.044 4.000 
Critical housing areas in the region 
are listed as Indianapolis, Camp Atter 
bury, Dana, Indiana; Rock Island, East 
Moline, Rantoul, Braid 
Lorain, Wright-Pater 


Ohio; and Camp 


Moline and 
wood, Lilinois 
son Air Force Base 


McCoy Wisconsin 








WEST NORTH CENTRAL 


@ Smaller piece of country's electrical 
wholesaling dollar earned by region 

e Share of national total falls from 
9.6°/, to 8.4°/, in 12-month period 

e Average gross sales per distributor 
during year comes to $223,937 monthly 
e No rise expected in business volume, 


according to poll of distributors 


+ + 


f 
e Drought and floods plague farmers 1939 = 100% 
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electrical e Agriculture Dominant—Agricul 


smaher 


EST North Central 


wholesalers got a s more dominant in this region 
The 
Dakotas, deriving one-third of all their 
1949, 
the greatest dependence upon agricul 
all the U. S$ 
Agricultural West 
North Central region is about evenly 


prece ture 


of che intry’s electrical 
dollar 


[he wholesalers made 8.4 per cent of 


wholesaling than in any of the other eight 


last year than the year before 


income from farming in have 


12-month 


50, sales amounted to 9.6 per cent 


sales made nationally in the 


period ending last September ture of the states in 


\! output in the 


of the national total 
indicate that sales in 


but 


other regions are expanding the vol 


This does not divided between crops and_ livestock 


the region were low merely that and livestock products. It produces 


a large portion of the nation’s food 


ume of their sales at a well as its meat animals 


Full-line 


region 


faster clip. grains, as 


electrical wholesalers in the ind feed crops 


had a higher They Trade is the second most important 


ave rage 


, 
accounted for 9.0 cent of sales industry 


T 
Saies of Full-line Electrical Wholesalers 





per 
made nationally by full-liners 

Average gross sales by West North 
Central 
October, 1950 
period came to 

Wholesalers in the region polled by 
ELecTrRicAL WHOLESALING are 


OPuMislic 


electrical wholesalers for the 


to September, 1951 


5.937 monthly 


not 
ibout an incre: in sales 


the first months of this 


With but 


reporte d that 


during Six 


year few exceptions, they 


hey expect a decrease 


in sales for the period 


The region’s average per capita in 
come of $1,365 is slightly below the 


national average ot 


$1,436. Per capita 
for 19 0 | 


income as compiled by 
Department of Commerce 


follows in the seven states mak 


the Minnesota, $1 
Dakota 


$1.41 


region 
sourt, $1,401; South 
Kansas, $1,338; lowa 
Dakota, $1, 98 Nebrask a 
Per capita income in the variou 
increased from 7 to per cent du 
During the 
1950 


the trom 


1940 to 


year period 


per capita incomes in 
these seven states increased by as little 
1 


as 161 per cent and as mt 


per ce nt 


The region follows a trade 
pattern normal to a sparsely settled 
region of great distances with a large 
rural and farm population. Purchases 
at food and liquor stores, eating and 
drinking places and apparel stores are 
less than in other major regions. This 
is the normal trend when much food is 
produced and consumed at home 
Retail sales, however, are high in 
automotive stores and gasoline service 
stations in relation to other regions 
Retail sales also are high in lumber, 


building material and hardware stores 


States North Central 


region: 


comprising West 


lowa 
North Dakota 
Nebraska 


Minnesota 
Missouri 
South Dakota 


Kansas 


Oct. 1950 — Sept. 1951 
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June July hug Sect 


This trend is usual in a region pre 


dominately devoted to agriculture 


e Shortage in 


during 1951 


W ichita—Employ 
ment was high in the 
In September, Omaha had 


fewer workers unemployed than at 


region 


iny time in its history. A declining 


unemployment trend was also reported 
in Kansas City. Wichita is the region's 
strongest the six 


spot. It is among 


labor-market areas in the country 
where the Labor Department reports 
a labor shortage serious enough to 
impede essential activities Espe- 
cially hard hit by this shortage is the 
aircraft and construction industries in 
Wichita 


tive workers in manufacturing indus- 


Gross earnings of produc- 


tries in the region averaged $62.31 


weekly as of August of last year. In 
1950, the figure was $56.85 

The weather gave 
West 


all year 


the farmers of 
North Central a bad time 
In Nebraska and Kansas, wet 


Heavy 


the 


fields delayed spring planting 
summer rains delayed ripening. Frosts 


were unusually early In many sec- 


tions, farmers were plagued by rains 
floods, while in other 


ind sections 


farmers were plagued by drought. As 
itput 


farm income was not as low as the poor 


a result, farm o was lower, but 
crops would indicat 

Critical housing areas in the region 
are Rapid City-Sturgis, South Dakota; 
Babbitt, Minnesota; Sidney, Nebraska; 
Topeka, Wichita, 
Wood, Rolla 


8.642 new urban 


Davenport, lowa 
Kansas; Fort 
Missouri A tot 


dwellings were 


Leonard 
il of 

thorized in the re- 
months of 1951, 


iuthorized during 


gion in the first eight 
as against 49,140 
the same 1950 period. Valuation of 
the dwellings totaled $240,041,000 in 
1950 


1951 and $367,294,000 in 
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SOUTH ATLANTIC 


e Industry growing quicker than na- 
tional rate in region once labeled 


hopeless 


e Per capita sales now rising faster than 
anywhere else in the United States 

e South Atlantic gets more new de- 
fense industries since Korean war's start 
than during all of World War Il 

@ Sales average $230,427 monthly 


Fos many years the South Atlantic 
region was known as the poor 
house of the nation. This is no longer 


While it 
hopeless or stagnant, it is now recog- 


true was once labeled as 


nized as the region undergoing the 


greatest economic change 


From primarily an agricultural re- 


gion, it is rapidly becoming a manu 


facturing region. Industry has grown 


faster than the national rate of in 


crease, and workers, sensing employ 


ment opportunities, have moved into 
industrial 


the urban areas. Levels of 


output and wages have increased 


correspondingly 
But 
portance has shrunk, still plays a very 


agriculture, although its im 
large part in the region’s economy 
The Adlantic 


more of its agriculrural 


South region devotes 
resources [to 
producing crops than any of the other 
eight regions. It also devotes less of 
its agricultural resources to producing 
livestock and its products than any 
other. Importance of livestock, how 
ever, has been increasing lately while 
the relative importance of crops has 
declined 

e Sales Rise—W ith 


manufacturing, the region has become 


the increase in 
a larger part of the national market 


for retail merchandise It has in 
creased its share of the national mar 
ket by 
1930 


traced to the rise in per capita 


an estimated one-fourth since 
This large increase can be 
sales 
They rose faster than 


7 Jay 
li 
Today 


manufac 


in the region 
anywhere else in the country 
trade ranks third behind 
turing and agriculture as a source of 
income 

The South 


its 


Atlantic has been get 


industries 


Korea 


ting share of defense 


since the start of the war in 


January, 
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Its share of new and expanding pro 


duction facilities within the past year 
and one-half is greater than the cap 
region § for 


World 


speed 


tal expenditures in the 
such facilities during all of 
War Il An 


with which defense industry ts sprout 


instance of the 
ing up is the Lockheed plant at Mari 
Ga 


operation a 


etta 


The plant wasn't even in 


year ago Today it is 
employing 10,000 and steadily hiring 
The eventual goal a year tron 
40,000 
H-Bomb 


the 


more 
now 1S 
Plant 


region is 


Bigvest 
$1}! 


e New 

boom to the 
billion H-bomb plant in South Caro 
lina. About 20,000 workers are em 


ployed in the construction of the 
plant, and the number is expected to 
36,000 by next 


South Atlantic 


reach June 


The 


with the Mountain region, continues to 


region, along 


gain new industries at a faster clip 


than the old industrial strongholds in 


the northeast and mid-west sections of 


the country 
for 


than 


Per capita income in the 
$1,290, 


region 


19SO) was only 


West 


higher 


the South Central and East 


States comprising South Atlantic region: 
Maryland 
Virginia 
North Carolina 
Georgia 


Delaware 
District of Columbia 
West Virginia 
South Carolina 
Florida 


| 
Sales of Full-line Electrical Wholesalers 


Oct. 1950 — Sept. 1951 


Dato Dept of Commerce | 
n J 


South 


income 


Central 
such 
livestock ratse 

j 


does not ) p i 
De- 
give 
tor 
Dela- 


their own use 


the regions per caput ncome 


partment of Commerce figures 


the following per capita incomes 
the various states in the 
Maryland, $1,54 Vir- 
ginia, $1,158; West Virginia, $1,049; 
District of Col North 


Carolina, $951; South ¢ S831; 


region 
ware, $1,909 
mbia. $1,909 
re lin 


Georgia, $969; Florida, $1,210 


® Region Ranks Fourth—Flectrical 
I nked 
nine regions if 


was 


wholesalers in the region 


ourth mong the 


monthly gross sales. The ave 


$230,427 per wholesaler 
13.0 per cent of t natio 
electrical 
950 their 


per cent Sales 
wholesalers were 
national total for 
Areas in 
defense cas i 
Delaware Cocoa- Melbourne 
Santord Key West, Florida 
ARC River installation 
Valdosta, Camp Stewart, I 
Marietta, Bainbridge, Geor 
bridge-Elkton 
Fort 
Fort Bragg 


Portst wutl 


ritic il 
Dover 
Pensacola 
Savannal 
rt Benning 
Bait 


xent 


Aberdeen Parr 
Meade Marvland 
Camp Lejune North Care 
lina; Norfolk Newport 
News. ( imp ‘ t hincoteay 
Virgini 
New irban 


n the 


Frederick 


repion 
nonths of 

9 O81 

pe riod 

totale 


the 





Sales 
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EAST SOUTH CENTRAL 


e@ Trend is toward more industrializa- 00 | 


tion as importance of agriculture de- 
clines 

@ Engineering contracts in region run 
50°, above previous year 

e Electrical distributors’ average gross 
sales reach $187,914 monthly 


@ Poll indicates no increase in business 


— 





expected in first six months of 1952 
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south, and it is expected that the 


HERE is a marked trend in the 
East South Central region toward 


greater industrialization 


East South Central will get its share 
e Navy Builds Plant — Another 
strong spot in the region is Tennessee 
Much construction, mostly for de- 
fense, took place there in 1951. At 
Bristol, the Navy is building a new 


At the same 


time, there is a marked decline in the 


relative importance of agriculture 


Signs of increasing industrialism 


can be found in increased construc 


tion plant for guided missiles, at a cost of 
$25 million 

The 
wholesaler is still behind wholesalers 


His 


the 
50 


Engineering contracts in 


region last year were an estimated 
per cent or more above the previous East South Central electrical 
This 


increases in the U.S 


year was one of the greatest 


in other regions in average sales 


Planned—In the in 


Jan 


e Expansion 
around 
industries have 


dustrial heart of the region, 


Birmingham, 31 new 
In Alabama, the 
Alabama Power Co. has plans for a 
Most of 
$100 million will go toward expan- 
gion W estinghouse 
Electric have plans for new plants in 
the 
planned by The Tennessee Iron, Coal 
and Railroad Co., Woodward Iron Co 
and Republic Steel 


The b« Or! 


sprung up recently 


$100 million program the 


and Appleton 


state Extensive expansion 1S also 


in Alabama also includes 
new chemical plants, a $10 million 
proposed for the Mobile 
$10 million 
plant now under 
G.I 
tubing plant, costing $6 million, at 
Oxford, Alabama 


Extensive 


rayon plant 


area, another rayon yarn 


at Chil 


an electric 


construction 


dersburg will build 


construction, although 


not on such a large scale, is also 


going forward in other the 


What 


trend has shown minor beginnings in 


States in 


region may well be a future 


Mississippi. Several woolen and wor 


sted mills have located there during 
that 


will 


move in At 


the past year It is expected 


favorable conditions in the state 
mills to 


prompt more 


present, there is a current wave of 


textile mill migration from north to 


90 


monthly sales averaged $187,914 dur- 
ing the 12-month period beginning 
October, 1950 

The region's portion of the national 
market of 
last year came to 3.8 per cent 


sales 
The 
previous year, the region’s share was 
1.3 per cent 
salers in the region settled for 4.1 per 


electrical wholesale 


Full-line electrical whole- 


cent of national full-line sales 
Electrical 
state region do not look forward to 


wholesalers in the four- 
increased sales during the first six 
of 1952. The majority, in 
answer to questionnaires sent out by 
ELECTRICAL WHOLESALING, said they 
expect sales of electrical goods to de- 
The percentage of 


months 


crease this year 


States South Central 


region: 


comprising East 


Tennessee 
Mississippi 


Kentucky 
Alabama 
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their customers in defense work ranges 
from 10 to 25 per cent. They do not 
About 
half the wholesalers are in critical de- 
Half 
creased their sales staffs last year 

e Peak Reached Later—Sales 
electrical wholesalers in 


expect this figure to increase 


fense housing areas also in- 
by 
the region 
reached a peak a month later last year 
than the peak reached in the majority 
Typical, however, 
of the regions in the South, the East 


of other regions 


South Central peak sales month was in 
January, instead of the northern re- 
gions’ busy month of December 


Since agriculture is one of the most 


important industries in the region, 
and since it is also an industry paying 
a relatively low cash 
not surprising that the per capita in- 
come in this region is the lowest in 
the nation. In 1950, per capita income 
averaged $851, far below the $1,436 
national average 


income, it 1S 


Per capita incomes 
for the four states in 1950, according 
to the Department of Commerce, were 
Kentucky, $911; Missis- 
Tennessee, $962; Ala- 


as follows 
SIppt, $698. 
bama, $832 

Among the critical defense housing 
the region Huntsville, 
Rucker, Anniston, Alabama; 
Paducah, Breckinridge, Fort 
Campbell, Knox, Kentucky; 
Gulfport - Biloxi - Pascagoula, Missis- 
sippi; Tullahoma. Tennessee 

New urban dwellings authorized in 
the East South Central region during 
the first eight months of 1951 totaled 
24,027, as compared with 30,183 
dwellings authorized during the 1950 


areas in are 
Camp 
Camp 


Fort 


period. Valuation of the dwellings, for 
the 1951 period, was put at $151,234,- 
000, and $138,732,000 for the previous 
period 
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WEST SOUTH CENTRAL 


@ Region is granted 14.8°/, 


cates of necessity for new plant con- 
struction, even though it has only 4. 


of nation's existing manufacturing facil- 


ities. 


e Gross sales by electrical distributors 


average $204,952 monthly 


e@ January and March are peak sales 


months for full-line wholesalers 


OST of the industrial growth of 
M the West South Central region 
during the past two decades has been 
confined to Texas, but the other three 
states in the region are keeping pace 


percentagewise with their bigger 
neighbor 

An example of this can be found 
latest the 
ot 
granted by 


Administration 


issued 
ot 


in the statistics on 


number certificates necessity 
Production 
ot 
new plants. From the start of war in 
Korea of July 
year, Texas, which has 2.32 per cent 
of the 
11.26 per cent of the certificates issued 
ot 
certificates, although the state has but 
Ss 


Oklahoma's total was .64 per 


the Defense 


for construction 


to the middle last 


nation’s manufacturing, got 


Louisiana got 2.37 per cent the 


93 per cent of total U manutac- 
turing 
of 
59 per cent 


cent the certificates and Arkansas 
Oklahoma has .46 


per cent of the nation’s existing manu 


got 
facturing, while Arkansas has .36 
e Ratio High 
was the ratio of certincates issued so 
ot 
Decentraliza- 


In no other region 


high in relation to the amount 


existing manufacturing 
tion since the start of the Korean war 
has done much to act as a great 
leveling process. Old industrial strong- 
holds in the Midwest and Northeast 
aren't gaining new industries as fast. 
Manufacturing establishments — in 
Oklahoma, Louisiana and Arkansas, as 
measured by 
have barely kept pace with the na- 


Texas 


manufacturing workers 


tional average rate of increase 


employment expanded much faster 


Manufacturing in the region has been 


mainly the nondurable goods type, 


with food products the leading indus- 


ry. The food industry has shown a 


large growth during the past two 
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] 


a 


second World 


War, approximately one-fifth of the 


ecades During the 
national expansion of the petroleum 
and coal products industry took place 


in the region 
Agriculture is important in 
Arkansas deriving 
of total 


Louisiana 


gion, with 


est proportion income trom 


farming. In farm income 
constitutes a much smaller proportion 
of total A fairly 


agriculeur 


income large share 


is contributed by to total 
income in the other two states 
e Below Average agricul 


ly 


Because 
ture is an industry of relatively low 
money income, the region's per capit 
income is below the national average 
But farm income has risen rapidly dur 
ing 
helped the per 


to 


and has 


ot 


the past two decades 


capita income the 
region rise much faster than the 


national average 

ot Comn 

figures quote the following per ca 

1950 
$825 


erce 


pit i 


four 


Latest ent 


De partm 


incomes during in the 


I ouitsiana, 


Oklahoma 


states Arkansas, 


$1,045: Texas, $1,278 


$1.070 


All 


in 


e Share Less in ‘51 classes of 
the 


ot 


electrical wholesalers region 


decreased their total share the na 


States comprising West South Central 
region: 
Arkansas Louisiana 


Oklahoma Texas 


of Full-line Electrical Wholesalers 
Oct. 1950 —Sept. 1951 


Jon Feb Mor Apr 


Deto. Dept of Commerce 


une 


tional electrical wholesaling 


ing the 
1951, pe 


West S 


salers’ s 


of sales 1 
lropped 


electrica 


nowever 


tionally 


iles 


October 


riod by 0 


95( 
I 


I pe 
» Central 


rl 
mu 


account¢ 1 
hationally 
to 7.4 pe 


1 wholesalers 


came 


age gross sales by 


salers in 
monthly 
Best Ss 
trical w 
January 
gion las 
tending 
tember 


ased 


cre 
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MOUNTAIN 


@ Region has 3.4°/, of nation's electri- 
cal wholesaling sales, even though it 


accounts for only |.1°/, of manufactur- 


ing in U. S. 


@ Has large part of atomic energy 


plants 


e Business rise expected by wholesal- 


ers during first six months of this year 


HE Mountain region accounted for 
3.4 per cent of the electrical whole- 
T his 


figure is the smallest for any region in 


saling sales in the U. S. last year 


the country, but it’s fairly high in 


relation to the mere 1.1 per cent of the 
nation’s manufacturing which the re 
Xion accounts tor 

But 


ire in 


i larger share of many things 
for Mountain 
As the center of popu 


store the region 


in the future 
lation and industrial production shifts 


further to the west, the region ts 


bound to increase its standing na 


rionally 
e New Wealth 


decentralization 


in Region—The 


trend toward has al 
ready pumped much wealth into the 
region. It has its full share of atomi 
energy installations, located at Los 
Alamos, N. M.;) Arco, Idi 
Nev Boulder 


Estimates of rovernment il expendi 


tho, Las 


Vegas and Colorado 


tures atomic in the region 


on energy 


ire hard to make, but it seems reason 


able to set the figure at near a billion 


de lars 


Great public are also 


enterprises 


found in the region, such as Hoover 


Dam, and many otners will follow in 
the near future. Government-built de 
fense plants and development works 
during the last decade, it has been 
estimated, have done more to change 
the face of Far 
West than all of the gold and copper 


1849 


the 13 states in the 


mines discovered since 


indication of the region's 


8 


Latest 


economic expansion 1s_ the per 


cent of government certificates of 


industrial plants 


start of the 


necessity for new 


issued since the war in 
Korea 


for a 
of total U.S. manufacturing 


That's a pretty high figure 


region with only I.1 per cent 


92 





This sparsely populated revion 


one of the most agricultural of the 


nine regions. One of its major manu 


facturing industries is food products 
e Workers 
for 


during 


Needed — Heavy = de 


mands military and civilian pro 


duction last year kept the 


Mines 


are still short 


copper areas of Montana busy 
and smelters in the 
of labor. In 


area 


Tooele, Utah, during the 
year the labor shortage became so acute 


for 


men. In 


that the government hired women 
jobs forme 


Butte 


made 


ly open only to 
Montana, 
Anaconda’s $27 


Montana now 


good progress was 


on million low 


grade-ore project pro 


duces more zinc than copper, and has 
passed Idaho to become the largest 
zinc producer in the West 

Metals and government hiring dur 
the year were the two stronges 


Urah 


coal 


Ing 
forces in 
tor 


mining employment in Utah 


Shortages of railroad 
adown 
A con 


created in 


cars shipment held 


siderable boom was the 


Basin, Utah, by oil prospect 


t 
of oil 


! 
INS Was reported, 


Uintah 


Ing A big rise in et ployment 


workers and technict 


as Was rise in both industrial and 


housing construction. This increased 


the influx of construction workers 


Mountain region: 
Idaho 
Colorado 


States comprising 
Montana 
Wyoming 
New Mexico 
Utah 


Aritona 
Nevada 


Sales of Full-line Electrical Wholesalers 


Oct. 1950 — Sept. 1951 





Nevada 


im plant at Henderson 


the biggest factor is the 
Full pro- 
duled for next fall, with 


duction 18 sche 


employment 1.000 workers 
Electric wholesalers in 


Mountain ates 


tionally iverage gross sales, which 


the 
1 seventh 


ranke na- 


averaged $194,326 monthly per whole 


saler. Sales by full-line distributors in 


the region accounted for 3.7 per cent 

of the total business done by the full 
ip alo 

e Business To Increase—An increase 


business during this year is ex 


electrical wholesalers in the 
iccording to a poll conducted 


W HOLESALING. Those 


region 
by ELECTRICAI 
business 


polled uid they expect a 


ibout 10 per cent over 
revion 1s 
il average of 
, 


411 in the 
reakdown of the 
us states shows the following per 
Montana $1,60 
Wyoming, 
Utah, $1,271 Colo 
40, New 


ncome 
$1,509 
; Arizona, $l, 
Mexico, § OY 
Are iS 


‘ 1 
critical 


designated 
using areas are Arco 

Falls, Mountain 
Utah Colorado 
Tucson, Arizona 
New Mexico 


authorized in 


in the regior as 
defense hk 


Blackfoot Idaho 


Tooele, 


is Cruces 
iwellings 
eight 


the first 


totaled 16,255, as 
6,870 during the 
Valuation of the 
$199.610.000 
while the ‘50 


$170 
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PACIFIC 


@ Monthly gross sales by West Coast 
suppliers hit $296,551|—some $47,000 
above figure for United States 


e Electrical wholesalers in region corral 


13.5°%, of national market 


@ Poll indicates even bigger sales vol- 


ume expected during this year 


@ Sales up as much as 697°/, over 


1939 


ECOND only to the Middle Atlan 
tic In average monthly Bross sales 
last electrical wholesalers 


year were 


in the three Pacific states. Gross sales 
by the wholesalers in the region, dur- 
ing 
September, averaged 
$47,000 over 

The 


tional 


the 12-month period ending in 


$296.55 1 some 


the national average 


ot 


the 1 
wholesaling marke 


region s portion la 


electrical t 
remained almost the 19S1 as 
1950. With 13.5 of U.S 
electrical wholesaling sales, the Pacitic 


Full-line 


better in 


same in 

in per cent 
hird pl I] 

is in third place nationally 


electrical wholesalers did 


the region with sales making up | 

per cent of the full-line national total 
e Expect Big Year—Even though 
distributors 
year were high, a poll by 
ELECTRICAL WHOLESALING 
the wholesalers expect an even bigger 
1952 


Pacific electrical gross 


sales last 
indicates 
Those polled said ap 


year in 


proximately 10 per cent of their cus 


tomers are in defense work. They ex- 


pect this percentage to increase during 
this year. About 50 per cent of those 


polled said they serve a critical de 
tense housing area 

Biggest indication of Pacific whole 
is the rise 


salers’ increasing prosperity 


in monthly sales. Gross sales by full 
line electrical wholesalers during the 
12-month period ending in September 
4206.1 


than in 1939 to 697.2 per cent higher 


ranged from per cent higher 
The only other region to come near 
this high point was the East North 
Central region, which reached a peak 
of 615 per cent above 1939 

sign of West 
Coast leadership is the large number 


Another increasing 


of new urban dwellings authorized in 
The 
the 


the first eight months of 1951 


region was outranked only by 
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Middle East North 
tral regions, both more populous than 
Pacific Tot: 


this region 


and Cen 


Aclanric 


the il dwellings author 


ized in came to 66,179, 


with a total valuation of $550,303,000 


dwellings 
? 120,000 


This corapares with 90 


with a valuation of $66 
authorized for the fir 


1950 


st eight months of 


This region 
ot 


These 


e Many Critical Areas 


leads the nation in the number 


critical defense housing areas 
ireas are located at San Diego, Solano 
County, Camp Cooke, Camp Roberts 
Barstow, Imperial County, Lancaster, 


Lake 


Pitts 


Inyokern-Ridgecrest 
Marysville-Yuba, 
burg, California; Astoria, Oregon; and 


Corona and 


Bremer 


Wash 


Hanford-Dennewick-Pasco 
Whidbey Island, Othello 


INLtK mn 


ton 


Business and employment in the 


region hit levels during 


1951 


peak 


Agriculture as well as non 
agricultural employment rose sharply 
several 


I ill But 
] 


spots, especially in lumber and 


in the there were 
weak 


apparel and automo 


ot 
the 


lumber products 


biles A major shortage water in 


the northwestern part of region 
forced some shutdowns Portland 


States comprising Pacific region: 
Washington Oregon 


California 


r ————— 
Sales of Full-line Electrical Wholesclers 


Oct. 1950 — Sept. 1951 


| 
| 


| 
| 
| 


Date: Dept. of Commerce 
Mor Apr Moy June July Aug Sept 


Seattle kept busy 
In 


defense 


and were 


I Acoma 


defense contracts the San 


Bay 


Government employment 


with 


Francisco area activity 


was brisk 


rose electronics firms expanded in 


order to handle defense orders, and 


new contracts were above average for 
con 
Other 
Stock 


In 


months after Korea, Cal 


reconversion of Navy ships and 
ot 


spots were 


struction new freighters 


strong Sacramento, 
ton, San Bernardino and Fontana 
the first 11 
fornia got $2.8 billion in defense con 
tracts. Los Angeles got $1.8 billion 
ind San Diego also took a big chunk 
One ot 


the 


e Fast Growing Region 


the most prosperous regions 


cific is the fastest growing in 


country. Aiding the expansion is 
tremendous growth of population 
the development of resources. In 
of 


came to the region when the call went 


gration from the rest the country 


out for additional manpower to ex 


West's 


recently, de 


pand the exploitation of the 


More 


run 


vast raw wealth 


mand for men to the machines 


processing these materials into fin 


ished products has increased immigra 
tion 
manufac 


Productive workers in 


turing industries in the Pacific region 


are the highest paid in the nation 
While the gross weekly earnings for 
workers nationally 


productive Was 


$60.25 last August, the average 


West 


Per 


gross 


earnings on the Coast was 
$74.16 weekly 
is also high, and is surpassed only by 


Middle Atlantic 
iged $1,638 for the region in 


capita income 


the states It aver 


1950 


In California, per capita income came 


to $1,751 Washington's per capita 


income was $1,642, while per capita 
income in Oregon was $1,523 





moved from spot t pot at 
im throughout the night 


rder t make the soggy 


UNIVERSITY and General Electric lamp division official 


watch the progress of the new technique 


} f drying wet turf 
Units dried 3 quare feet at a time and were moved every 


40 minute 


Heat Lamps Put to New Use 


Banks of industrial-type units are used to hasten drying of soggy 


football fields in new move to reduce unfavorable 


playing conditions and postponements 


test’ innovations in sports last Fall 

ise Of heat lamps 
ive been used for a great variety 
isn't until recently that they were 
ill fields, base 
cenes ot athletic events. Col 
tions of country put them into 

ncooperative weather 
isure, the heat lamps through 
their int infrared radiation present a new oOpportu- 
nity to hasten drying of water-soaked patches of turf. The 
first major known ettort to dry out an athletic field took 
place at the University of California's Memorial Stadium 
just before the Stanford-California game in the Fall of 
1950. It had rained for ar timated ten consecutive days 
in California, and the mud was ankle-deep in many places 
in the stadiun is in the worst condition of 
its history 

A giant helicopter, at ; t $50 an hour, blew off 
the surface water remained very soggy 
Next sawdust, tanbark a rning gasoline were ap 


94 


plied. “Still much too wet,” the school officials claimed 

Following the failure of all other efforts to dry the field, 
General Electric lighting experts suggested the use of 
banks of infrared heat lamps. Two banks of lamps, each 
consisting of sixteen 500-watt lamps in industrial-type 
units, were used Drying areas of 50-square feet at a 
time, the units were moved every 40 minutes throughout 
the night prior to the game. The field was in greatly im 
proved playing condition by game time 

Rather than try to dry out an entire field, it is more 
practicable to confine the drying process to several of 
the worst mud holes on the football field or baseball dia 
mond infield, according to Robert T. Dorsey, sports-light 
ing specialist for G.E.’s lamp division at Nela Park, 
Cleveland 

Mr. Dorsey stressed the fact that heat lamps should not 
be looked upon as a substitute for tarpaulins, especially 
in rainy areas. He points out, however, that the lamps 
are valuable auxiliary equipment in reducing both mis- 
erable playing conditions in outdoor playing areas and 


postponements of games because of wet grounds 
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Prepare For Progress 
and Success Will Follow 


A brief review of some of the impor- 


tant selling principles and techniques 


designed to help you capture an ever- 


increasing share of business in the 


years ahead 


N recent years there has been much emphasis placed on 

the part played by the salesman in moving goods from 

the factory where they originated to the consumer 
A great part of America’s history has been woven around 
its Capacity to produce goods Today this nation Possesses 
an industrial giant second to none other in the world 
The pages of our history record the accomplishments of 
the engineers, the inventors, and the thousands of people 
who supplied the capital to build modern plants and 
equipment 

The same industrial strength was a major factor in the 
eventual achievement of world leadership for America 
At the same time this nation’s standard of living gained 
recognition among all countries. Our ability to produce 
great quantities of goods at a cost that permitted wide 
distribution among consumers has been singled out as 
one of the great advantages possible in a democracy 

Along with this acknowledgment of our high standard 
of living, there has developed an appreciation for the job 
done by the salesman in reaching this status. It has been 
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noted that the factor that makes the goods move is the 
salesmen. He is the one who brings life and action to the 
entire process of production and uulization of manu 
factured products. Our great industrial knowledge would 
have come to naught were it not for the selling force 

The salesman has been called the “want creator 
man who “meets the needs’. He is the vital cog 
commercial trade wheel that gets the products out 
into the hands of a buyer where they can contribute to 
the progress of civilization. When the sales forces age 
out selling, the nation is usually prosperous. When they 
are not selling, everyone is suffering, for the life blood 
of all industry is the sales force 

In recent months we have seen the salesman referred 
to as the custodian of our prosperity. It has been said 
that the difference between prosperity and depression lies 
in persuading the American people to buy things they 
could comfortably postpone buying 

It is widely acknowledged that there will be a real 
selling job to do in the next few years. This is an old 
story to the salesman. Practically every year brings forth 
a reiteration of the fact that the year ahead is going ff 
require “genuine aggressive selling Yet, these annual 
messages are sincere and always accurate. The salesman 
who comprehends his part in the production and move 
1,1 


ment of goods and can relate a steadily progressing 


civilization to his daily work can understand readily that 
he must be continually improving himself in the job 
he performs 

The present national program to build within Ameri 
a capacity to produce enough materials to meet fully 


the defense of the nation and the needs of 


dual demand 
its citizens—means that a tremendous amount of gov 
will be produced within a few years. The salesman must 
be prepared tO Maintain our economy at a high level by 
keeping the products moving 

It is with this in mind that the editors of ELECTRICAI 
WHOLESALING have planned a series of special 
on selling to run throughout the year of 1952. During 
the course of the next twelve months this publication will 
attempt to take the salesman through a brief, concis« 
review of selling fundamentals, point out how to better 
j 


aiscuss ict sul 


apply these basic techniques und 








is: how to make better j tuume, how to analyze 
your territory and set up al system for working It how 
to keep expenses down; how to sell your full line; what 
reports you should keep and how to prepare them 

Many books and articles have been written explaining 


and discussing the so-called fundamental selling tech 


niques. We recognize that there cannot be set formula 
for producing successful sales. The approach, appeal and 
psychology used by each salesman must of necessity vary 
in order to be in harmony with the customer. The suc- 
cessful salesman soon learns to recognize and respect the 


various idiosyncrasies of the customers in his territory 





GAINING ATTENTION and 


EFORE we look at the factors involved in gaining at 
B tention and approaching prospects, let us review some 
of the things we know about sales 

Every sale should represent three profits 

|. A profit to the owner 
A profit to the buyer 
>. A profit to the salesman 
lo complete a sale we must 
1. Get the prospective buyer's attention 
’. Make him interested in our products 
». Make him see a need for these products in his 
own business 
i. Make him decide to order from you 
Make him 


If those are the things we must do, it is obvious that 


satisfied with his decision 


must actually 
Sell ourselves 
Sell our products to the prospect and at the same 
tume show him how he can sell those products 
or utilize them in his business 


More sales are killed in the first 3-10 seconds than at 


any other time. Most buyers agree that there are few 
salesmen who do not abuse the first step in selling. Yet, 


the one thing ¢ can guarantee good salesmanship is the 


complete mastering of approaches. The salesman who has 
mplet t f appr | TI | ho | 


Jearned how to make professional approaches always will 
be able to sell his products regardless of how rough busi 
hess conditions may become 

Here, in capsule form, is a review of many of the basic 


factors atte ting approaches 





SHAVED LAST NIGHT GUESS 
| CAN GET BY. WILSONS 
1S AN OLD CUSTOMER 
ANYWAY 





PPROACHING CUSTOMERS 


e At least half of your task is accomplished if you can 
gain the attention of the prospect. It hardly seems neces 
sary to remind the experienced salesman that he should 
be sure he is talking to the right man. However, everyday, 
salesmen waste energy and time talking with the “easy 
man while the “decision-maker” is busy elsewhere. If you 
are prepared properly for making the sale, you know who 
the key man is and you will not be put off or referred to 


an assistant 


e In your business you must depend largely on how you 
look and sound to the prospect. You can't carry in a sam- 
ple of all the products you sell. Your prospects are going 
to size you up the same way that you size up other 
people upon meeting them. He will notice your poise, 
smile, grooming. He'll note your courtesy and the fact 
that you get his name correct, speak distinctly and look 
interested in him. Like actors, the salesman must know 
how to make a good entrance and command attention 
Yet, he must do so by being alert, self-confident and at 
ease. He can't appear to be “sizing up” the prospect but 


rather must impress him 


e Everytime you call on a customer you should have 


something to say, something to sell 


e If you are prepared for this prospect, you know enough 
about him to be able to talk about /zs interests. In some 
instances the background of a new prospect is unknown 
to the salesman. Here he must learn to ask questions 
which will lead the customer to contribute information 


about himself and his business 


e Practically every approach is different. In one call the 
salesman gets attention and interest by talking about the 
customer's golf game, family or community activities 
On another call, the salesman opens up with an appeal to 
the prospects financial status. He arouses interest by sug- 
gesting that he knows how the prospect can make more 
money. Many approaches in this industry are based on an 
appeal to the prospect's interest in his job. The salesman 
suggests that he has some new equipment that performs 
better; or has an item that will solve a particular prob- 


lem for the prospect 


e With thousands of products to sell, it is important for 
the electrical wholesaler salesman to realize that he must 
build his approach around one item only. Once he has 
aroused interest, he can go on to suggest many items that 


he sells 
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This approach failed . 


But this one might have worked 





Mr. Sayers, I'm Joe Prentice 


five minutes of your time 


t Central Electrica 
Supply, and | think | have something you will 


be interested in if you will give me 























A closed mind is like a locked door— 


The Rig 


loaded 


V O 


with 


chance here, he's 


stuff, Joe Prentice 


muttered gloomily as he 
sized up the floor stock of the elec 
trical appliance store we had just en- 
tered. A variety of white goods lined 
housewares 
The 


the 


the walls and electric 


gleamed from shelves and tables 


overflow was sitting on top of 


refrigerators 
Maybe it depends on what you 
say to him, Joe,” I said as he headed 


for the dealer who moved forward 


from the back of his store. A sales 
for 


saling firm, Joe was pushing a line 


man a leading electrical whole- 


of fans nine inches to feet in 


He was trying to line up 


nine 
diameter 


dealers. I was tagging along as an 


observer. * 


Mr 
offering his card, 


Sayers,” he began tentatively, 
I'm Joe Prentice of 


the Central Electrical Supply Co. | 


business 


°A 


a targee 


administration at 
Mr 


consultant to 


lecturer on 


eastern university Sullivan 


has served as a sales elec 


trical wholesaling firms 
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By Francis W. Sullivan 


think I have something you'll be 
you ll 
cme 
Mr 

sharply, “if you were selling twenty 
dollar bills for a nickel this morning 
couldn't do business He peere 
card What did you say 


was?’ 


terested in if give n 


minutes of your 


Look boys, Sayers broke in 


we 
at the your 
name 

But you 


h rd what it is I 
talk 


avent hea 


want to about,” protested Joe 


If you'll just five 
I'll keep your 


I'l 


Rive me ninutes 
Sorry 
card and if I want 


ring, O.K.? 
Sure, 


said Sayers 
anything give 
you a 
just ring and ask 
for Vl 
agreed, starting for the 


What did | 


when 


give uS a 


me come right down Joe 


Oor Thanks 


tell you, he groused 


we got outside Same thing 


happens every time with new 
They 


pros 


pects won't even let you get 
started 


You 


proach, Joe, 


know, it could be your ap 
I told You don't 


them any reason to listen to you 


him 
give 
You're calling on a man loaded with 


slow-moving merchandise. You know 


t Words Are the Key to Sales 


Say something 
solve this probler 


with in 


interest 

Yeah, such 

Maybe we 
Let’s sit in the ca 

his billings, w 

Joe 

But a lot 


jropped into 


$200,000 a year 


ciose tO 


was a good salesman 
business had 
| 
I 


| the ush time rter 


Iring 
endous backlog 
/ 


the tren 
sumer deman 
On 
buying that 


Korean War 


SCTVICC 


when 
was being 


— 
this had come 


top of 
followed the 
Add three ye 
ind it was 
Joe had 


larly tie 


now 
years since 
selling, partici 
new accounts 

Now he found 


minishing volume 


1 
himself w 


of business be 


of consumer resista overstocke 


dealers, jittery ret 


il pric 








tough selling from his competitors. 
On instructions from the office he was 
trying to make up for lost volume— 
customers—by opening new ac- 
But had been 
poor, and he was pretty discouraged 
would take more 


ind 


counts his results 


{ could see that it 
a few glib words to condition 
He had to 


fundamentals 


than 
Joe to meet the situation 
xO back to the 
The car was parked under a tree 
and we sat in the shade and smoked 
Do you believe that people who 
fans get any 
I asked 
they do,” he 
Why, I've 
got some in my own home, and you 
wouldn't believe the difference they 
These hot nights when I turn 
feel the 


buy those air-cooling 
benefit out of them? 
Sure they do. I £nou 


replied with conviction. 


make 


them on at bedtime I can 


temperature go down 

Okay, now if you were a dealer 
would you want to handle that line? 

I sure would Sometimes I've 
thought of quitting this job and get 
ting an agency for tt 
Why?” 
Because need them, all 
Not 
but business people 
hot lofts, 


stations 


people 


people only home 


kinds ot 
owners manu 
hospitals, 


Why, 1 


could sell them anywhere, and make 


facturers with 


offices, railroad 


money on them, too. Right now I've 
got one dealer in North County who ts 


selling a fan a day to farmers for 


chicken houses, cow barns and other 


uses : 
Well, if it’s that good it shouldn't 
very hard to interest dealers in 


cing on the line, should it? 


Joe thought that one over. He was 


bez nning ¢ put two and two [to 


gerher 
You 


Mitte { 


wouldn't think so,” he ad 
but look 
heard 
fitth 


slowly what hap- 


You 


ind he’s the 


pens just this fellow 


Sayers, dealer we've 


called this with exactly 


he same 


on morning 


results. They're overloaded 


with stock. They aren't making any 


their 
don't 


money and they ve made up 


minds they won't buy They 


even listen to what I have to say 
They Il 
words,” | 


locked 
locked 


listen if they hear the 


right reasoned You can 


open a mind just as you can 


open a door Let's plan it 
out 

Working with a pencil on the back 
finally 


four things Joe had to do 


t an envelope we set down 


when he 


approached a new prospect: get the 


prospect's mind away from his troubles 


Four steps 




















1. Get the prospect's mind away from his 
troubles and make him listen. 


and make him listen; then appeal to 
the chief reason why he is in business 

to make profits; next, Joe must 
identify himself; finally, he must avoid 
giving the prospect a chance to end 
the conversation and thereby get rid 
of him 

he purpose of all this,” I said, “is 

to make the man say to himself: ‘this 
salesman may have something for me 
I'll listen and find out what it is 

Nobody 
morning, 
must have been pretty good in there. 


that to himself this 


Joe drawled with a grin. “I 


said 


You were ‘way out in left field’ as 
I recall it. Here's why. 

First you handed Sayers a card 
While he was trying to read it you 
talked at the same time. Few men can 
one Sayers 
looked thoroughly 
Your 
can 


do two things at time 
couldn't, and he 
confused and a little irritated 
name isn’t important, and you 
always leave your card later 

Now what Mr 
Sayers, I'm Joe Prentice of the Cen- 
tral Electrical Supply Co. I think 1 
have something you'll be interested in 
if you'll give me five minutes of your 


If you were in Sayers’ fix do 


here's you said 


time.’ 
you think you'd want to listen?” 

I guess not,” declared Joe, “and 
now I'm beginning to see why. I 
didn’t get him interested in my prop 
I sort of begged him for time 
money of 


osition 
I didn’t even 
profits, and worst of all, when he made 
that crack about not buying twenty 
dollar bills for a nickel, I was ready 
Boy, what a 


mention 


to snap back at him 
salesman! 

You shouldn't feel that way about 
“ 3 worse than 
a lot of other Many of 
them don't have effective approaches 


said “You're no 


salesmen. 





2. Appeal to the chief reason why he is 
in business 


and it costs them a lot of sales every 
year. Now let's figure out one that 
should open up Sayers’ mind, and any 
other appliance dealer's 

Recalling what we had to accom- 
plish, we figured out an approach that 
might go something like this 
Get prospect's attention and appeal to 
chief need or business motive 

Good Mr 
come in especially to see you today 


morning, Sayers. I've 
about one item only, a product that 


will increase your sales now 
Identify yourself 

I'm Joe Prentice of 
Electrical Supply Co 


the Central 


Replant motive with a 
avoid ending the «¢ 

“If I can show you how to make 
an extra $500 a month from now on, 


would you be interested?” 


question to 


nversalton 


Note that final question, Joe,” | 
said It's a question that has to be 
answered and the prospect would nat 
urally say ‘Yes.’ 

“But suppose he 
asked. “Suppose he says, ‘Bunk! That's 
what every salesman says who comes 


doesn't?” Joe 


in here. They all promise to make 


money for me. Sorry, I'm not inter 
ested.” ’ 
“Te 


under 
have to be prepared for it 


happens sometimes, especially 
But 
A reply 

They 
either balk and risk starting an argu 
say 


rolls 


today S conditions you 


like that floors most salesmen 


ment or they're too startled to 
anything. A_ skilled 


with the punch and comes back with 


salesman 


another strong appeal to the profits 
product offers But first he 
smooths down the prospect by ad- 


his 


mitting he may be right 
‘Wh—a—t!” howled Joe The 
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a new prospect... 

















= 








3. Identity yourself and the company for 
which you work 


guy just said he isn’t interested 

I know, so you might say this: ‘I 
can understand that you may not be 
interested in any proposition at this 
time, Mr. Sayers, but if you were 
our marketing plan would assure you 
the minimum profit figure I men- 
tioned—$500 a month. The product I 
have for you is the LMN line of air 
circulation fans. You can make money 
on them now because in the area you 
200 prospects 
Moreover, our 


serve I have located 
who need them nou 
plan would enable you to sell a fan a 
day. Other progressive merchants are 
doing it—and in many cases you'll get 
your money in before you have to pay 
us. I'm here to help you go after this 
additional business, and here’s how 
we can do it.” 

“Only a dope would refuse to listen 
to a proposition like that,” Joe con- 
fided. “It sounds pretty good.” 

“That's because I tried to 
with and enthusiasm. It 


say it 
confidence 
convinced you. Prospects respond in 
the They begin to think 


that you can really help them solve 


same way 


their problems 

We made no more calls that morn- 
ing, but instead developed additional 
approaches to cover calls on three 
other types of prospects Joe had listed 
Because these were important  ac- 
counts, he had prepared for the meet- 
ings by developing as much specific 
information about them and _ their 
needs as he could dig up through local 
Our appeals 


heightened considerably 


were also 


by 


that we were in the midst of a long 


contacts. 
the fact 
spell of hot weather 

the four 
covered, 


Then, having in mind 


essential points to be we 


finally came up with these 
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4, Avoid giving him a chance to end the 
conversation and get rid of you 


Horsch 
mall 
Congratulations, Mr. Hirsch, 
being able to operate full-time all 
I've heard about your big 
fabric why 
I've come to see you 
on other mills, I know that this long 
hot spell has slowed down work and 
oper 


Approac h to Sam manager 
ota small le xtile 


on 


summer 


curtain orders and that’s 


From my calls 


increased absenteeism among 
ators, which makes it tough when you 
have shipping dates to meet Isn't 
that so?” 

“I'm Joe Prentice of the Central 
Electrical Supply Co., and | 
plan for breeze 


It definitely 


came in 
to discuss a 
conditioning your plant 
will assure greater comfort for your 
employees, reduce absenteeism, and 
thereby increase production. The cost 
is so low that the added production 
will pay for the installation in a few 
weeks. Here's the plan 
Approach to Mr. Keith 
dent of which we 
considering a 


pr yven 


vice prest 


ry 
Renew Pada 


type of 


a bank 
been diffe rent 
air conditioning: 

Keith. I am 
glad you gave me the opportunity to 
talk with before took final 
action on installing a cooling system 
I'm Joe Prentice of the Central 
Electrical Supply Co. Our system, 
which is based on air circulation, will 


‘Good morning, Mr 


you you 


here 


provide a healthful temperature ten 
to fifteen degrees lower than that out 
side. Most important, it can be in 
stalled 
you are now prepared to spend, and it 


for one-tenth of the amount 
is immediately available 
Approach to Mr 


prietor of a large, modern 


Bentley, pr 
hardware 
fore: 

Good afternoon, Mr. Bentley, I've 


spent the last ten minutes admiring 


your store but I can't find what In 


glad tO Say Bentley 


looking for, I'm 


asks what he is looking for It’s 


line of air circulation cooling 


tor homes, offices, factories and 


tions that represents a source 


stantial additional profits to 
this season 

I'm Joe Prentice of the Centra 
Co 
tributors of the nationally 


LMN fans, and I'm here 


fans can be made to 


Electrical Supply exclusive 


to show 


how these 


and make money for you nou 
} 


your wide contacts this should 


easy It will involve a minin 


capital outlay, fast turnover nd 

means of approaching a lot 

You like to n 

a little more money, wouldn't you 
After had licked 


sketchy approaches into shape 


customers would 


we finally 
Joe that we should try them that after- 
And if they we'll 
spend some more time on them to- 
In 
hat 


noon don't work 


night building up any weak spots 


the meantime, learn these so well ¢ 


you can say them smoothly and con- 
fidently, and be prepared to go right 
on into your sales story 

That afternoon called 


Hirsch, Mr. Keith Mr 


In every Case Joe Pot immediate 


on Mr. 
Bentley. 


inter- 


we 
and 


est and a full hearing for his proposi- 


tion Hirsch, as we suspected, was 
having a real employee and produc- 
tion probiem in his small, noisy mill, 
full of hot, dead air. He authorized 
Joe to go ahead with the plan imr 
diately. 

Mr. Keith, at the bank, was most 
interested in the the offer 
represented, but demanded _ testi- 
monials references 


1e- 


Savings 
and from similar 


installations which had been s 
ful 


the 


ICCess 
He finally authorized Joe to make 
survey of the 


necessary premises 


ind to prepare a 
could 
ot directors the 


Mr 


was more of a probler 


written proposal 


which he submit to the board 

following week 

hardware dealer 
But whe 


hin 


Bentley, the 


n Joe 


offered go out wit! and call 


on several prime agreed 
] } 


eal, providing their efforts 


prospects he 
to try the « 
were successful 

What Joe Prentice did 


can do 


iny salesman 
differ 
differ and buyers differ. Burt the 
same Wit 


you may 


Territories products 


ciple remains the 


new prospect find 


t 
either to his 
You must find w 


open those doors be ise you 


door, otfice of 


mind, or both 


sell if you can’t get in 








Nefasal Association of Electrical Divtibuters 


earrma 





ey 


By Charles G. Pyle 


Executive Director 
Association 


Distributors 


Nationa 


»— Electrica 


I was Aesop who first wisely ob- 


that “United stand, 
fall 

And in that old adage lies the rea- 
son tor the very 


Associat 


served we 


divided we 


existence of the Na- 
Dis 


itter, the 


tional Electrical 
if 1 
tra {¢ 


tr idk 


single 


issociation 
issociarion Is a 


industry formed 


nto an of 


interests interests of their 


industry ethciently, more eco 


effectively than 


if the 


nomically more 


would be possible individuals 


were to perfor ilone or in separate 


smaller gro Ips 


Over the years trade 


have come an increasingly 


tant pare of American b 


ISINESS 


this era of rapidly changing 


cond 


tions, their many services are closely 


geared to the needs of their men 
whether they are large or small 

is entirely possible through the flex: 
bility of 


organization which typifies 


100 


Executive ‘* 


lodustrial Lighting Boot. Production 


the aggressive, live-wire trade associa 


tion of today 


{ unique feature in the operation 
trade association is that its mem- 


task 


Its officers are nomi- 


actually the force” of 

association 
nated from and elected by the asso- 
ciation, as is the association's govern- 
ing board. All committees are ap- 
pointed from the membership. Thus 
it is in the hands of the members to 
operate the association with the head- 
quarters staff executing the actual de- 


ls of operation 


Charles G. Pyle 


Planning VOW I. a Mu-t 
t Any War ¢ hana 


over 


Letter 


and the 


Na- 
Dis 


functions it 


Now let's analyze just what the 


tional Association of Electrical 


tributors really is, what 


performs in the economic set-up ot 
this country, and review some of the 
nor 


services it renders, 


1.000 


important 


alone to its members, bat ti 


, 
t/ 


e entire electrical distributing in 
dustry. 

e NAED In Its 43rd Year—Ofh- 
cially organized in 1908, the National 
Association Distributors 


is one of the oldest as well as one of 


of I lectrical 


the largest trade associations in the 


United Srates. Today it is the only 


national trade association serving the 
electrical distributing industry through 
both its apparatus and supply as well 
as its appliance divisions 
Article I, Section 2 of 


constitution k 


NAED's 
and by-laws most clearly 
sets forth the purposes of the associa 
The 


are tO promote the 


tion objects of the Association 
welfare of its 
and to distribute 
fullest 


regard to all n 


members among 


them the information obtain 


able in vatters affecting 
distribution at wholesale of elec 
ind supplies, radio 

appli 
friendly 


trical 


apparat IS 
television and_ electrical 


foster ind pro! pore 


ical 


ances oO 


relations between elect distribu 


elec 


r 
engaged in the 


tors ind otners 


trical industry, to promote increased 
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1.A.E.D. 


Ben For 





Electrical Distributing Industry 


distribution of high grade electrical 
merchandise and to work at all times 
for the improvement both of the qual- 
ity of electrical goods marketed and 
the services rendered by its members 
and by the other branches of the elec- 
trical industry.’ 

One of the all-important tasks of 
NAED is the continuous promotion 
of the electrical distributor as a vital 
national economy and 
electrical 


force in our 


a vital factor in the great 
industry 

This is a program directed not alone 
to the supplier or to the buyer, but 
to the electrical distributing industry 
itself 
conditions 


approach to this problem, 


Changing warrant a 
change in 
that 
effort 

For example, shortly after World 
War Il 


experiences of its 


but it is one requires constant 


attention and 


the association, armed with 
members during 
these war years, went to Washington 
to establish more solidly the electrical 
distributor 

As a 


sented on 


result 
the 


NAED is now repre 
Wholesale Trades Ad- 
visory Committee to the Secretary of 


Commerce, with representation on 


sub-committees covering price control, 
control, priorities, alloca- 


Members of the 


inventory 


tions and manpower 
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association are also currently serving 
on two NPA advisory committees as 
well: that for electrical apparatus and 
supplies, and that for radio, television 
and appliances 

Another important 
the NAED Public Relations 
mittee for cooperation with the De- 
partment of Defense 

This work is not carried on by per- 
sonal contact alone. A planned pro- 
gram of printed material supplements 
the work and is aimed at all who have 
a stake in the industry. 

Operation Distribution” is a book 


committee is 
Com- 


let which comes in this category. This 
booklet was prepared for use by mem 
bers of the association in reviewing 
their many services to their suppliers 


their “NAED 


Builds for Preparedness,” to mention 


and to customers 
another, was prepared to alert the 


electrical distributor to his position 
in a “butter and guns” economy and 
acquaint him with every phase of the 
defense economy in which he could 


play a part if required to do so 


Thus, with the continuing efforts 
of NAED in cooperating effectively 
with the national security effort, the 


importance of the electrical distribut 
ing industry is kept constantly before 
the government and its many agencies 


But the Washington activities of 


with co 


do 


operation in defense matters 


the association not end 

The rules and regulations that have 
so vitally affected the operation of the 
distributor are many and complex, and 
the appearances of association and staff 
members before 
committees and groups 
in Washington have been necessary 
in order to present the case for the 


electrical distributor and his industry. 


various legislative 


government 


It is only through such work that 


these rules and regulations can be 
made as fair and equitable to the in- 
dustry as possible 


NAED fully 


dous importance of this work and that 


realizes the tremen 
it requires a Constant and active effort 
to consolidate the ilready 


made It 


many f£ains 


is important to note in this 


connection that the trade association 


can more readily secure a hearing (be 
it government or otherwise) than the 
individual can 

e Varied Programs—Since NAED's 
work is so closely geared to the needs 


of its members, it follows that under 


today’s complicated conditions, the 
activities are many 

The majority of activities stem 
from the invaluable work of the asso 
ciation’s more than twenty general, 


(Continued on page 109) 











NEW PRODUCTS 


AUTOMATIC DEFROSTER 


New model automatic defroster for domestic 
refrigerators has redesigned operating mech- 
anism, thus reducing size of unit to 234 by 
434 by 25% inches. Range of adjustment of 
defrosting period has been increased to 52 
hours. 

Paragon Electric Co., Two Rivers, Wis 


A 





MOTOR STARTER 


Combination across-the-line motor starter 
with circuit breaker has been developed for 
use where ‘side-by-side’ mounting is desired 
for reasons of space and arrangement. This 
starter has self-indicating slamproof handle 
with separate positions for ON, TRIPPED 
OFF, RESET, and OPEN COVER. It will ac 
commodate up to three different padlocks 

Westinghouse Electric Corp., Box 2099, 
Pittsburgh 30 


* 


FLUORESCENT LUMINAIRE ——_—____ 


All-white two-lamp fluorescent luminaire has 
egg-crate louver assembly which hinges from 
either side for easy maintenance and 25 
crosswise and 35° lengthwise shielding 
Sheet-steel side-panels are welded to die 


102 





stamped ends. The fixture is 48% inches 
long, 17 inches wide, 5 inches deep and uses 
two T-12 40-watt lamps. It has an over-all 
efficiency of 82 per cent 

Pittsburgh Reflector Co., 407 Oliver Build- 
ing, Pittsburgh 22 


EXPLOSION-PROOF FITTING 


New type explosion-proof, swivel-type flex- 
ible lighting fixture fitting conforms to the 
1951 code and is Underwriters’ Laboratories 
listed and approved for Class |, groups C 
and D. Fixture is made of cast metals 
which can be selected compatible to the 
conduit system. Swivel joint is not subject 
to mechanical injury and has total swing 
angle of 30 degrees, universal movement 
Threaded joints are free-floating and high 
temperature lubricated to avoid freezing. 
Fitting is self-aligning, has no soft soldered 
joints. Length is 73g inches, width 234 
inches. 

Russell & Stoll Co., Inc., 125 Barclay St., 
New York 7. 


SINGLE-PHASE CAPACITOR MOTOR 


New single-phase, capacitor, induction motor 
with resilient-base construction can be used 
where freedom from vibration is required 
According to the manufacturer, the resilient 
base isolates vibration so that it is not trans 
mitted to the driven machine. Construction 
is available on motors rated from '2 to 5 hp 
Made of cast-iron, the motor features a 
totally-enclosed, built-in transfer switch to 
keep foreign matter from the contacts. Mo- 
tor has no brushes or commutators to inter- 
fere with radio or TV reception. 
General Electric Co., Schenectady, N.Y 





PIN-UP HEATER 


Heater can be hung from a hook on the wall 
or can be used as a conventional radiant-bowl 
heater. Pin-up plaque is also a sturdy stand, 
balanced to prevent tipping. Large wire guard 
prevents any close contact with heating ele- 
ment. Heater uses 645 watts, 115 volts, and 
is U.L. approved. Pin-up plaque and adjust- 
2ble knobs are of gray plastic, metal outer 
shell of gray enamel. Cone-shaped heating 
element is easily removed and replaced for 
maintenance. 

Chicago Electric Mfg 
St., Chicago 38 


Co., 6333 W. 65 


SHIELDED SPOT LIGHT 


Top of this incandescent spot light is re 
movable for relamping without the use of 
tools. Positive spring action snaps the top on 
securely. Unit is designed with maximum 
shielding; orifices conform to 35° beam 
spread. Other features are: orifice assembly 
in one solid unit; rib-in housing latches or 
ifice assembly securely; no visible screw 
heads; plaster frame furnished with machine 
screw-tapped tabs; screw-shell, heavy-duty 
porcelain socket; standard 4-inch outlet box 
supplied with knockouts. 

Neo-Ray Products, Inc., 
New York 10 


3S €. 32 2, 
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WALL PLATE 





New design and appearance of wall plate 
makes it ideal to keep clean and harmonize 
with interiors. This line accommodates single, 
duplex and multiple wiring devices of both 
regular and interchangeable-line types. All 
wall plates are molded from brown Bakelite 
or lvorylite. According to the manufacturer 
reinforced backs provide extra rigidity and 
unusual strength 

The Arrow-Hart & Hegeman Electric Co., 
103 Hawthorn St., Hartford 6, Conn 


FEED-IN DUCT JOINT 


New joint design in feed-in duct—all ends 
are identical in construction—reduces in 
stallation time and effort. With the new 
joint, it is unnecessary to match left and 
right duct ends. Factory-installed joint bolts 
face outward for accessibility. Only tie plates 
and nuts are needed to compelete the joint 
Other features of the design, according to 
the manufacturer, include: extremely low 
voltage drop; totally enclosed construction 
balanced voltage drop, high mechanical and 
dielectric strength. Feed-in duct is available 
in capacities of 600 to 4000 amps 

Square D Company, 6060 Rivard St., De 
troit 11 


A 


COMMERCIAL LUMINAIRE 


Designed with slender horizontal lines to 
provide smooth glareless illumination, this 
commercial luminaire unit uses 4-foot T-12 
40-watt lamps. Dimensions are 49 inches 
long by 16 inches wide by 334 inches deep 
It is completely wired and ready for line lead 
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The unit operates on 110-125 
and may be flush or 
individually or in con- 


connections 
volts, 60 cycle ac 
suspension- mounted 
tinuous rows. Convenient knockouts and holes 
are provided for quick mounting. The lumin 
aire is constructed of 20-gauge steel and has 
a satin aluminum finish with translucent 
plastic side. Trigger-action on louver permits 
ready access for relamping, replacement of 
starters and cleaning 
Mitchell Manufacturing Co., Chicago 


~ 


MAGNETIC STARTER 


Rated at 10 hp., 220-550 volts, 3 phase, a.c 
this magnetic starter is neither a No. | nor 
No. 2 starter in the regularly designated 
size pattern, but an in-between size. Its 
terminal boards are molded of arc-resistant 
alkyd and equipped with pressure connectors 
Starter has renewable, rectangular-type silver 
contacts 
Furnas Electric Co., Batavia, Ill 


PORTABLE HANDLAMP 


Featuring a gripper fastener, portable hand 
lamp has a guard made of Tenite, and in 
sulation parts and socket covers made of 
Bakelite. There is no exposed metal. 
Weighing 1'2 Ibs, unit takes up to 100- 
watt lamp. Clamps on to virtually any sur- 
face edge up to 1'%2 in thick 

P.M. Sales Co., 443 Broad St., Newark 2, 
NJ 





NEW PRODUCT BRIEFS 





SWITCH 





Selector switch is key operated and is avail 
able as a two or three position switch. Has 
a variety of cams and contact blocks, to meet 
the switching requirements of many ap 
plications. Is suited for applications where 
operation in all or certain positions of the 
unit must be denied to unauthorized per 
sonnel for safety or other reasons, the monu 
facturer claims. Square D Co., 4041 North 
Richards St., Milwaukee 12 


HEATING PANEL 





Radiant heat rays are produced in heating 
panel by means of a Pyrex glass sheet backed 
by a solid conductive coating 16 millionths 
of an inch thick. Thus unit has no grids or 
glowing coils to burn out, according to the 
manufacturer. Berko Electric Mfg. Corp 
179-05 Jamaica Ave., Jamaica 3, N. Y 


COUNTER 





Step-motor impulse counter may be used im 
such applications as counting the number of 
vitamin pills produced by a factory or count- 
ing flaws in fabric at process speed, according 
to its engineers. Counter is rated at 0-60 
counts per second, and measures 13 by 11 
by 7 inches. General Electric Co., Schenec- 
tady 5,N. Y 


OUTDOOR SWITCH 


Serviceable in rainy weather, new switch and 
receptacle permits mounting on outdoor flat 
or curved surfaces. Typical installation is ia 
a farm yard to control lights or enable re- 
pairs to be made on equipment, or in the 
back yard for plugging in hedge trimmers of 
electric lawn mowers. Revere Electric Mfg. 
Co., 6009 Broadway, Chicago 40 








ROASTER 
lid, 


vent, 


New electric roaster features look-in 
thermostatic heat control, browning 
three-piece porcelain pan set and bake rack. 
Roaster is of 18-quart size. Nesco, Inc., 201 
North Michigan Ave., Chicago | 


SIGNAL FLASHER 


Lightweight, portable electronic signal flasher 
—without moving parts or filaments to burn 
out—has flasher of cold cathode tube design 
emitting a sharp flash of light visible for 
approximately a mile, according to its manu 
facturer. Flasher has rainproof aluminum case 
measuring 6 by 6'2 by 10 inches, and weighs 
8'2 pounds. Haledy Electronics Co., 57 Wil 
liam St., New York 5, N. Y 





MOTOR-CONTROL UNIT 


Rain-tight, outdoor motor control unit has a 
combination across-the-line starter with cir 
cuit breaker. Unit has a built-in start-stop 
pushbutton or hand-off-auto selector switch 
Starter is available in NEMA sizes | through 
5, and has standard voltages of 220 and 440 
volts, 60 cycles. Westinghouse Electric Corp 
Box 2099, Pittsburgh 30 








News Notes 


From N.A.E.D. 


1000 MEMBER MARK REACHED 


One of the oldest trade associations 
in the country (established in 1908), 
NAED is now one of the largest. All 
1951 mercury in the 


pushed 


through the 


membership thermometer 
steadily upward and toward the end 
year hovered the “1000 
It went above the mark early 
the 


ot the near 
mark 
in December and is continuing 
upward movement. With 
distributor 


under present government regulations, 


the com 


plexities of operations 
the value of the services 
more and more 


shortages, etc., 
ot the association are 
apparent and it is most gratifying to 
record that NAED is becoming ever 
increasingly representative of the elec- 


trical distributing industry 


ADDITION TO STAFF 


Because increasing membership and 
expanded services of the association 
make enlargement of the staff neces- 
sary, Paul Mangan has been appointed 
to NAED’s staft 


to the 


Mr. Mangan comes 


issociation from the Ambas- 


sador Hotel, Atlantic City, where he 


was sales manager. He will be in 


By William C. Pirie, 


Public Relations Manager 


National Association of Electrical Distributors 


charge of all arrangements for con- 
ventions, area meetings, etc. 


COMMITTEE MEETINGS FEATURE 
JANUARY ACTIVITIES 


On January 9, 1952, 
meetings of the Major Appliance Com- 
mittee’s Sub-Committees on kitchen 
equipment, laundry equipment, and 
refrigeration, freezers, room condition- 


individual 


ers and water coolers were held at the 
Conrad Hilton (formerly Stevens ) 
Hotel in Chicago. Chairmen of these 
committees are R. C. Litchfield, Gray- 
bar Electric Co., Inc., New York; G. I 
Cohen, Northeastern Distributors, Inc., 
Boston; and H. S. Schiele, Arthophone 
Corp., St. Louis, respectively. 

On the following day a joint meet- 
ing of these sub-committees, which 
comprise the Major Appliance Com- 
mittee, was held under the chairman- 
ship of K. G, Gillespie, Jenkins Whole- 
sale Division, Kansas City. 

Attendance by committee and asso- 
ciation members rang up a new record 
with meeting discussions covering 
government regulations, productivity 
and programs in the face of 
threatened shortages of critical ma- 


sales 





NEW EDITOR 
1 Memo trom Executive 
lo the 


Re ade Ts ol 


relations manager, will be 


page 


for a prosperous 1952 





Director Chas. G 


ELECTRICAI 

“Due to increasing duties which I have assigned to Al Byers, 
executive secretary, effective with this issue, Bill Pirie, public 
the 
N.A.E.D, Al has thoroughly enjoyed reporting the important 
events and programs of N.A.E.D. for ELECTRICAL WHOLESALING 
readers over the past years and he will continue to play an impor- 
tant part in furnishing newsworthy and factual material for the 


“My best wishes to all in the electrical distributing industry 


Py le 


WHOLESALING 


editor of News Notes from 








terials, as well as the establishing of 
the Appliance Division programs for 
the balance of the year 

The meeting of the Electric House 
wares Committee, Samuel Fingrutd of 
Everybody's Supply Co., Philadelphia, 
chairman, will be held at the Conrad 
Hilton on January 18, 1952 

The Radio 
mittee, Raymond 
Rosen and Co., 
chairman, will be held at New 
City on February 15, 1952 


Television Com 
Rosen, Raymond 
Inc., Philadelphia, 


York 


and 


PLANNING COMMITTEE MEETS 
WITH McGRAW-HILL EDITORS 


A most informative presentation of 
‘Outlook for 1952” was made by 
McGraw-Hill business 
of NAED's 


several 


the 
14 editors of 
the 
Committee and 
Board of Governors 


papers to members 
Planning 
members of 
on December 5, 1951 

The meeting arranged by 
Herbert Metz, chairman of the Plan- 
ning Arthur W. 
Hooper, ELECTRICAL 
WHOLESALING, and opened with a 


the 
was 


Committee, and 


editor of 


most enjoyable luncheon in the Board 
Room of McGraw-Hill Publish- 
ing Co. 
Metals, 
turing, Construction, service industries 


the 


chemicals, foods, manufac 
and the overall picture for 1952 were 
the subjects covered. All papers pre 
sented have been compiled and are 
being sent to association members in 


the form of a printed report 


BLOOD DONOR PROGRAM BEING 
ESTABLISHED BY NAED 


Troops must have blood as well as 
weapons and food,” stated Commander 
Clarence E. Cisin of the Department 
of Defense, in presenting the Armed 
Forces Blood Donor Program to 
NAED’s Public Relations Committee 

(Continued on page 108) 
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Capehart and Ceilings Align 


e@ One of two regulations permits small manufacturers 


to adjust ceiling prices 


e Pricing under both regulations is optional; no deadline 


for filing applications 


ANUFACTURERS can now ap- 
M ply for “Capehart adjustments” 
in their ceiling prices. This comes 
about a little over a year after passage 
of the Capehart amendment to the 
Defense Production Act in 1950. 

Two OPS regulations make the ad- 
justments possible. General Overrid- 
ing Regulation 21 says that producers 
may apply to OPS for new ceiling 
prices based on their pre-Korean 
prices, plus or minus all reasonable cost 
changes since then and up to July 26, 
1951. A separate general overriding 
regulation—GOR 20—similar to the 
other was issued for smaller businesses, 
providing simpler rules. If a manufac- 
turer qualifies, he can use this one 
The test is whether his gross sales of 
all commodities and services in 
last fiscal year before July 26 
less than $250,000 
¢ Take it-Leave it—GOR 21 
tional; a producer is not required to 


his 
were 


Is Op- 


reprice under it and there is no dead- 
line for filing. But for those who wish 
to take advantage of the Capehart 
formula, GOR provides a method of 
filing individual applications for ad 
justments of existing ceiling prices 
The base date for GOR 21 calcula- 
tions is January 1 to June 24, 1950 
the pre-Korean period. In calculating 
new ceilings, a seller must find for 
each commodity its total unit cost as 
of two comparison base 
date and July 26, 1951. The base date 
is the last date before June 24, 1950 on 
which he sold the commodity at its 
The base period 


dates—the 


base period price 
price is the highest price he charged 
his largest buying class of purchaser, 
or the figure shown on a price list as 
the price to that class of purchaser 
After calculating his costs for the 
two significant dates, the seller next 
finds the difference between them 
Based on differences he 
termines his proposed ceiling price 


these de- 
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adjustment. This adjustment is then 
added to or subtracted from the highest 
price he received from his largest 
buying class of purchaser in the first 
six months of 1950. The result be- 
comes his proposed ceiling price for a 
commodity sold during his base period 

Having found his new ceiling prices 
to his largest buying class of custo- 
mer, the manufacturer figures ceilings 
to other classes of customers by apply- 
ing the price differentials and terms 
conditions of sales (discounts, 
etc.) established by 
covering the commodities he is now 


and 
the regulation 


pricing 

© OPS Will Notify 
may not use the new ceiling prices 
until OPS has notified him that they 
have been approved. Notification will 
be in the form of a “letter order 
establishing new ceilings. (The manu 


The producer 


facturer applys to his OPS district 
office if his annual net sales volume is 
than $1 Otherwise, he 
applies to the Office of Price Stabiliza 
tion, Washington 25, D. C.) 

The action taken in GOR 20 is of 
particular benefit to small firms that 
do not keep detailed accounting rec 
ords. Like GOR 21, the new regula 
tion authorizes these firms to calculate 


less million 


an adjustment for each of the com- 


modities or services they sell on the 


basis of their overall business opera 
tion 

The formula in the regulation pro- 
vides that a firm calculate what ratio 
its total operating costs bore to its 
total met sales during the first six 
months of 1950 the first 
months of 1951 


the two years are then used as follows 


and six 


These cost ratios for 


the 1950 ratio is applied to the base 
period price of each commodity or 
service and the 1951 ratio is applied to 
the average selling price during the 
first six months of 1951 for the same 
commodity or service to determine the 


production costs for each period 
® Subtract and Add—lif the 
production cost is lower, it 1s sub 
1951 The dif 
1950 


1950 


tracted from the cost 


ference is added to the base 
period price to determine the new ceil 
ing price. If on particular items a 
seller's price increases since 1950 have 
exceeded the cost increases calculated 
under the regulations, reductions in 
present ceilings would be required 
Production or cost in 


creases which small manufacturers may 


operating 


reflect in their ceilings include labor, 
materials, and other factory costs, as 
well as other overhead costs such as 
selling, general and administrative ex- 
penses. The regulation also provides a 
method for calculating a separate wage 
increase adjustment, if the manutac- 
turer gave any wage increases during 
the period January to July 26, 1951 
To make price adjustment 
GOR 20, Public 106 
filled in and the completed form filed 
with the OPS district office near the 


under 


Form must be 


firm's place of business. If, by the end 
of 30 days, the applicant has received 
no word from OPS denying his apli- 
cation or asking for additional infor- 
mation, he may begin using his pro- 
posed prices. These ceilings may con 
effect otherwise in 


tinue in unless 


structed by OPS 


P 

Delay Tailor-made Rules; 
or 

Pricing Option Extended 
An amendment to 

Regulation 22 grants an option indef- 

initely to manufacturers to elect not to 


Ceiling Price 


use CPR for pricing certain listed com 
No. 4 to 


the 


modities. The amendment, 
Supplementary Regulation 12 of 
CPR, also makes additions to the list of 
products to which the option applies 

The commodities added to SR 12 by 
this amendment are, in the main, com 
modities for which OPS has recently 
begun preparation of tailor-made reg 
ulations. Manufacturers of these com 
modities may exercise the option pro- 
vided by this supplementary regulation 
whether or not they have previously 
made CPR 22 
selves, and whether or not the effect of 
CPR was to roll back 
prices on these commodities 

The new commodities added are 

Decorative Christmas tree lighting 


effective as to them- 


their ceiling 
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C. R. Pritchard 


PRESIDENT 


T. K. Edenfield 
Megr., Memphis 


A. J. Brock 
Megr., Bridgeport 


H. E. Lane 
Megr., Atlanta 


9 


L. G. Moore, Jr. 
Mer 


Jacksonville 


4 


H. D. Peacock 


Megr., 


2 


K. J. Moss 


Mer 


Dallas 


Buffalo 


0. Hobenthal 


Seattle 


M 


A. W. McLaughlin 
Lubb« 


Mer 


gr., 


ck 


H. C. Gerster D. B. White 
West North Central 


R. A. Clark C. T. Shropshire 


Southeast - Southwest Northeast 


REGIONAL VICE PRESIDENTS 


G.E. Supply Reorganizes 


ENERAL Electric Supply Corp. is 
pushing out a big pile of chips 
on what seems to be a pretty safe 

bet: the industry-wide belief that the 
market for electrical goods will be 
approximately 5O per cent larger in 
1954 than it was in 1950. The chips 
include 

© A nationwide office and warehouse 
building program to establish more 
than 70 new places of business 

® Creation of 11 


© Appointment of four regional vice 


new sales districts 


presidents 
a finer division of 


responsibility among district sales per 


e Establishment of 


sonnel 
This 
tion to being geared to the anticipated 


expansion program, in addi- 


growth of the industry's market, aims 
to increase service for Customers, espe- 
cially small industrials and contractors 

To provide the sort of service such 
Supply plans 


customers require, G.I 


to establish many houses that will 


carry electrical supplies only. There 


may be one or several of these “serv- 


ice” houses located away from the 
main branch in the larger industrial 
cities 


Slated to get these special 


branches shortly are Burlington, Vt 
Los Angeles, Boston, Chicago, Cleve- 
land, Detroit, New York, Philadel- 
phia and Pittsburgh. One such house 
opened recently in Bakersfield, Calif 
e From 128 to 200—By Jan. 1, 1954 
the electrical distributing chain ex 
pects to have increased the number of 
from the 
200 


its houses present 128 to 


approximately depending, of 


course, on the absence of all-out war 


and the presence of enough building 
materials 

The number of sales districts will 
be upped from 36 to 47, although it 
is not planned to go into any new 
The will be 


making existing districts 


areas new districts 


created by 
smaller 

In announcing the reorganization, 
Charles R. Pritchard, G.E. Supply pres- 
“broad 
responsibility.” 
This division of duties starts from the 


ident, characterized it as a 


decentralization of 


down 


Pritchard are four regional 


top and works Immediately 
under Mr 
vice presidents who will be given en- 
tire responsibility for the firm's busi- 
ness in their areas. District managers, 
who formerly reported directly to Mr. 
Pritchard, will now report to them 
The regional vice presidents and 
their areas of 
Charles T 


headquarters 


responsibility are: 
Shropshire, Northeast Re- 


gion Bridgeport ) , 


formerly vice president and adminis- 
trative president; 
Donald B. White, North Central Re- 
Chicago 
of the Buffalo 
Clark, Southeast-Southwest 
( Atlanta ) 


manager 


assistant to the 


previously manager 
Robert A. 
Region 


district 


Zion 


district; 


Altanta 
Gerster, West- 


formerly 
and Harry ¢ 
ern Region (Los Angeles), previously 
manager of the Los Angeles district 
Kenneth J 
Moss, who becomes manager of the 
Buffalo district Lane, Atlanta 
district; and R. Jackson West, Los 

Howard D. Peacock 
West as manager at 


(Their successors are 


Henry I 
Angeles district 


succeeds Mr 


Dallas. ) 
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e More Specialists — Mr. Pritchard 
explained that all districts are being 
classified in one of four categories, 
and their organization structure is 
being tailored to fit the character of 
the trading areas and the volume of 
business they do or are expected to do 

Size, in terms of annual dollar 
volume and potential buying power, 
is what determines a district's degree 
of specialization The bigger the 
district, the greater the division of 
sales duties within. 

In the largest districts, for instance, 
there will be sales managers for appa- 
ratus and supplies, major appliances, 
electric housewares, and radio and 
television. Working under these man- 
agers will be salesmen who are spe- 
cialists by market as well as by line 

In the smallest districts, apparatus 
and supplies will be assigned to one 
sales manager, while all appliances 
and electronics will be assigned to 
another 

By this type of organization, we 

aim to achieve greater specialization 
and better sales results,” Mr. Pritchard 
said We are attaching new and 
much greater importance to our oper 
ations in the field.” 
e Program Underway—The expan- 
sion program is well underway. Four 
new districts established January 1 
are: Memphis, Tenn., under the man- 
agement of Thomas K. Edenfield 
Jacksonville, Fla.. under Lauriston G 
Moore, Jr.; Bridgeport, Conn., under 
Albert J. Brock; and Lubbock, Tex 
under Arthur W. McLaughlin. Also 
part of the program were the new 
districts created in September at Port 
land, Me., and Fresno, Calif 

Other new district offices will be 
set up over the next several years in 
Sacramento, Wichita, San Antonio 
Rockford, Ill, Grand Rapids, Phoenix 
and Little Rock. New full-line houses 
are to be opened shortly in Greenville, 
N.C.; Newport News, Va.; Albany, 
Ga.; and Tyler, Tex 
e New Buildings—Many of the new 
offices, as well as some of the old ones, 
will be housed in new buildings being 
constructed by G.E. Supply. “We are 
not trying to create anything glamor- 
ous,” Mr. Pritchard said. “Practically 
all the buildings are either of one-floor 
construction or one-floor warehouse 
with second-floor office, and are built 
with concrete block and brick. Office 


partitions are simple wood and glass 


But we are making a special point to 
install the most up-to-date, efficient 
and attractive lighting.” 
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NEW POSTER for NEMA Electric Houseware 
Spring is displayed by J. P. Mclihenny (center 
sales promotion committee and vice president in c 
Products Corp. Looking on are J. R. West (left 
ware sales, Graybar Electric C and 
Housewares Section, NAED, and president of Everyt 


delphia. Three met recently at NEMA section meetir 


Sam ~Fingrutd 


RECORDS of various industries in 1951] as well as 5 pect 
discussed recently by McGraw-Hill editors at a sé n atter 
of the planning committee and board of governor f the 
Electrical Distributors. The session is sponsored annually 
WHOLESALING. Herbert Metz, eastern district manager 
Co. (center), and Arthur W. Hooper, newly appointed edit 
WHOLESALING (right), presided at the session, held 
building in New York. Charles G. Pyle, NAED executive d 
at left in photo. Forty-five persons were present 


(News of the Industry continued on page | 12) 











News Notes from NAED 
NEW AUSTIN FORMED TYPE (Continued from pege 104) 


4 for cooperation with the Department 
BOX ANGERS of Defense 


Blood donations dropped from 91, 
000 pints in March to below 30,000 


3900 Series pints per month currently and the 


needs of the Armed Forces are 3 mil- 





lion pints which it hopes to secure by 


Strong and lightweight, yet 
MADE OF ° ° July 1952 in order to cover the 3) 
GALVANIZED flexible enough to permit million Americans now under arms 
STEEL—IN ALL perfect alignment of box To alert the electrical distributing 


STANDARD industry to the seriousness of the situa 
LENGTHS AND DEPTHS tion the Public Relations Committee 


Dimensions of | voted to endorse the Blood Donor 


formed type a 
— . / ; , 
box hengers Program of the Armed Forces and 


No. 3900 STRAIGHT . 
Ps : = is ore the same | also established the NAED Blood 
é 25 oe aaa aus k= a oes =z = . 

- nepest as solid type Donor Committee with R. M. Johan- 
f | nesen, Johannesen Electric Co., Inc., 


No. 3904 FEES Soe 


—— ET e—L = Greensboro, as chairman. This com- 


FFSET 
mittee will devise its own program to 


PATENT PENDING 


No. 3905 


—— . 3 secure the support of the overall pro 
4” OFFSET : I 
gram by ASS( Ciation members in their 


se ae —; | 
a : J local areas 
No. 3916 Bayonet Type Bien r ns Ir was pointed out by Commander 
YF sa | Cisin that such cooperation by asso- 
No. 3917 S UNIVERSAL ciation and industry members can be 


a =} =, Adjustable Formed 


Licensed under Pot. No. 2,246,189 Type mkelatet=ig by active support and promotion of 
the program at the local level 


given in two ways: first by being 
blood donors themselves, and, secondly, 


EOE 


No. 3918 H ' PNeolltricelol(-Migeli . 
f ‘ ae , 14%" to 19 D.P.A. News Digest 











(Continued from page 105) 








This new two piece hanger is designed so that one sets: phonograph records; radio and 
part telescopes into the other. Requires no notch- television receivers; electronic phono- 
ing of joists. Is quickly adjustable between joists graphs and combinations thereof de 
No. 3918 formed type and to any depth. Length can be extended from signed for home use; radios, portable 
box hanger. 14%" to 19”. and automobile; tubes, electronic, for 

radio and television receivers, phono 


Cross section view of 





WRITE FOR FREE SAMPLE FORMED TYPE BOX — - aaa ange — and 
4 or sound recording and reproducing 
HANGER — check coupon and mail today! devices and public address and paging 


systems. 


THE M. B. AUSTIN COMPANY, NORTHBROOK, ILL. 


Please send FREE sample Box Hanger checked below: Service Trades Abuses 
; To Be Studied by OPS 
3900 STRAIGHT 18" BOX HANGER 


|} 3904 1546" OFFSET 18” BOX HANGER A nation-wide enfofcement survey 
3905 1%” OFFSET 18” BOX HANGER in the service trades covered by Ceiling 
3915 1'"4e" OFFSET 18" BOX HANGER Price Regulation 34 has been launched 

L| 3916 BAYONET TYPE 16” BOX HANGER by the Office of Price Stabilization 

[) 3917 “S" UNIVERSAL 1412” BOX HANGER Authorization has been secured from 
3918 ADJUSTABLE 14%" TO 19” BOX HANGER the Department of Justice for the Spe- 


cial Assistant United States Attorneys 

CONTRACTOR JOBBER SALESMAN JOBBER | | ARCH. ENGR. [ | OTHER . } a . ? 

attached to the OPS district offices and 

Name the United States Attorneys to file 

Company injunctive actions in the field immedi 

ately in connection with new compli 

Address ance drive without securing pre-clear- 
ance from Washington 


Among the types of establishments 
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coming under CPR 34 are radio and 
television service and repair shops, and 
refrigerator and other electrical service 
and repair shops 


SSB Spells Out Rules 
On Salesmen’s Earnings 


Salary rules for outside salesmen— 
except driver-salesmen — have been 
laid down in a new regulation, No. 5, 
of the Salary Stabilization Board. It 
covers three methods of compensating 
executive-type salesmen: straight com 
mission, salary plus commission, and 
straight salary 

Those on straight commissions may 
be given a drawing account or salary 
against Commissions not to exceed 
per cent of the salesman’s total earn 
ings during the base period (1950 or 
the average of any three years 1946 
50). This will put a floor under earn- 
ings of salesmen in industries where 
shortages of goods for civilian use 
occur 

For those on fixed salary plus com 
mission, the salary may be raised up 
to 77 per cent of the base period. The 
salesman does not have to return any 
of the drawing account or fixed salary 

(The 77 per cent figure was arrived 
at by applying the ten per cent 
‘catchup” formula to 77 per cent, 
which SSB felt represented the normal 
drawing account. It found most draw 
ing accounts ranged from 60 to 75 
per cent.) 

For salesmen on straight salary, the 
regular rules for other salaried em 
ployees apply 





N.A.E.D. and Electrical 
Distribution Industry 
(Continued from page !01) 








commodity and functional committees 
as follows 


General Committees 


Catalog 

Chamber of Commerce of the 
United States 

Committee on Committees 

Finance 

LA.E.L 

N.A.E.D. Public Relations Com- 
mittee for Cooperation with the 
Department of Defense 

Junior Achievement 

National Adequate Wiring Bureau 

Operating Cost 

Planning 

Program and Projects 

Rural Markets 

Warehousing 
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Above, “Buffalo” Belted 
Vent Set, one of our 
most popular light-duty 

fans for centralized ventilation. Com 


plete unit, ready to install 


WRITE FOR BULLETIN 34720 


Left, the panel wall fan they all want, 
because it's low in first costs, simple to 
install, costs little to run—the BREEZO 


Fan! 


WRITE FOR BULLETIN 3222-1 


EASY TO SELL AND INSTALL 
—REPEAT BUSINESS BUILDERS, TOO! 


So many contractors have discovered it—you install one “Buffalo” Fan, 
and it’s so satisfactory that the customer comes to you for his next fan job, 
and sends customers to you. “Buffalo” Fans have been pleasing particular 
industrial customers for 74 years now. And best of all, “Buffalo” Fans are 
made from the point of view of the man who installs them-——they're not 
fancy, they're not cheapened in the manutacturing process They're well 
engineered in every part—built to move Maximum air on minimum 
power, to do it quietly and to last a lifetime. So tor best all-around results 
on your next fan installation, make it “Buffalo”! 


” First For 


fe TT) Fons 
BUFFALO FORGE COMPANY 


214 MORTIMER ST. BUFFALO, NEW YORK 
Canadian Blower & eed Co., Led., Kitchener, Ont. 
Branch Offices in All Principal Cities 


PANEL BREEZO FANS BELTED VENT SETS BELT-AIR FANS 
BREEZ-AIR ATTIC FANS “L” BREEZO FANS “NV” BREEZO FANS 








GREAT WESTERN 


and 


AMAR LAG 
FUSES 


Can help your customers 
Win the Fight Against Shortages 





Fuses are designed 
ter service. That means fewer 
and a definite saving of 


some superior Great Western and LaMar 


@Rugged materials give better heat dissipation. PRO- 
LONGS FUSE LIFE. 


@ xtra heavy fibre cases and supporting bars give better 


support to links. PROLONGS FUSE LIFE. 


@Both ends can be removed quickly and conveniently 
Makes cleaning easier. PROLONGS FUSE LIFE. 


Help them beat shortages 
! For full particulars, 


Vicinity 


The BEST fuses money can buy 


GREAT WESTERN FUSE DIVISION 
Titeflex, Inc., 500 Frelinghuysen Ave., Newark 5, N. J. 


Commodity Committees 


Apparatus and Supply Division 


Apparatus and Control 

Conduit 

Conduit Fittings and Boxes 

Fan and Ventilating 

Industrial and Commercial Lighting 

Lamp 

Outside Construction Materials 

Residential Lighting 

Wire and Cable, and Armored Con- 
ductor 

Wiring Devices 


Appliance Dit 


Major Appliances 

Radio and Television 

Electric Housewares 

Intra-Industry Television Commit- 


tee 


Each of these committees is com- 
posed of members who can be classi- 
fied as experts in the particular phase 
of the distribution operation the com- 
mittee covers 

From these committees comes a 
wide variety of educational and tech- 
nical material including technical 
manuals and bulletins covering many 
phases of the electrical distributing 
industry including basic sales train- 
ing, warehousing, cost accounting, 
television installation and servicing, 
appliance selling and many others 
e National Convention—An_ out- 
standing event held each year by 
NAED is its national convention 
Here the exchange of ideas and in- 
formal discussions yield great value 
to the members attending. It not only 
provides membe rs the opportunity to 
meet with others in the electrical dis- 
tributing industry, but with the many 
manufacturers in attendance 

A unique feature of the annual 
convention ts the conference booth 
set-up. Established by the association 
in 1949, this feature has become ex- 
tremely popular, for it permits easy 
conference between manufacturers 
and members at a specified place and 
at specified times 

During the year, a series of area 
meetings is held with members in 
strategic centers throughout the coun- 
try. These regional meetings are im 
portant, too. At them, the members 
have another first-hand opportunity to 
meet with the other members in their 
area, as well as with members of the 
headquarters staff, and discuss indus- 
try problems both from local and na- 
tional viewpoints 
e Public Relations—Ir must be re 
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membered that the American pattern 
of production and distribution has 
given the American public more and 


better goods and a higher standard of LAR VALUE 
living than in any other country or FOR pot 


under any other system FOR SERVICE VALUE 


To this the electrical industry has 
contributed much and the electrical 
distributor has certainly played his 
part well in this electric age in which 
we live. 

Unfortunately the hundred-and-one 
services of the electrical distributor 
are taken for granted many times. It 
is for this reason that the association's 
public relations program is a planned 
and continuous program 

Through news stories covering the 
association's activities, prepared arti- 
cles, texts of speeches and bulletins 
the importance of the distributor and 
the industry itself is kept constantly 


before the public for an informed 


public is an understanding and friend 
ly public 


Likewise, the position of the asso 
ciation is strengthened in the indus 





try. And it has also built the prestige 
of the individual companies who are 
its members 

Realizing that knowledge of the 
functions of the electrical distributor 
must be made known to as wide a 
group of the public as possible, the 
association now has an active Junior 
Achievement program well under way 
This is in support of the national . 
Junior Achievement program which 
is designed to encourage the partici- NO. 1929 
pation and training of “teen-agers” in MEDIUM DUTY 
actual business operation 

NAED has established nine scholar- 





ships—one for each of its zones—and 


these are awarded to selected Junior 
Achievement members upon their en 
rollment in an accredited college or 
university who fulfill certain qualifi 
cations 

In addition, a winning Junior 
Achievement company, manufacturing 
and seliing an electrical product, is 
selected each year and a representa 
tive is brought to the annual conven NO. 1931 
tion to receive a suitable award and HEAVY DUTY 
with all expenses paid 


These are some of the things the Here's your best value for service will ever be required under excess- 
entrance work. Theseall-porcelain ive conditions of ice and storm. 
wireholders have no exposed And they're economy-plus, both on 
tributors is doing to help its members metal parts to rust. They're de- initial cost and long life. Send in 
do a better job in their key position signed tostandup under fargreater your stock order NOW and stay 
wind, weatherandcableloadsthan ahead of customer demand. 


National Association of Electrical Dis 


in the electrical industry, knowing 


that this better job will produce more ° 
sales and service. Through them the PCE, (el Ty] Ucrs TIC. 
| . bd 
position of the electrical distributing 
FINDLAY, OHIO 


industry can be successfully maintain- 








ed and advanced 
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LATROBE 


(Continued from page 107) 


Home Appliances Lead List 
Of Items Americans Want 


TOLEDO, OHIO—The two main 
forces motivating current consumer 
buying are labor saving and comfort 
in the home, according to a nation- 

re] U A L ] T Y wide survey of 1,600 typical American 
T fad AT L A 4g T ay homes made by National Family 
p= et AONE Opinion, Inc., a consumer research 

organization 
A recent survey made by the research 
Clean and compactly designed to cut installation | organization reveals that almost half, 
° . 8 pe > ; 
time to the bone and give smooth, trouble-free service Ps rah “< coud eames pros 
purchase of over $100 before March 
15. This means that over $114 billion 
will be spent entirely on items costing 
more than $100 such as household 
economy lies through quality and quality alone. appliances, heating equipment, floor 


coverings, furniture, home furnishings, 


Sold only thru Wholesalers | improvements in dwelling, musical 
instruments, TV sets, clothes, cars 











“Latrobe” Products give a full measure of value. 


“Latrobe” Products are proof that the road to true 


and new homes 
Most purchases will be in the house- 
hold appliance field, with refrigerators 
and washing machines leading, fol- 
lowed by sewing machines, ranges, 
washers, dryers, home freezers, water 
heaters and other appliances. A total 
of 36.9 per cent of the number of 
No. 252-R Two Gang families contacted states they intend 
Adjustable Floor Box q to buy household appliances before 
Neat and practical with No. 208 Receptacle No. 470 “Bull Dog’ Pipe March 15 


im one section. One Cover Plate has 12 
flush brass plug; other has 2 or Conduit Hanger 


Convenient and dependable for hanging pipe 7 e 
No. 280 Nozzle or conduit '>”, 34” and 1” to steel beams Chicago Electrical Industry 
up to 39” thick. Permits pipe to run ct any 


wiele angle to the beam Is Told Future of Electricity 
No. 200 Plate No. 330 ~— C HICAGO Electrical progress 
. “Tom Thumb” ge has not stopped. We are at the thresh- 
’ te - ‘. 
wrt ho — Utility Outlet old of a great era of development, 

Ideal for use in A. J. McGivern, managing director of 


Bross Housing, 
wood floors, base- ; se 
mounted on VY boards and other the Chicago Electric al W holesalers 


Brass Pipe Extension installations free . " 
from moisture oF Assn., told over 500 representatives 
3” tong. Longer ex mechanical injury c c : 
tension if desired Quick and easy to from all branches of the electrical in- 
install dustry recently. Mr. McGivern was the 
be gp : principal speaker at a dinner and 
ts re < ‘ ‘ c 
s Q “Bull Dog” dance given in celebration of the 68th 
isi na Cable Staples anniversary of electrical inspectors’ 
steel wire in _ 
‘ ‘ __ Chicac 
sizes. 100 J Millions in use all over the country. Packed yur in hic AsO . 7 
200 foot coils in cartons, kegs or barrels Production of electrical energy 
doubled between 1940 and 1950,” the 
speaker declared. “It will be doubled 
e U L L M A N again between 1950 and 1960, and 
EASILY ECO- that output will again be doubled be- 


tween 1960 and 1970. In order to 
INSTALLED MANUFACTURING co. NOMICAL utilize this increased production, we 


L ATROB E, PA “ will have more and better labor saving 


electrical appliances for the home, and 
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more and better electrical equipment 
and processes for our factories.’ 

Mr. McGivern predicted that “new 
lamps will be developed and we can 
only dream of the increase in illumina 
tion and lighting intensities that will 
take place 

“To convey all this additional elec- 
trical energy to the places where it 
will be used,” said the speaker, “there 
nust be wires of much greater carry- 
ing capacity and more Circuits to pre- 
vent overloading. This will place an 
obligation on all inspection depart 
ments to modify their rules and regu 
lations so that this vast development 
can be used with safety.’ 

The dinner and dance was held 
the grand ballroom of the LaSalle Ho 
tel. David Talbot, chief electrical in 
spector, presided 


Garey Named Publisher 
Of Electrical Wholesaling 


W. W. Garey 


NEW YORK 


merly 


Ww. W 
manager, has been 
named publisher of ELECTRICAI 
WHOLESALING and Electrical Con 
struction and Maintenance 

Mr. Garey joined McGraw-Hill’s re 
search department in 1941. He be 


Garey, tor 
general 


advertising 
sales staff of Electrical World in 1943 


came a member of the 


and was appointed assistant manager 
in 1946 He became 
charge of advertising sales of 


manager in 
all three 
publications in 1947, and, later, gen- 
eral manager of ELECTRICAL WHOLE- 
SALING and Electrical Construction and 
1950 
as publisher, Mr 
Ralph H. Flynn whose 
duties on Electrical World 
will require his full ume 

Mr. Garey was born in Elizabeth, 


Maintenance on January |, 
In his new post 
Garey succeeds R 


publishing 
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PLANT 
ENGINEER 











GRINDERS ators 
tor 


miner cutters 


muh 
com AND 


saws 


ON TTERS 


booklet 
gives you sales ommunition 
Just mail the coupon today 


This outhoritotive 


PLANT 
ELECTRICIAN 


























Electric motors and generators are 
primary production Every 
plant operator wants them con- 
served and kept at peak efficiency, 
That is why IDEAL PREVENTIVE 
MAINTENANCE Equipment is in 
big demand and offers a market 
that you should be tapping for 
profitable, extra sales 


tools 


From plant engineers to foremen 
your customers will welcome in- 
formation on IPM equipment 
because it helps them avoid 
costly motor repairs and pro- 
duction shut downs. It is the 
perfect door opener to sales 
of many other kinds of 
equipment and supplies 


Most IPM items are avail- 

able for immediate delivery! 

That means added earnings 
right now! Better give IPM Equip 
ment a prominent spot in every 
sales call you make. 


SOLD THROUGH AMERICA’S LEADING DISTRIBUTORS 


ee eee 


IDEAL INDUSTRIES, Inc 
1047 Pork Avenue, Sycomore, Ii! 


Please send me 


ence be 
NAME 
TITLE 


COMPANY 


city 


| 

| 

| 

| 

1 vores 
| 

= 








ya SY 


A Beauty in LOOKS 


_— ~ 


“— 


Power to Make + 


EXTRA SALES, EXTRA PROFITS 


because it’s America’s STAND-OUT Flashlight Battery ! 


Those eye-catching Burgess zebra stripes pack a terrific sales 
punch for you! Designed to attract customer attention . . . care- 
fully engineered of on/y highest quality materials, Burgess Flash- 
light Batteries fill the bill for fast turnover and repeat profits. 








Stock Burgess Now! Cash in on the high volume 
flashlight battery market in your territory! 


Sales-Proved, Self-Service 
Displays 


Burgess zebra stripes have proved 
eye appeal—and these self-service 
merchandisers clinch sales 
on the spot. Two sizes: 12V 
holds one dozen cells, 48V 
holds four dozen—both dis- 
plays designed to give mass 
meg | effect in minimum counter 
\ ee eee space. Order yours! 


riaahiight Batre 


BURGESS BATTERY COMPANY 


FREEPORT °* ILLINOIS 


N. J. After studying at Northwestern 
University, he transferred to the Uni- 
versity of Bordeaux, France, where he 
majored in comparative literature 
Married and the father of three chil- 
dren, Mr. Garey lives in Scarsdale, 
N. Y. He is president of the Phi Beta 
Kappa Association and is active in 


community and civic affairs 


Housewares Section Aims 
At Larger 1952 Target 


NEW YORK—Members of the 
NEMA Electric Housewares Section, 
at a meeting in the Hotel Roosevelt 
here, were given a preview of the 
1952 Electric Housewares Gift Cam- 
paign program—a program that will 
be greatly expanded in the coming 
months 

In outlining the program for 1952, 
the speakers explained that the 
widened scope of the campaign was 
based on the tremendous acceptance 
of the basic selling idea. They listed 
five ways in which the program will 
be intensified. They are through (1) 
a larger and more widely circulated 
retail merchandising plan book; (2) 
a greater mass distribution of the in- 
dustry’s new campaign poster; (3) a 
larger display kit; (4) an expanded 
trade paper campaign; and (5) a 
newly-added 20-city research study. 

Commenting on the campaign’s suc- 
cess for 1951, J. P. Mcllhenny, chair- 
man of the section's sales promotion 
committee, said that in the 1951 elec- 
tric housewares promotion program 
the industry had finally hit on a suc- 
cessful formula for achieving the goal 
of a sales volume of a billion dollars 
a year 

Other speakers at the meeting were 
Gordon Ritter, 1951 chairman of the 
Electric Housewares Section, and Ralf 
Shockey, president, Ralf Shockey & 


Associates, Inc 


1 in 16 Warehouse Workers 
Injured on Job During Year 


W ASHINGTON—One in every 16 
of the inside employees of the ware- 
housing and storage industry experi- 
enced a disabling work injury during 
1950, according to the U. S. Labor 
Department's Bureau of Labor Sta- 
tistics 

Time lost from work because of 
these injuries was equivalent to 4.5 
days for every employee in the indus- 
try. For comparison, the correspond- 
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CHAIRMAN of the electrical and ap- 
pliance manufacturers and distributors 
division of the Joint Defense Appeal 
is Alex M. Lewyt, president of the 


Lewyt Corp. JDA is the sole fund- 
raising agency of the American Jewish 
Committee and the Anti-Defamation 
League of B'nai B'rith. JDA is current 


ly campaigning for $3 million 


ing all-manufacturing averages were 
one disabling injury for each 34 
workers and about 2.4 days of lost 
time per worker 


Appliance Dealers Share 
$2,000 in Display Contest 
NEW YORK—For excellence of 


window displays merchandising of the 
Westinghouse Electric Co. sponsorship 
of NCAA football games on tele- 
vision, four appliance dealers were 

















recently named national winners of 
Westinghouse Electric Supply Co.'s 
TV Touchdown” contest 

First place award of $1,000 went 
to Roy Benson, display manager of 
the Georgia Power Co., Atlanta. Sec- 
ond prize of $500 was awarded to 
Elmer Villnow, display manager of 
the Rochester Gas & Electric Corp., 
Rochester, N. Y. Third place, carry- 
ing with it $300, was voted to Charles 
F. Edwards, display manager of Ott’s, 
of Santa Barbara, Calif. Fourth place 
and $200 were awarded to the Peoples 
Outfitting Co., of Indianapolis, Ind., 
whose window display was created by 
Joseph B. Suding 

More than 3,200 Westinghouse 
appliance and television dealers set 
up window displays built around the 
telecasts. Displays were judged on 
their over-all merchandising impact, 
their tie-in to the football telecasts, 
their Westinghouse identification, 
originality of idea and ingenuity of 
execution 

Contest awards of $8,000 in cash 
and merchandise were also made in 
Wesco's 17 districts 


THE WIREMOLD COMPANY 
HARTFORD 10, CONN. 


The safe, efficient way to provide 


closely-spaced, correctly-located outl: 


v 


for the convenient plug-in-anywhere 


electrically-operated machines and 


x 


equipment on assembly lines, we 
benches, inspection tables, in labor 
tories, engineering departments, offices 

wherever it is essential to have o!! 
the outlets you need when you need 


them, where you need them. 


Send today for this 
new bulletin de 
scribing in detail the 


a atle? lel tema) 


THE WIREMOLD COMPANY 


HARTFORD 10, CONN. DEPT E 


PLUGM 
gue S oo /? 


, 











NEW 
completely 


grounded 
portable lighting 


> MSGILL’5000-G series 
“se be d yer > 3 -W l R f 


Guard with 


cercenatin 8” € \- Portable Lamp Guards 


Lens. 


Now you can have completely 
grounded portable lighting that 
complies with all Underwriters’ 
Laboratories requirements for 3 
No. 5025-SRG wire grounded electrical systems 
Grounded Lamp in so many modern plants. In ad- 
Guard. Closed dition the new McGill 5000-G 
end cage. Series Lamp Guards offer indus- 
try the first fully grounded portable with an Approved 3 
wire convenience outlet. Outlet design permits use of 
parallel blade plug as well as new grounding type with 
two parallel blades on a U shaped third blade. This pro- 
vides a connection for grounding drills, saws or other 
power tools quickly at the working area — without extra 
extension cords. 
The 5025-SLRG model has an impact resisting molded phenolic handle 
i thi at is positively insulated. It is equipped with a lensed cage for illuminat- 
ling otherwise inaccessible areas, a built in LEVOLIER switch and 16-3SJT 
red thermoplastic cord and new 3 blade grounding type plug. Available 
without cord and closed end cage as 5000-SG. 
Select a suitable model at your electrical wholesalers or write for 
descriptive literature today. 


Approved 3-Wire Grounded Convenience Outlet 


Screw Shell 006° Heavies 


Than Standard , Impact Resisting Molded 


Phenolic Handle 


_/ Rubber Gasket 


Levolier Switch and 
Socket Assembly 


omy MGILL 


MAKES Yv0%e- 


SWITCHES electrical 


‘spe allies 


McGill Manufacturing Co., Inc., 250 N. Campbell St., Valparaiso, Indiana 
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TV, Electronic Service Assn. 
Presents Award to Sylvania 


NEW YORK—Sylvania Electric 
Products Inc. was recently presented 
the National Alliance of Television 
and Electronic Service Assn.’s first 
annual “Friends of Service Manage- 
ment” industry award. 

The association cited Sylvania for 
the greatest service rendered by any 
industry manufacturer” to the cause 
of the serviceman in 1951 and for 
having demonstrated “on numerous 
occasions a fine realization of its re- 
sponsibilities and consideration for 
other segments of the industry and 
public, particularly its fine program 
commercials portraying the true posi- 
tion of service.’ 


Raytheon Leases Building 


WALTHAM, MASS.—Raytheon 
Manufacturing Co. has leased a one- 
story brick building under construc- 
tion here which will be used to ac- 
commodate sections of the company’s 
expanding research, engineering and 
manufacturing divisions The new 
building will provide 50,000 square 
feet of space and will increase Ray 
theon’s employment rolls by approxi- 
mately 400 workers. The building 
is scheduled for completion in May 





“SCRAPPY" MEETS CHIEFS of mo 
bilization as the nation-wide adver 
tising Campaign t get out the scrap’ 
gets under way. Admiring ‘Scrappy 

a plastic-cloth mode f the symbol 
of the Campaign, are left to right) 
Robert D. Mossman, advertising man- 
ager, Jones G Laughlin Steel Corp 
and volunteer coordinator of The 
Advertising Council campaign; 
Charles E. Wilson, director, Office of 
Defense Mobilization Scrappy 

Manly Fleischmann administrator, 
NPA; and T. S. Repplier, president, 
The Advertising Council, which 

parking the campaign through its 
Business Paper Advisory Committee 
in U. S. business and industrial publi 


cations. 
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CALENDAR OF EVENTS 


National Assn. of Home Builders 
8th Annual Convention and Exposition 
Stevens and Congress Hotels 
Chicago, Jan. 20-24 


National Adequate Wiring Cont. 
Sherman Hotel 
Chicago, Jan. 24-25 


2d Annual Industry Day Meeting 
Southeastern Electrical Wholesalers Assn 
Biltmore Hotel 
Atlanta, Ga., Jan. 24-25 


Industrial-Commercial Sales Conf. 
Missouri Valley Electric Assn 
Hotel President 
Kansas City, Mo., Feb. 19 


Pennsylvania Electric Assn. 
Winter Meeting, Relay Committee 
Fort Stanwix Hotel 
Johnstown, Pa., Feb. 20-21 


Electrical Industry Convention 
North Central Electrical Industries 
St. Paul Hotel 
Minneapolis, Feb. 24-28 


International Lighting Exposition 
Cleveland, May 6-9 





Canadian Wesco To Move 
Head Office to Toronto 


HAMILTON, ONT. — The Cana 
dian Westinghouse Electric Supply 
Co., Ltd., will move its head office to 
Toronto, according to an announce- 
ment by R. L. Brown, vice president 
and general manager 

The company has bought property 
on Toronto’s Fleet Street, and will 
build a new head office building and 
warehouse there when it gets pos- 
session 

Mr. Brown's announcement of the 
move was made at the formal opening 
of Wesco’s Hamilton branch at 124 
Walnut St.. S. The Hamilton branch 
is the first of 20 or 30 houses to be 
established in principal centers across 
the country, Mr. Brown said. 


HAMILTON, ONT.—The whole 
sale division of the Nipissing Electric 
Co., North Bay, has been purchased 
by the Canadian Westinghouse Sup 
ply Co.. Ltd 

The purchase expands the northern 
Ontario facilities and provides a com- 
plete distributing service for West- 
inghouse products and lines of other 
electrical manufacturers 


ALBUQUERQUE, N. M.—Because 
of increased business resulting from 
atomic projects in the area, Westing- 
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SAINT Loutl 


Exclusive Patented SPRING-SUSPENSION 
for QUIETNESS that SELLS! 


No other fan can match the below-a-whisper quietness that means 
faster . . . surer sales with Internationals! With all moving parts 
entirely cradled in resilient springs within the cabinet, Internationol 
fans eliminate hum and 

vibration . . . actually 

sell themselves by offer 

ing MORE FAN for your 

customer's dollar. 


The BEAUTIFUL 


Ynlernalional Model C-20K 


@ Handsomely styled cabinet 

@ Powerful 20-inch blades move 
more than 3500 cfm per minute 

@ Fits any window up to 44” width 

@ Two speeds 

® Gvoranteed 

®@ Silent—Motor and blades float 
On springs 


The POWERFUL 


Ynlernalional Model 224-K 


®@ Streamlined air-flow design 

@ Big 24-inch cloverieaf blades move 
more than 4200 cfm per minute 

®@ Super-silent, spring-suspended 
motor ond blodes 

@ Fits any window up to 40” width 

® Guaranteed 


PLUS TWO BRAND-NEW 9nternalional FANS TO HELP 
YOUR '52 SALES! a a 


@ 20-inch International Economy Window Ventilating Fan. Priced for fast, volume 
sales—the biggest valve on the fon market. 
@ International Casement Window Fan . . . designed to help you top the fertile 
apartment market. Write for details on these new Internationals! 

See them at the FURNITURE MART—512A 


FAN DIVISION, 

INTERNATIONAL OIL BURNER CO 

WRITE OR WIRE 3840 Pork Avenue, St. Lovis 10, Mo 
TODAY Please send me full details on your 1952 line of 

for details on the silent Internationals. 

complete 


Name 
line of spring 


suspended fans! Address 


: City Zone Stote 


i rrrrirrirtttttt 
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make 


your 
first 
choice 


ae 
3 m 
é> Expansion Screw Anchors 


For more than forty years Paine Fastening and Hanging 
Devices have been the first choice of the best craftsmen. 
They have found, through use, that Paine’s high quality 
material and production assure ease and speed of 
installation. Today and tomorrow make Paine devices 
your first choice. 
Paine Expansion Screw Anchors will HOLD in any 
solid material. Anchors are stamped with size and thread 
of bolt or screw required, and have a directional arrow 
indicating which end goes in the hole. Setting tool 
furnished with each box of anchors. 
For the holes use a Paine “Sudden Depth” Drill. 


THE PAINE COMPANY 2979 Carroll Ave., Chicago 12, Ill. 


Ly 
the best craftsmen always take pA S 


Star Drills 
Malleable Shields 
Special Hanging and 


Spring Wing Toggle Bolts 

Expansion Anchors 
Sudden Depth’ Drills 

Wood Screw Anchors 


Conduit Clamps 
Pipe Hooks and Straps 
Hanger Iron, perforated 


Expansion Shells Fastening Devices 


house Electric Supply Co. has opened 
a new office and warehouse here. G. M 
DeKraker, new manager, formerly 
held a similar position at Lubbock, 
Texas 

The 9,000-square-foot, one-story 
structure will serve as temporary head- 
quarters, pending construction of a 
25,000-square-foot ofhce, warehouse 
and display building 


Promotion Ideas Are Given 
Awards by Electric Assn. 


CHICAGO—In line with its long- 
range policy of seeking sound promo- 
tional ideas to strengthen its general 
program, the Electric Assn. of Chicago 
recently awarded $100 to Miss Grace 
E. Keyes, of Commonwealth Edison 
Co., for her entry in the Big-Ten Sales- 
Booster Contest. Honorable mention 
award was given to G. P. McMahon, 
Commonwealth Edison 

Miss Keyes, entry, a practical, work- 
able idea for step-by-step moderniza- 
tion of wiring in older homes, was 
submitted in the adequate wiring divi- 
sion of the contest There are ten 
divisions in the contest, and there is 
a $100 prize for each division winner 
A grand prize of $400 will go to the 
author of the promotional idea judged 
to be the best of the individual en- 
tries. The grand prize winner's name 
will be announced at the association's 
annual meeting January 23 

The Electric Assn. expects to use 
Miss Keyes’ winning idea in making 
up the association's adequate wiring 
promotion program for 1952 


C. C. SIMPSON, managing director of 
the Chicago Electric Assn., explains to 
Miss Grace E. Keyes, Commonwealth 
Edison C that she can have all the 
convenience outlets she wants in her 
own home when she puts her winning 
suggestion in the adequate wiring sec- 
tion of the Big- Ten Sales- Booster Con 
test into effect. Miss Keyes, first prize 
winner in the contest, was awarded 
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Complete Sell-Out Expected 
For 4th Lighting Exposition 


CHICAGO—indications point to 
a complete sell-out of all exhibit 
spaces at the Fourth International 
Lighting Exposition and Conference 
to be held May 6-9 at the Cleveland 
Auditorium 

First drawings for exhibit booth 
locations at the lighting event took 
place recently at the Hotel Statler in 
Cleveland A total of 123 exhibit 
spaces has been sold with only 
spaces still available, according to 
S. R. Naysmith, chairman of the ex 
position operating committee The 
exposition is sponsored by the Indus 
trial and Commercial Lighting Equip 
ment Section of the National Electrical 
Manufacturers Assn 


Sales of Receiving Tubes 
In 1951 Period Exceed 1950 


W ASHINGTON—During the first 
ten months of 1951 more than 300 
million receiving tubes were sold, ac 
cording to the Radio-Television Manu 
facturers Assn. Sales totaled 314,932, 
857 tubes, compared with 304,910.25 


units sold in the corresponding 1950 
period 

Of the total tubes sold 
000 units were shipped for use in new 


?11.273.- 
sets and 78,940,247 were sold for re 
placements Sales to government 
agencies accounted for 5,681,734 units 
and 19,037,876 tubes were exported 

Sales in October totaled 34,137,519 
tubes, compared with 40,105,611 
units in October 1950 and 27,946,193 
in September, 1951 


Industry Told It Must Meet 
Demands of Dual Economy 
HONOLULU—Demands of both 


defense and peace must be met simul 


taneously by the electric industry, 

James H. Jewell, vice president of the 

Westinghouse Electric Corp re 

cently told the Pacific Coast Electric 

Assn. at a meeting here. This can be 

done, he said, only if the industry ere 

fights complacency born of past : a 4 x mee 

achievements : .@ &  Y Ae | 
I have full confidence that we 


can meet the demands of a dual econ pe . 
aie Bronce 60 Certified ts an rt chievement of 


omy as well as the huge future growth 


wonrelentped parte beghes: WESTERN INSULATED WIRE CO. 


complacency and realize that service 
; LOS AN 
to the public is the keystone of our GELES 358. CALIFORNIA 


industry and its hope for prosperity 
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he told the association members 
Describing the “truly significant 
part” the industry is playing in the 
national economy, Mr. Jewell said that 
since 1939, the industry's share of the 
gross national product has risen from 
2.04 to over 4.05 per cent. During 





the same period, he said, the manu- 
facturers produced over $80 billion 
worth of equipment at manufacturer's 
prices—more than twice the dollar 


value of the entire previous output 


Graybar Awarded Citation 


NEW YORK —The new Queens 
Plaza office and warehouse of the 
Graybar Electric Co. has been awarded 








top honors in the industrial building 
classification of the Queens Chamber 








of Commerce's “excellence in design 


P&S-DESPARD ind mstruction One ot the ten 
« ce ICTh > if 

PILOT, SWITCH & OUTLET i - buildings chosen tor first awards and 

COMBINATION A plaques in the contest, the Graybar 

Now, smarter-appearing than aig: building is a modern block long struc- 

ever with the new P&S UNI p) ture containing 105.000 square feet of 

LINE'S plate — easier to as ; 

semble with the new P&S Cam- 
strap 


floor space, and a modern lighting in 
stallation which represents the prod 


ucts Of nine manufacturers 


14 Million Radio, TV Sets 


MAKERS OF FINE Made in 10 Months of ‘51 


W ASHINGTON—More than four- 

W | RI] N G p FVIC FS million television receivers and 10.9 
million radios were manufactured in 

the first ten montns of 1951, according 

mols to figures tabulated by the Radio- 

Television Manufacturers Assn. The 

MORE THAN 60 YEARS figures represent a decrease of more 
than two million of both radios and 

TV receivers under the production 

in the corresponding period of 1950 


Production of radios in the first 


: Devices are designed ten months of 1951 totaled 10,953,201 
a sets. This compared with 11,974,300 
factured to unusually receivers in the same 1950 period 
TV production in the 1951 period 
dropped to 4,382,724 sets from 5,872, 


PRECISION MANUFACTURING 


SKILLFUL ASSEMBLY is for dependability 


ince and ease of wiring. 000 in the corresponding ten months 
: ; of 1950 
THOROUGH TESTING Or exceed the minimum A total of 411,867 TV sets and 
nt 874,723 radios were manufactured in 
October, compared with an output of 
838,300 TV sets and 1,229,900 radios 
in the corresponding 1950 month 


cal 7 Wesco Names Two Officials 

Sold Through Electrical Distributors setrt 

For Complete Information Write Dept. W in Southeastern Districts 
ATLANTA—John M. Howle has 


been appointed consumer products 


P A § § & § E Y M 0 UJ R | N C sales manager for the Westinghouse 
, . 


Electric Supply Co. in the State of 


SYRACUSE 9, NEW YORK Georgia, and C. E. Spaduzzi was named 


ELECTRICAL WHOLESALING—January, 1952 





EIGHT-MILLIONTH Sunbeam Mix 
master is shown at Chicago, to B. A 
Graham, president of Sunbeam Corp., 
by Dolores McNeil. Production of the 
electrical appliance was begun in 
1930, and the event was celebrated 
at a party for more than 16,000 Sun- 
beam employees and their families at 
the company’s factory recently 





consumer products sales promotion 
manager for the southeast district suc- 
ceeding Mr. Howle, it was announced 
by the company 

Mr. Howle, a graduate of Alabama 
Polytechnic Institute, joined Westing 
house in 1930, and later transferred to 
the supply firm in 1934, serving in a 
sales capacity there. He has held the 


position of district sales promotion 
manager since 1945 

Mr. Spaduzzi was formerly Miami 
He joined Westing 


1945 as a salesman at that 


branch manager 
house in 
office. He later held the position of 
appliance sales manager at Miami for 


several years 


Jan. 31 Set for Convention 
Of Western Insulated Wire 

LOS ANGELES — Western 
lated Wire Co. will play host to sales 
representatives and their wives at the 


Insu- 


company’s annual three-day sales con 
Hotel del Coronado, 
San Diego, beginning January 31 


vention at the 


“The purpose of these yearly get- 
according to Murray H 
Owen, Western's sales manager, 


togethers, 
is to 
be sure our representatives are 
brought absolutely up-to-date on new 
developments and proposed activities 
for the coming year. Only in this way 
can they be of utmost service to the 


electrical wholesale distributors and 


wire consumers they serve.” Represen 


tatives of the company will attend 
from all sections of the country 
Formal meetings at the convention 


will be confined to the morning hours 
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WALL BRACKET ASSEMBLY 
Swings against wall for 

servicing. Easily installed 
all components supplied 


Display lighting of a fashionable suburban shor 
ping center with NEPO Lumingires. The light is 
concentrated — where it's needed! 


- 
ae “ 
a 
ay. ~~ —_—. 
minated gas station 
@ great distance up o 


industria! plant is well protected by NEPO illu 
mination. Many installations such as above in 
Chicago industrial districts. 


Mercury 
Vapor 


PU si 


ars more! 


More Light 


up to 500 more 


than incandescent! 


And Pleasing Light — with either 
the E. H.-1 or the new J. H 


corrected lamp. For display purposes 


1 color 





you get an amazingly white 


ylight-like light! 


More Economy — uses much less 
electricity than comparable incan 
descent and the rustproof 
weatherproof NEPO Luminaire 
rarely needs cleaning or 
maintenance. Usually pays for 
itself through savings 


within one year 





ROOF BRACKET ASSEMBLY 

All welded construction. Easily 

assembied and instalied 
every component supplied, 


Newest and Best- 


FOR DISPLAY there's nothing better’ 


The new NePo Luminaire directs plenty of natural, 





daylight-like light where you want it...can be 

hung at any elevation. Here's the ideal illumination 
for store fronts, billboards, filling stations 

drive-in theatres and outdoor displays of all types, 
It’s high intensity, concentrated lighting 

at amazingly low cost! 


FOR PROTECTION i:'s best 

The answer to the protective lighting problems 

of restricted areas, industrial plants, warehouses 

freight terminals, docks, parking lots, and 

all other outdoor areas that must be protected 

during night hours. Excellent inside the plant, too 
wonderful, dustproof, highbay illumination 


BRACKETS AND POLES for any tym 

of installation are availabe from the factory 

write for specifications and prices. The entire unit 
and all accessories are of quality construction 
throughout. The entire unit is rustproof and 
weatherproof because the Alzak aluminum reflector 
is spun right over the glass bowl by a patented 
ncreased 


process — assures greater cleanliness and 


safety. Entire unit weighs only 10 lbs 


NEPO MANUFACTURING CO. 


527 S$. WELLS ST. + CHICAGO 7, ILL. 
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ALL-EXPENSE trips to the Westing 
house Electric Appliance Division 
headquarter's plant in Mansfield Ohio 
were recently won by six electrical ap 
‘ pliance salesmen of the Moore-Hand- 
ley Co. of Birmingham. Shown watch 


"We are doing well in sales with QUAD | ing Roy Bridges, sales training super 


visor, point out features of automatic 


washer, are ‘left to right) Nat Cars 
well, factory representative, Gene 
| McMeans, Bert Ladyard, Jack Maz 


ingo, Pat Miller, and, kneeling Clark 


LIGHTING F | saps 7 ie 


only. The remainder of the day will 





be given over to recreation 
Western Insulated Wire Co. in the 


past has held conventions in various 


This flush mounted = Gi sections of California 


QUAD UNIT for gym- . 
nasium lighting is | Manufacturer Gives 5-Year 


going over big in many territories —« Assembly Halls Roller Guarantee on Line of Fans 


and Ice Skating Rinks... Arm ROCHESTER, N.Y.—Fasco Indus- 
ories, Etc., are added sources tries, Inc., manufacturer of fans and 
ciency and the required durability. for sales ventilators, has announced a five-year 
; : Withstands shocks and rough guarantee on six fans of its deluxe 

Reflector is steel, porcelain enam- treatment encountered in gym- line 
nasiums New ‘fact tags’ for the merchan- 


because it has the lighting effi- 


eled and is removable from the cast 
aluminum socket fitting. The latter 


he «x > , yuare 2e 
Here are the features that dise contain tne ¢ ym pany S Zuarantee 


make customers and profit for and a detachable, business-reply post- 


is tapped at side for '2-inch con- you 


card on which the purchaser records 
the model number, date of purchase, 


nectors for rigid or flexible conduit. 1. Design improved dealer and his own address. These 
r . Serviced from above or be- 
All units are complete with heavy low ceiling 


tinned wire guard and may be or- Detachable porcelain enam 
eled reflector 


dered with or without glass covers. Angle iron plaster ring Merit Award Competition 


Also included are necessary nuts — Entries Due On January 31 


and bolts for attaching to ceilings Dust tight glass cover op CHICAGO — Closing date for en- 


cards will be kept permanently in the 


manufacturers files 





of various thickness up to three-inch tional tries in the Merit Award Competition 
y Heavy wire guard of the Fourth International Lighting 
maximums. Tops in appearance Exposition has been set for January 
31. This is the final date on which 

entries can be mailed 
Q U A ) R A N G [ F M F G C 0 In line with the exposition theme, 
* . Mobilize Lighting Knowledge to Ad- 
vance America’s Welfare,” hundreds 


325. PEORIA ST. CHICAGO 7, Pit. | of lighting installation studies have 
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already been submitted. The material e 
will be used to help demonstrate the the witc 
importance and advantage of planned 
lighting to the nation’s defense ettort 


Winning entrants will be presented 
awards as a highlight of the Fourth A 
International Lighting Exposition at 3 As c | 4 


Cleveland May 6-9. Six judges will 
choose the winners, who are to re- 
ceive 25 awards of $100 each and 


merit award certificates 


Adequate Wiring Meeting 
Set for Chicago Jan. 24-25 


NEW YORK—The eighth Na 
tional Adequate Wiring Conference 
has been scheduled for the Sherman 
Hotel, Chicago, on January 24 and 
25. All persons interested in adequate 
wiring are welcome to attend. Lyle 
N. Foster, member of the plan com- 
mittee of the National Adequate 
Wiring Bureau and a director of 
NECA, will serve as general chairman 





Among the items on the program 
which will be discussed are “Possi- 
bilities and Problems Connected with 


the Use of Aluminum for House t (Rating: 1 h.p. max. @ 11 Sv er 230, 
ry ' ’ r . Non-inductive load: 15A-130v of 10A-230¥ 
Wiring,” “House Wiring Under the = 


Controlled Materials Plan,” “The Cer r 
tified Adequate W > Progr ; SHAWMUT TYPE B is the outstanding type of 
‘ quate ring rogram, overload switch because of its easy-oper- 
Texas Style,” and many other topics ating, unique, a mechanism an 
Among the speakers will be R. W exclusive SHAWM UT feature, found in no 


Y ther switch of this type. 
Wilson, chairman of the Edison Elec - F 


one : TT AW IT TYPE B': 
tric Institute wiring and specifications p Thousands of SHAWMUT TYPE B’s in 
4 use demonstrate that for positive overload 
Kimball, man insurance it “has what it takes!” 





committee, and D. G 
ager of engineering, wiring device de 
partment, General Electric Co 


Single Pole, solid neutral — for 2-wire, single 
conductor grounded circuits. 


Electric Utility Expansion Single Pole — for 2-wire, single phase, one 
To Reach $3.8 Billion in ‘52 < + conductor, grounded circuits. 


NEW YORK—An estimated $3.8 ‘ , Seuble Pete — for S-wire, single phase sye- 
; d ated § tems with ductors ungr ded, or 3-wire, 
billion will be spent by electrical one phase, grounded-neutral. 
utilities on new construction during 





1952, Electrical World, McGraw-Hill . Heavy steel enclosure boxes. All have same dimen- 
sions and are easy to install and simple to maintain. 


publication, reports San a6 nen eieaaiiie. 


The figure, a new high, is based on 
returns from 45 per cent of the elec 
trical industry in the magazine's 


Silver molybdenum contacts, interchangeable heaters for overcurrent 
annual survey of capital expenditures tripping. Available in 24 different Ampere ratings. Easy to change and 
According to the magazine, private legibly stamped for identification. Calibrated for each definite ampere 


F > Die-cut for absolute uniformity. Quality construction throughout. 
municipal and state budget plans for rating. Die-cut fo 


this year show a 26 per cent increase SEND FOR BULLETIN #512 AT ONCE 
in spending over the $2.6 billion re Re 

> s 
ported for last year. Combining this y 


with a conservative estimate of $500 . THE CHASE-SHAWMUT co. 


million of electric co-op and federal 372 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 


spending brings the industry's esti 
mated total to $3.8 billion 

Reports on rural line construc ( ~~ | ane ey ts: | 
tion, however, show a decrease Pri i . ~~] Ay mw! ) 


vate companies indicate a 15 per cent ~t3~ C-Q-T Drionet oe O-T oe 
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HERE’S A COUPLE OF accrcsse is: miles of tine extensions 


planned. Municipal and state systems 
Voce 
4 report a 22 per cent decrease, and co- 


, ops a 37 per cent decrease 
The magazine reports this indicates 
a degree of saturation in the number 
j : 
( 
- 
} 


f farm customers connected Esti 


mates, however, of increased use of 


FOR farm electrification indicate a need for 


strengthening rural lines. A_prelimi- 


ly 
4 
nary analysis of this situation indi- 


cates that co-ops plan extensive 
strengthening of their lines to meet 
this increased demand 


RTMA Group Adopts Plan 
For Promoting Sports Events 





WASHINGTON—A 12-point pro- 


, ? 
gram adopted by the Radio-Television 
TR | N L Manufacturers Assn. sports broadcast- 
ing committee, outlining the indus- 


try's 1952 program, has been an- 


SELF-SELLER FOR YOUR SHOWROOMS ( PUSH BUTTONS | nounced by J. B. Elliott, chairman of 


the committee and vice president of 
and fer your lerger customers. the RCA Victor Division, Camden, 
This sales-promoting selection in- / N. J 
cludes 21 assorted push buttons Among the highlight } 
J ; , Among the highlights of the pro 
on a sturdy 3/16” thick display : ‘ my F 
panel with easel for standing, 
eyelets for hanging. Colorful, eye- 
catching white, orange and brown. 


gram is the provision for the estab- 
lishment of local committees of radio- 


television distributors in all major 


.) Ss 


y 


television areas to encourage public 


< 


Senior Display Deal 

No. 58—Actual Size: 

22%" x 15%" 

Working Stock — 37 assorted 

pieces in individual printed boxes 

shipped with display. Gross wt. 
7 Ib. 6 oz. 


support of sports contests and telecast- 
ing of sports events wherever practical 


Our policy of encouraging the tele- 


bad) 
y 


vising of sports events has been im- 
portant In maintaining prospective 
customer interest in television pro- 
grams,” said Mr. Elliott. During 1951, 
he said, industry cooperation with 
baseball “encouraged baseball officials 


to permit, rather than restrict, the 


ee 


televising of outstanding games. Those 





major league tea which televised 
their home gam gularly enjoyed 


an increase i aid attendance in 
1951 He added, however, that team 


Stomding : , ; SELF-SELLER FOR STORES performance ontianes to be the de- 


termining factor in paid admissions 
Trine push button profit deal— 
10 best-selling styles seen at a 
glance! Introductory working Regarding college football, the 
stock of 15 assorted boxed units sports broadcasting committee com- 
packed with display. Complete mented that the NCAA 
assortment, 25 pieces. —_ 


to athletic contests 


“despite pub- 
lic criticism, continues to determine 


Sets up in what games shall be seen in television 


only 12” “s ~ DOUBLE YOUR PROFITS! areas. The fallacy of the NCAA policy 
ete CH Or 2 Push two displays—one for may be noted in the fact that college 
No. 25 ce OF vi rS Er windows, one for counters. 
Junior Display Deal 
Get all the details today! Write for catalog sheets and samples. ress with the deve lopment of tele- 


football has enjoyed phenomenal prog- 
vision The committee added that 


y the effect of public pressure, backed 


by newspapers and television stations, 


has resulted in a slight ‘modification 
Manufacturing Corp., of NCAA ‘controlled’ television this 
New York 61, N. Y. z 
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| People In The News S 


Robert R. Gillen has been ap S 

pointed purchasing agent for the Feed « 
‘ 

€ 

= 








\ 
rail Corp., New York. He was for S 
merly assistant purchasing agent for < YOU CAN SELL! 
Russell & Stoll Co., Inc., New York - 
SE 
W. J. Rashleigh has joined Uni- 


strut Products Co., Chicago. He will 


serve the company in an executive AD y) , 
sales capacity UNWIE / 
Paul H. Hill has been elected vice Bleed 


president in charge of sales for Nesco, 
Inc., Chicago. He was formerly the 


fata ate in your stenal line 


Joseph L. Armstrong is the new 
manager of the air-conditioning sales 
section of the Crosley Division of 
Avco Manufacturing Corp. He was 
formerly vice president in charge of 
sales of Crosley Motors 


Benjamin Gross, of Gross Distribu- 
tors, Inc., New York, has accepted a 





post on the electrical and appliance 
manufacturers and distributors divi- 
sion of the Joint Defense Appeal, the 


fund-raising arm of the American Jew- 


ish Committee and the Anti-Defama 
tion League of B'nai B'rith. Alex M 
Lewyt, president of the Lewyt Corp., 
is JDA division chairman KODAIRE 
, A heavy duty all-electric air blast signal for difficult 
Minneapolis-Honey well Regula- coding and general alarm where noise levels are 
. Z aried. It's a“ t th ant ‘ "e 
tor Co. has opened a new district high or varies $8 ‘must’ with plants that need 
a high power trumpet-blast for attention. Faraday 
Kodaire is weather-proofed for outside use—for 





office at Harrisburg, Pa. Sales at the 
office will be handled by William J permanent use in mills, industrial plants and found- 
Brosch and Jack Caylor, for the com ries. Kodaire is the one “special alarm signal” cus- 
pany’s Brown Instruments Division, tomers want. Make it your leader in the “special 
and John Hopkins will handle com- _— 

mercial sales while Donald Schmick 

will be in charge of heating sales for 

the controls divisions 


BUZZER... It gives a 


clear sharp buzzer note of good 





volume and high frequency. 
Volume may be increased or 
decreased by a simple screw ad- 
justment Fits into the famous 
Faraday Uni-Pact mounting sys- 
tem. Comes in black crackle 
finish—or may be specified in 
red enamel for fire alarm pur- 
poses. Write for a catalog on 
Sperti Faraday signals 


PROMOTED by the Rodale Manufac Spent y/ PDLAILAGLIAGLAG, J pe, fr F 
turing C Inc.. Emmaus, Pa., Elmer 


rto is the ce president of 
eye s the new vice president ADRIAN, MICHIGAN 
e 


electrical wiring devices manu 
facturing firm. He joined Rodale in BELLS BUZZERS ad HORNS ° CHIMES ° VISUAL AND AUDIBLE 
193 PAGING DEVICES AND SYSTEMS 
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SAWS HOLES . . . EASY - FAST! 





** JIFFY’’ 
SAW ATTACHMENT 
for Electric Drills 


SAWS 


Fits '4 
or spin 
sow Every 
maintenance 
line design 
of its kind 


or 5.16" HS Drills 
Makes your electric drill a power 
electrician, 
man needs this tool 
mokes it 


wood 

plaster 

pipe 

sheet metal 

angle iron 

auto bodies 

No side torque 
journeyman or 


Stream 
attachment 


DEPT. 36 


neatest 


KLINOTS 


adi W. ft 1144 WEST WASHINGTON BOULEVARD 
yaew.£in benaoegn 


YOU MAKE FAST FRIENDS 
WHEN YOU RECOMMEND 
AND SELL 


PARAGON 


TIME SWITCHES 


Yes, you do your customers a favor and give 
them the best in service when you stock and 
sell Paragon Time Switches. Their reputation 
for built-in quality, precision, accuracy and 
dependability guarantees maximum satisfac- 
tion and minimum trouble. 
Available in a wide variety of types and 
models . . . for indoor or outdoor applications 
there’s a dependable Paragon Time Switch 
to fit every need... backed by Paragon's qual- 
ity manufacturing and by a sound, estab 
lished jobber sales policy. 


Illustration shows Model 
301 straight “ON and 
OFF” Time Switch for 
use where two or four 
operations per day are 
required. Self-starting 
heavy-duty motor, avail- 
able in 115 or 230 volt 
SPST, SPDT and DPST 
models 





WORLD'S FOREMOST 
EXCLUSIVE 
MANUFACTURER 


SWITCHES 


Makers of the Famous 
“‘de-frost-it'’ for Domestic Refrigerators 


TIME-CONTROL Paragon ELECTRIC COMPANY 


FOR ALL USES 1630 TWELFTH STREET - 


TWO RIVERS, WISCONSIN 


veteran appli 
nas been ap 


unselor for 


M. OLIVER, 


4iaistr ‘ 


ROBERT 
nce n gure 
id ng 
tric Appliance Divi- 
the 


1 was for 


He succeed 
ning, an 
4 


Frary and Clark 





Lawrence P. Pleasants has been 
appointed lamps merchandising man 
lighting division of Syl- 
Products Inc. His head- 


in Salem, Mass 


ager of the 
vania Electric 


1] 
qu irters Will be 


Carlton H. Gilbert has been ap- 
the newly-created position 
manager of the United 
Co 

York 


pointed 
of advertising 
Rubber 
in New 


Srates His headquarters 


will be 


Co.'s specialty 


department 


General Electric 


transformer and_ ballast 


is made three key appointments in 
ap- 


K. Pritchard, manager 


its sales organization Those 

{ are H 
' 

of general purpose 

J. P. Coughlin, manag of 

ind 


4. E. Rowe, manager 


yonent saies 


pe Inte 
transformer sales 
aircraft 


transformer sales; and 


1 
electronic 


of lighting com 


Roger W. Berrett has succeeded 
Chesney, who has retired, as 


for American Stee! 


Frank [| 
purchasing agent 


& Wire Co., Cleveland. He 
issistant Pp irchasing agent 


formerly 


senior 


C. G. Klock is the new manager of 
finance of G.E.’s air conditioning divi- 
sion, Bloomfield, N. J He succeeds 
R. E. Whitmyer 
companys aircraft gas 


Lockland, Ohto 


who has joined the 
turbine de- 


part 


par ent 
Roy R. 
named salesman for the state of Texas 
tor the John Oster Manufacturing Co 
He torn New 
Mexico and territories for 


Nesco Inc 


Samson, Jr., has been 


erly covered Arizona, 


west Texas 


Chester H. Moore has been named 


ef engineer of the housewares 


division of Nes« Chicago 
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Ralph L. Dabe has been appointed 
Detroit regional sales manager of the 
Murray Corp. of America’s home ap- 
pliance division. Three new district 
sales managers also named by Murray 
R. Kennedy, with head- 
quarters at Pittsburgh; William R 
Scanlan, Chicago district; and Dennie 


Swan, Wichita office 


are John 


Brig. Gen. Tom C. Rivers (re- 
tired) has been named manager of 
the newly-established General Electric 
advanced electronics center at Cornell 
University, Ithaca, N. Y. He will have 
his headquarters at Electronics Park, 
Syracuse, N. Y 

James Smith and Robert Sonnen- 
berg have been named to the New 
York sales staff of Andrea Sales Corp 


Ken W. Trout, a special activities 
promotion staft member of the Crosley 
Division of Avco Manufacturing 
Corp., has been appointed a member 
of the farm and rural market develop- 
ment committee of NEMA 


Robert L. Werner and Ernest B. 
Gorin been elected presi- 
dents of the Radio Corp. of America 
Mr. Werner, general attorney of RCA 
since April, 1951, was 
president and general attorney. 


have vice 


elected vice 
Mr 
Gorin was elected vice president and 
treasurer, having served as 


since September, 1949 


treasurer 


MANUFACTURERS APPOINT 
SALES REPRESENTATIVES 


Buchanan Electrical Products Corp., 
Hillside, N. J., named Leo A 
Roach, 4019 Clinton Ave., Richmond, 
Va., representative in the state of Vir 


has 


ginia for its lines of connectors, con 
duit bushings, molded terminal blocks 
and other specialized electrical fittings 


Victor Electric Wire & Cable Corp., 
Clifton, N. J., manufacturer of radio 
and electric wire products, announced 
the names of two regional sales repre- 
sentatives to handle its complete line 
1920 W 
Madison St., Chicago, will cover the 


Crescent Electric Sales Co., 


Illinois, Wisconsin area and the penin- 
sula region of Michigan 

& Co. Wilder 
will handle 


Joe Clancy Road, 
Angola, Ind., Ohio, 
Kentucky, Indiana and Michigan ter- 


the 


ritory 
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We make NO BONES aloud cf! 
~ 


Clifton E.M.T. and rigid conduit, for example 
prove that you're selling the BEST when you sell 
Clifton Products. -They are the best products of 
their type because they are hot-dipped galvan 
ized by the special Clifton process, which bonds 
the finish with the base metal. Hot-dipped gal 
vanizing is an art which we feel we have per 
fected—and the result is a perfect coat of zinc 
inside and out, which will not flake or chip even 
when the tube or conduit is bent sharply. 


These other 
Clifton 
Products 
ere equally 
outstanding. 


a 





CLIFTON 
ARMORED CABLE 


“CLIFTX" 
NON-METALLIC SHEATHED CABLE 


CLIFTON FLEXIBLE 
STEEL CONDUIT 


(Write for Clittes Cateleg! 


PLASTIC DUCT 
WIRING SYSTEMS 


Accepted by the electrical industry as the best 
































CLIFTON CONDUIT COMPANY, Inc. 


Genera! Offices: 75 MONTGOMERY STREET, JERSEY CITY 2. N. J 


Foctories: BALTIMORE MO * MEMPHIS. TENN 





OBITUARIES 


C. G. Justice, Sr. 
C. G. Justice, Sr., chairman of the 
board of the Lighting Fixture and 
Electric Supply Co. Inc, of New 
Orleans, and president of the Electric 
Supply Co., Inc., of Tampa, Fla., died 
December 2 in New Orleans, 
A resident of New Orleans, Mr 
, y ‘ : 1 : Justice was born in Asheville, N. C., 
, sdicaciapiccaniaatisiksiliu ial ” }. 3 Se 64 years ago. He was educated in 
When selecting automatic time switches for indoor : ; schools is Asheville and Birmingham 
. | He was a member of the Rotary 
ond evideor wes remember the advantages of : | Club, the Pickwick Club, International 
dependable TORK CLOCKS. Ideal for — Signs | House, the Chamber of Commerce and 
and Window Lights — Pumping — Defrosting — 2 ; the New Orleans Country Club 
Oil Burners — Pre-heating — Lead or Wax — Hen | H. W. Minchin 
House lights. Write today for complete details. - Howard W. Minchin, 56, vice presi- 


No. 948A r . ; | dent of Requa Electrical Supply Co., 
$11.00 List | Inc., Rochester, N. Y., died December 


‘ 30 AMP ° SHIOLE POLE on MOTORED why 13. He had been associated with the 
Firile of na Fil Lipe;/ — supply company for 25 years 

ual Y, * Mr. Minchin was a past president 

ae © of the Rochester Assn. of Credit Men 

| and Rochester Credit Men’s Service 

Assn. He was at one time a director 

of the National Assn. of Credit Men 


E. J. Riley 


Edmund J. Riley, who retired re 
cently at Cleveland, Ohio, from active 
duty with General Electric Co.'s lamp 
division after more than 40 years serv- 
ice, died November 30 in San Leandro, 
Calif 


helps make a Since 1946, Mr. Riley devoted his 


efforts to sales operations, matters con- 


. 
Quality | cerning lamp allocations, limitations, 
e 





and market research. He joined G.E 
at Harrison, N. J., at the age of 16 








L. L. King 

L. L. King, for nearly 20 years the 
Denver sales representative of The 
Okonite Co., Passaic, N a died No- 
vember 2 


Mr. King started his career in 


HARRY J. KAHN 
ELECTRIC SALES CO. 


U N IVE RSAL 564 W. ADAMS STREET 
PO RC 3 LAI N Chicago . Ilinois 
INSULATORS A Sales Organization 


Representing Electrical 


rue UNIVERSAL CLAY PRODUCTS CO. Manufacturers 


e 5 SALESMEN COVERING 
1549 EAST FIRST STREET SANDUSKY, OHIO MIDWEST AREA 
© WAREHOUSE FACILITIES 
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1909 as a signalman with the Penn- 
sylvania Railroad. He joined the 
Atchison, Topeka & Santa Fe Railroad 
a year later and rose from electrician 
to electric engineer of the railroad 
He left the Santa Fe in 1930 to be- 
come a sales engineer with The Oko- 
nite Co., handling railroad, utility and 
industrial accounts, first in the Chicago 
area and later in Denver 


ASSOCIATION NEWS 


CHICAGO—No lengthy reports or 
long-winded speeches will be given 
when the Electric Assn. holds its 
annual dinner meeting for members 
and their wives here at the Morrison 
Hotel January 23, according to Harry 
Alter, association president. Commit- 
tee reports will be included in sou- 
venir dinner menus, and members may 
read the reports at their leisure, the 
president reports. The full evening 
of entertainment includes a stage show, 
followed by dancing until midnight 


MINNEAPOLIS—The 15th annual | 


Electrical Industry Convention of trade | 


groups in the Upper Midwest, coordi- 
nated through the North Central Elec- 
trical Industries, has been scheduled 


under arrangements with the St. Paul 


Assn. of Commerce for February 24- 
28, 1952. Convention headquarters 
will be at the St. Paul Hotel. The 
North Central Electrical Manufactur- 
ers Club, composed of manufacturers 
representatives, has contracted with the 
St. Paul Municipal Auditorium man- 
agement for space to set up a 100 
booth exposition 


BALTIMORE—The Electrical Manu 
facturers’ Representatives Assn. held 
its annual Christmas party this year 
here at the Friendship Airport. In 
previous years, the annual party was 
held in a hotel. By holding the party 
at the airport, the members had an 
opportunity to inspect airport facil- 
ities. Larry Deniels was chairman of 
the affair 


WASHINGTON—The Electric In- 
stitute of Washington has just com- 
pleted a “Mystery Shopper” promotion 
to sell more electric blankets 

Here is how it worked. The institute 
sent one or more mystery shoppers to 
any store which had requested to par- 
ticipate in the program. These shop- 
pers talked about anything in the 
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JASPER 


IMMEDIATE DELIVERIES 


on complete line of 


MASSEY “Old Reliable” 
BAKELITE cir" 
WALL PLATES 


More of this wall plate design is in use than 
any other style. The demand has always been 
big . . . and always will. Your greatest profit 
potential is in supplying MASSEY. 


Advantages Galore 


Always uniform. 

Match-up is easier 

Replacement business awaiting 

No extra stock to take on 

One inventory just carry on 

One complete line . from one source 
Catalog, styles, numbers, etc., remain the 
same 

Priced right to sell . . . at big profits 

Up to 25% heavier 

Lower in cost. 

Comply with Federal and REA specifico- 
tions 


Send for catalog and prices today. 


A. H. MASSEY, Inc. 


300 Longbrook Ave Stratford, Conn 
Single and Multi-gang Woll Plates ond 
Electric Wiring Devices — Since 1936 


‘S 


w 


BLACKBURN 


Seruice Entrance 
CONNECTORS 


Mr. Wholesaler: 

Here is a good steady yet high 
turnover item. Here is an item you will 
be proud to handle. It's of the highest 
quality—one of the famous BLACKBURN 
Hi-Strength Line. It’s eosy to sell, it 
stays sold, and your customers will 
keep calling for it again and again 
if you are not yet selling it, send for 
somples and show it around 

Type N (illustrated) has squore body 

mode of a strong bronze alloy. 

Type S hos heavy round body made 

of high-strength Duronze 


BLACKBURN CORPORATION 








JACKSON 


UNITS ARE RIGHT 


* Good Service 
* Good Profits 


Vaporproof Units 


Ff =— = 
ms, 
No. 7214 


INDUSTRIAL PLANTS... FARMS 
RURAL ELECTRIFICATION 


‘ 
i 
The jackson line affords the wholesaler a i 
' JACKSON Brooder Heat Reflector 
1 
\ 
‘\ 





dependable source for prompt service, good 
quality, and excellent returns. Jackson is a 
good, fast-selling line check into the 
sales opportunities today 


Heat generated, together with the rays of 
helps prolong lives of new-born 


attached 
> brooder or suspended by chain 
Manufacturers of Reflectors, Yardlights, ae & a ta, Ae 


Vaporproot Units, Weatherproof Sockets proved 6 foot cord and plug. 


* Send for cotolog = HUT AU ELECTRICAL COMPANY 


+ Sold only thru Dis- ‘ 7 oH ‘ 
tribubers 900-910 W. VAN BUREN STREET CACO 7, ILLINOIS 


For Modern Time Control 
...1 he “Model W” by Reliance 


e The Reliance “Model W” is simple in 
design. economical, and thoroughly de- 
pendable. Available in’ three types. this 
modern Reliance Switch covers practically 
every time control requirement. Heavy con- 
tacts are of pure silver and the entire 
switch is approved by Underwriters’ Lab- 
oratories for 30 Amperes at 125 250 volts. 
Reduction gears of the synchronous motor 
run in oil and the housing is sealed for 
lifetime lubrication. Constructed through- 
out of the very best materials. the “Model 
W” is built to the high standards of quality 
maintained for forty vears in the Reliance 
line. For complete information. write 

RELIANCI AL TOMATIC LIGHTING 
CO.. 1911 Mead Street. Racine. Wisconsin. 


RELIANCE TIME SWITCHES 


2800-2804 


\ 
' 
' 
i 
U 
! 

/ 


appliance store—TV sets, ranges, re- 
frigerators — everything but electric 
blankets. Every time a salesman sug- 
gested and gave a real sales talk on 
electric bed covers during his conver- 
sation with the mystery shopper, the 
shopper whipped out a two-dollar cash 


award 


MILWAUKEE—A recently-prepared 
booklet, “This Is the Electrical League 
of Milwaukee,” has been sent to all 
Electric League members. The book- 
let tells what the league does for its 
members, organization of the league, 
privileges of membership and other 
information 


MINNEAPOLIS—Directors of the 
North Central Electrical Industries 
held their semi-annual meeting here in 
December at the Athletic Club. Re- 
ports on 1951 activities of the organi- 
zation were reviewed, and programs 
for 1952 were set up and operating 
budgets for the coming year were 
approved 


PITTSBURGH — Thirty-four exhib 
itors at the Industrial Electric Exposi- 
tion displayed a wide range of elec- 
trical products in the Ball Room and 
Fort Pitt Room of the William Penn 
Hotel here. The exposition, termed 
exceptional by exhibitors, was spon- 
sored for the third successive year by 
the Electric League of Western Penn- 
sylvania 


SALT LAKE CITY — The Inter- 
mountain Electrical Assn. recently 


>) 


welcomed 23 new member firms into 
the association. Included in the 23 
firms were 17 retailers, one whole- 
saler, two contractors, one manufac- 
turers’ representative, all from this 
city, and two retailers from the asso- 
ciation’s Cache Valley chapter 





WIRE & CABLE SUPPLIES 
for 
JOBBERS & INDUSTRIALS 


As the subsidiary of Sterling Cable 
Co. Ltd. we import a FULL 
RANGE of high quality wire and 
cable made to U. S. Standards. 

File our address for reference and 
send inquiries for quotation to: 


BEAM INSTRUMENTS 
CORPORATION 


350 Fifth Avenue, New York 1 
LO. 4-0844 
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MORE FACTS iS >> roan EVER 
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Sequence Ballast—A new bulletin j @ 
55-11, Rives details on a new series . - e 

sequence ballast for fluorescent lamps 

Weight, dimensions and wiring dia 

gram are included in the illustrated am SEEN 


booklet, available from the Jefferson : . 
peste erence rr. BLOW TORCH 


eee on? ELECTRICAL WHOLESALING 


tengo . You get added safety and added performance in 
Wall Blow Torches with the revolutionary new 

Wiring Devices—Over 1,000 indi Pisto-Grip handle. Drawn steel tank has brazed 
vidual electrical wiring devices are Superorgs inserts and electrically seamed bottom. The Wall 
listed, described and illustrated in ; 5 ‘ blow-proof pump means additional safety. Avail- 
new 40-page catalog. Of the 1,000 able in brass or steel. No extra cost for this new 
some 200 items are in the heavy in handle. it will sell on sight! Write today for 
dustrial category. Requests for the complete catalog. 
catalog, No. 51-1952, may be address 
ed to the Rodale Manufacturing Co., COMPOUND KETTLES « FIREPOTS © OILERS © SAFETY SHIELDS © SOLDERING IRONS 


Inc., Emmaus, Pa * SOLDERS «© OlL CARRIERS © PAINT POTS + ACCESSORIES 


When writing 
ree nen 2 ELECTRICAL WHOLESALING MANUFACTURING CO. 
Grove City, Po 
Ammeter- Voltmeter Sixteen-page 
manual describes alternating current 
ammeter and voltmeter, combined it 
one pocket-size instrument. Case his 
tories of use of instrument are given 
in this illustrated manual. A copy of 
the manual (No. 504) may be ob 
tained from the Pyramid Instrument é 
Corp., 49 Howard St., New York 13 , 4 phi a EE ee 
Resta i e 
— World-wide recognition for 
en writing i Fee cies 
mention ELECTRICAL WHOLESALING JURE this outstanding line of 
Air Heater — Four-page folder de electric soldering irons — 


scribes portable and built-in electric ; Aun 


air heaters used in industry and busi 





me 


ness. Convection, blower, duct and 


radiant types are shown along with 


suitable automatic controls. Folder | 
1530 describing air heaters is avail + specified by the big names j 
able from the Edwin L. Wiegand Co ‘ for the TOUGH JOBS! | ; important 


news to » Sah 


7595 Thomas Blvd., Pittsburgh 8 . 
g * MINNEAPOLIS HONEYWELL WHOLESALERS 
*& RADIO CORP. OF AMERICA 7 HEXACON soldering irons 


are a profitable line for the 


Mevention» ELECTRICAL WHOLESALING * distributor, dealer and user be- 


| 
mention wer | 
* WESTERN ELECTRIC cause it represents one of the 

’ most complete lines available ; 
. -_ . . ‘ today. It is backed by famous | 
Lighting—The first five of a series of * WESTINGHOUSE ; a LI 


‘ - all ¢ rats ¥ i ab M and an aggressive hard-hittin: 
See Better-Work Bet cr’ p iblications * EMERSON . oa ic. cama i 
have recently been published by Gen : nok ‘ f telling the story to a 
: | KAISER Noa quarter of a million key 
eral Electric's Lamp Division. Purpose } ; men in industry each 
1 i "3 month. 


of the series is to further the cause of 


more effective industrial lighting. In 


' 
cluded in the publications are 
articles as how to cut lighting costs 


lighting for fine details, machine shop 
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CUTS 
CONDUIT 
FASTER... 
BETTER... 


For ters! 
GUAM 


E-Z cutter 


Exclusive power driven 
rollers make the E-Z cut- 
ter the fastest on the mar- 
ket. The cutter is always 
cutting — never slipping. 
Over 500 cuts to a sharp- 
ening...15 sharpenings to 





a wheel 

It’s portable too! Weighs 
only 100 pounds. To keep 
competitive add this time 


saver to your equipment. 


WRITE FOR INFORMATION TO DEPT. EW 1 


QUIJADA TOOL CO., INC. 


5474 ALHAMBRA AVENUE 
LOS ANGELES 32, CALIFORNIA 


lighting, the need for supplementary | 
lighting and many other articles deal- 
ing with lighting. The publications are 
available at no cost by writing the 
Inquiry Bureau, General Electric Co 
Nela Park, Cleveland 12 


eerntian 9 ELECTRICAL WHOLESALING 


mention 


Motor Starters— Eight-page folder 
fully describes and illustrates new line 
of multi-speed and reversing magnetic 
Information on the 


starters includes dimensions, weights 


motor starcers 
and ratings, as well as other necessary 
A copy of the folder may be 
obtained by writing Industrial Control 
Division, The Arrow-Hart & Hegeman 
103 Hawthorn St., Hart- 


facts 


Electric Co., 
ford 6, Conn 


vieerntion 2 ELECTRICAL WHOLESALING 


mention 


Sales and advertising 
lawn 


Power Mower 


manual for power 


training 
mower dealers discusses power mower 
market and helps dealers determine 
who the power mower prospects are 
in their community. It also tells deal- | 
ers how to display and demonstrate 
power Also 
mower assembling instructions, parts | 


mowers included are | 
price lists for power and hand mowers, | 
and a variety of advertising helps 
Manual available to Eversharp mower | 
dealers from Midwest Mower Corp., 
1006 Olive St., St 


when writing ELECTRICAL WHOLESALING fil 


“How to 


Louis 1 


Lighting for Students 
Make Lighter,” a 
eight-page, two-color booklet on the 


Homework new 


application of good lighting principles 
to home study, has been prepared by 








1455 SPRING GARDEN AVE., 
PITTSBURGH 12, PA. 





The tape with 
the yellow core 
made by 
OKONITE 
SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


oe : 
Hud yt Th We OY HEM 


Panther ond ‘Dragon 


frictlon and rubber tapes 


MINERALLAC 
“PULL-IN” 


COMPOUND 


No. 100 


LISTED 
and 
APPROVED 


by 
UNDERWRITERS 
LABORATORIES 


For Rubber, Synthetic, Plastic 
or Lead-Covered Wires or Cables 


Approved by Underwriters Laboratories 
for lubricating wires and cables to facil- 
itate pulling them into conduits. Not in- 
jurious to wire or wire covers. Free of 
objectionable odors. White in color. Will 
not drip or run. Conveniently packed in 
pint, 2 gal., gal. and 5 gal. cans. Avail- 
able through your electrical jobber. 


MINERALLAC ELECTRIC COMPANY 


25 North Peoria Street, Chicago 7, Illinois 


MINERALLAC 
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the Better Light Better Sight Bureau 
Examples of incorrect lighting for 
study are illustrated and described, in 
contrast with photos and descriptions 
of correct lighting in the same setting 
Included also is a description of a 
portable study center,” which students 
can build, together with photos and 
drawings with instructions for its con- 
struction. Many of the common faults 
in the placement of lamps are pointed 
out, with useful practical instructions 
on how lighting may be improved 
without extensive room changes 
Booklet may be obtained from the 
Better Light Better Sight Bureau, 420 
Lexington Ave., New York 17. Price 
is $3.50 per 100, in minimum quan- 
tities of LOO 


ner on” ELECTRICAL WHOLESALING 


Sales Tools—A package of 24 sales 
tools designed to bring advertising 
and publicity directly to the air-condi- 
tioning dealer level has been made 
available by the Mitchell Manufactur- 
ing Co. 2525 Clybourn Ave., Chi- 
cago. The package is made up of a 
selection of items illustrating room air 
conditioners. The items range from 
specification sheets for each model to 
four-color window streamers and con- 
sumer folders Also included are 
sample publicity releases and adver- 
tising matrices for local use 


When writing ELECTRICAL WHOLESALING 


Television Service— New 80-page 
television service guide is designed 
for easy “on-the-bench” reference, each 
page opening flat, the paper dirt and 
fingerprint resistant. Guide contains 
schematic diagrams with circuit sym- 
bol numbers, tube locations, top and 
bottom chassis views and cabling dia- 


TRADE-WIND 
CLIPPER VENTILATORS 


Ceiling models 
for kitchen — 
both — den 


— — laundry 


Cabinet model — 
ventilates both 
top-of-stove and 
ceiling 


TRA DE- WIND MOTORIANS. (ACO 


S$ Moin St, los Angeles 37. Colit 
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SOMETHING NEW 
g OUTLET BOXES 





Pat. applied for 


Catalog No. 9-OX, 4” octagon, 
bevel corner outlet box, 142” deep, 
for non-metallic sheathed cable. 
Readily accommodates cable 
coming in from back or side. The HB. Austin Company 


NORTHBROOK. ILLINOIS 


Write for Information and Prices 





RUGGED!! 
SHOWER ROOM FIXTURE 


FOR THE 
INDUSTRIAL PLANT 


SPECIALLY DESIGNED FOR 
THE TROUBLE FREE INSTAL- 
LATION. 


CANOPY IS HEAVY STEEL 
WITH QUALITY WHITE POR- 
CELAIN ENAMELED FINISH. 


SOCKET HOLDER IS CAST 
ALUMINUM. 





HEAVY WIRE GUARD IS 
THOROUGHLY ZINC PLATED 
AND FINISHED WITH HIGH 
QUALITY WHITE BAKED ON 


CAT. No. 307) 
ENAMEL. 


FOR USE WITH 150W OR 200W LAMP 


DISTRIBUTED THROUGH LEADING WHOLESALERS 








ELECTRIC MFG. INC. 


4223 W. LAKE ST CHICAGO 24 





TITCHENER REX 
CABLE STAPLES 


if your customers want stronger 
*** staples at right prices. . . 


if you want satisfied buyers — 

© © ° steady repeat orders — liberal 
discounts 

Then send for samples, prices and dis- 
counts on Titchener’s TEMPERED 
Rex Cable Staples. All types and 
sizes. Write today 


E. H. TITCHENER & CO. 
91 Clinton St. Binghamton, N.Y. 


Mfrs f Staples and Wire F r 65 Years 


grams on combination sets informa- 


tion on 102 General Electric chassis 


plus a picture section identifying every 


made 


post-war G.E. television — set 
Also included are color code charts for 
resistors and capacitors Guide 
available for $1 by 
Electric Co., 


mm Be 


writing General 
Electronics Park, Syracuse. 


when wis ELECTRICAL WHOLESALING 


Tubes—A pocket reference book on 
RCA tubes, electronic components, test 
batteries and 


equipment, miniature 


lamps for 1952 


is now available. Re 
vised and expanded to include infor 
mation on new products, the book 


contains complete product listings 
and comprehensive data on the charac 
teristics, interchangeability, and socket 
requirements of more than 450 RCA 
receiving tubes, including kinescopes 


It gives similar data on dry bat 


teries. Other sections include a guide 


for power, cathode-ray, photo and 
special tubes; an interchangeability di 
rectory on non-receiving tube types; a 
battery replacement guide; a section 
on radio and TV test equipment; and 
Pocket reference book 


at all RCA distributors 


other sections 


IS aV ailable 


wcntion ” ELECTRICAL WHOLESALING 
Wiring Estimator W estinghouse 


Electric Corp. has made available a 
home wiring estimator that takes the 
job ot 


back-of-an-envelope 


wiring estimating out of the 


class of trans- 


action and puts it on a strictly business 


basis. It literally furnishes a guided 


tour through the maze of calculations 


that must be made before a wiring 


estimate can be figured. Included in 


the estimator in convenient form ts 





| 

| AE 

| for 
SODERING 
WELDING 
BRAZING 


EaoALLEN SO @ 


(@Soveuxcsnicx 
MANES CPP: FASY 


L. B. ALLEN CO. Inc. 
6701 BRYN MAWR AYE 
CHICAGO 31, ILL. 


| 
I 
| 
| 
| 
| 





QUALITY SWITCH 
AND WALL PLATES... 


Give You Exactly 
What You Pay for 


Here is headquarters — make all 
your purchases from this reliable 
source, for full satisfaction and 
economy. 

The HONER line is complete. 
Chrome plates with finish complete- 
ly protected. Made of Grade A dur- 
able steel. 

Industry's No. 1 quality plates at 
competitive prices 


HONER MFG. CO. 


The Leading Plate Manufacturer 
115 S. Clinton St. @ Chicago 6, III. 


New York Warehouse 
126 — 9th Ave., New York 11, N. Y. 


ATLANTIC CONDUIT 


FITTINGS CO. 
BOSTON, MASS. 
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IT’S LOCKED! | 


/ 


ee 


7 / 
j 


INTERLOCKING 
DEVICES 


al 
Got a wire connection problem on indus- 
trial equipment? New TURN-TYTE Cord 
Connectors, Caps and Receptacles are 
your answer! 


Slight turn locks them TIGHT! 
TURN-TYTE 2-Wire Armored Cord 
Connector Body. Two pieces of molded 
bakelite, with armored base and cord 
clamp. Bronze contacts coated to resist 
rust and corrosion. Available in 10-15 
amps. ( #2100) and 20 amps ( # 2200). 


...they’re fully INTERCHANGE- 
ABLE with other makes! 
TURN-TYTE 2 Wire Armored Cap 
with cord clamp. Bakelite with brass 
blades. Available in 10-15 amps (# 1206) 

and 20 amps ( # 1226). 
SOLD ONLY THROUGH 
LEADING WHOLESALERS 
For more information on these and other 
new TURN-TYTE devices plus details 
on how you can sell this profitable new 
line, write today. 
Also Available: 3-Wire, Polarized and 
Grounded. 10-15 Amps and 20 Amps. 
IMMEDIATE DELIVERY! 


“‘“RODALE 


MANUFACTURING CO., INC 
EMMAUS PENNSYLVANIA 
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information essential to the planning 
of wiring systems. Work 
laid out in a functional, step-by-step 


sheets are 


manner, complete in every detail. Pro 
vided for in the sheets are branch curt 
cuit requirements, including general 
lighting, general purpose, small appli 
ance and the major appliances that re 





Westinghouse 


HOME WIRING ESTIMATOR 





Tha ESTA TOR contains 2) emetitied wea sheen 


Woenngrore Gombe © beecty t 
Homes Gunee Sex 666 Piteburgh 10 Penne 











quire special wiring considerations 


Once the number of branch circuits 


has been determined, a single line 
diagram of the mains, distribution 
center, load center and feeders can be 
sketched in. Next step is the deter 
mination of the total load, and when 
this has been calculated on the sheets, 
the matter of figuring the proper size 
load centers can 


for the feeders and 


be disposed of in a hurry. Following 
this is the computation of the number 
of electric outlets on a room-by-roon 
basis. Space is provided alongside each 
outlet for cost-to-install. Final step in 
tot il estimate 1s 


determining the 


merely a matter of arithmetic n 
SA 6815, is 


25 cents from the Better Homes Bu 


Th 
estimator, available for 


reau, Westinghouse Electric Corp 


Box 868, Pittsburgh 30 


*e, 
", 
, 
1 light ee 


4 
mM aw Ane “ie wow! 


A) tres tigher- Comer Woo | ae 
ART SPECIALTY COMPANY | =~ "28 
3 


3245 W Lobe S. Chicoge 24. i ad 


When Life's at 
Stake Rely on... 


Show the familiar Klein trade- 
mark to the old-timer on the 
pole and he'll tell you—‘‘that’s 
the equipment I've been using 
ever since I was a grunt.” 
Yes, workmen just naturally 
feel safer when the equipment 
is Klein—recognized for qual- 
ity “Since 1857.” 
ASK YOUR SUPPLIER 
Foreign Distributor: International 
Standard Electric Corp., New York. 


Write for your free copy of the 
Klein Pocket Tool Guide today! 


0 KLEINE 


) BELMONT AVE CHICAGO 18 iit 





FURNAS 5hp. 


Lp yworsny 
ENGINEERED FOR 
DOUBLE DUTY 


REVERSING 
CONTROLLER HAS 
BUILT-IN 
THERMAL 
OVERLOAD UNIT 


The Furnas JTS 
controller is un- 
usual in being 
both a reversing 
switch and also a 
protector of the 
motor it controls. 
A thermal unit 
stops the motor 
when it draws ex- 
cessive current 
due to low line 
voltage or an over- 
load,—a neat, 
built-in safety 
feature that saves time and money. 
Large, renewable contacts, arc shields 
and sturdy construction odd up to a 
controller that will withstand hard 
industrial service. 
Flange mounted and weatherproof 
styles are available; full particulars 
sent on request. Write Furnas Elec- 
tric Company, 1069 McKee Street, 
Batavia, Illinois. 


The JTS reversing switch is rated 5 
hp., 220-550v, 3 hp., 110v AC. Over 

all size | high, 434 in. deep, 3 
A similar reversing controller 
3 hp., 220-550v AC is 


yin 
in. wide 
JT2, rated 


available 


= 
G FURNAS § 


7 FURNAS 


," 
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No Better Name 
Than lynatv 


The Finest of 
Plastic Tapes... 




















For the New Year 


Do you need New Sales Stories 
to pep up your sales? 


Most of us have had the experience of getting enthusiastic 
over some new product and starting out to tell every prospect 
all about it. Sales came with ease. But after a little while sales 


slowed up. The product didn’t seem to have its old appeal. 


What was the matter? 

Did the need for the article suddenly die out? 

Did the first sales story stop putting over the idea? 

Did we need a new sales story? 

Probably none of these things happened. What so frequently 
happens is that we as salesmen get the idea that after we have 
told a prospect the story once or twice he knows it or is tired 
of hearing it. Right there is where we are wrong. It isn’t the 
buyer who gets tired of hearing the story—it’s the salesman 


who gets tired of telling it. 


The facts are that the same story full of our original pep and 


confidence would probably have kept selling right along. 


Take some outstanding sales examples. For years and years 
we have been told that Chesterfields “Satisfy’—or that Ivory 
Soap is “99-44 1000¢ Pure’”—or that Coca-Cola is “Refresh- 
ing”. Notice how the keynote story is told over and over again. 
The advertising manager may get tired of writing it but the 


story keeps on selling just the same. 


Take Fusetron dual-element Fuses. Here you have a real 
story to tell. It is briefly summed up in the Fusetron bulletin 
in your binder. In a word, Fusetron Fuses are made to help 
keep the plant operating as well as protect the equipment. 
Keep telling that story to all fuse prospects and you are going 


to make sales. 


A sales tip—worth remembering—might be: 
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OUTSTANDING 
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INSTALLATION THROUGHOUT THE ENTIRE ELEC 





Here's a Story 


You Can Prove 


With rare exceptions on commercial and 
industrial installations ordinary fuses and 
breakers do not protect except against short 
circuits, but Fusetron dual-element Fuses pro 
vide ten point protection 


Protection against short-circuits 


2. Protection against needless blows caused 
by harmless overloads 


~ 


Protection against needless blows caused 
by excessive heating—less resistance re 
sults in cooler operation 

. Thermal protection for panels and 
switches—against damage from heating 
due to poor contact 


wr 


Protection for motors against burnout 

from overloading 

6. Protection for motors against burnout 
due to single phasing 

. DOUBLE burnout protection for large 
motors—without extra cost 


4 


zx 


Simple, inexpensive protection for small! 

motors 

9. Protection against waste of space and 
money through use of proper = size 
switches and panels 

10. Protection for coils, transformers and 

solenoids against burnout. 


Judged by performance—the cheapest and 
most dependable electrical protection available 
is provided by FUSETRON dual-element Fuses 


TRICAL SYSTEM 
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